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AT&T,  IBM  tie  the  net  management  knot 

AT&T  and  IBM  last  week  announced  plans  to  provide  links 
between  their  integrated  network  management  systems  that 
will  initially  support  these  functions: 


IBM  mainframe 


I  1 

NetView 

1.  Network  configuration 
data  flows  from  either 
system  to  the  other. 

2.  SNA  alerts  flow  from  IBM 
NetView  to  the  Integrator. 


AT&T  3B2 
minicomputer 


Accumaster 

Integrator 


3.  NetView  users  can  issue 
commands  to  the  Integrator. 


4.  Alerts  flow  from  the 
Integrator  to  NetView. 
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System  One  finds  freedom 
in  cooperative  processing 

Pioneering  LAN  user  is  building  for  the  future. 


By  Paul  Desmond 

Senior  Editor 


IBM,  AT&T  join  hands 
in  net  management 

Giant  rivals  agree  to  develop  software  linking 
NetView  and  Accumaster  Integrator  products. 

By  Paul  Desmond 

Senior  Editor 


Iowa  T-3  net 
is  a  political 
hot  potato 

i 

By  Bob  Brown 

_ Senior  Editor _ 

DES  MOINES,  Iowa  —  The 
Iowa  Senate  last  week  voted  to 
postpone  construction  of  a  $1 12 
million,  statewide  T-3  network 
due  to  concerns  about  cost  and 
network  design. 

The  Senate  vote  to  delay  the 
network  at  least  until  January 
1 99 2  is  the  latest  in  a  series  of  po¬ 
litical  setbacks  for  what  is  be¬ 
lieved  to  be  one  of  the  largest 
state  nets  ever  proposed  —  big¬ 
ger  than  the  California  and  New 
York  state  networks  combined. 

The  Iowa  Communications 
Network  would  carry  voice,  data 
and  full-motion  video  traffic,  and 
is  intended  to  improve  the  quality 
of  the  state’s  educational  system 
and  efficiency  of  government  op¬ 
erations. 

In  1987,  the  Iowa  General  As¬ 
sembly  contracted  with  a  consul¬ 
tant  to  design  a  network  support¬ 
ing  video  distribution  of  educa¬ 
tional  courses  to  remote  schools. 
Since  then,  the  plan  has  under¬ 
gone  multiple  modifications  and 
two  unsuccessful  rounds  of  bids 
—  one  that  was  judged  fatally 
flawed  and  illegal,  and  another  in 
which  all  bids  were  rejected  as  be¬ 
ing  too  costly. 

The  ultimate  fate  of  the  net- 
( continued  on  page  51) 


MINNEAPOLIS  —  Two  years 
after  deploying  its  first  major 
LAN-based  application,  System 
One  Corp.  has  labeled  the  project 
a  success  and  says  it  sees  no  limit 
to  the  potential  of  its  new  cooper¬ 
ative  processing  architecture. 

The  cooperative  processing 
platform  allows  the  reservation 
network  services  company  to  in¬ 
crease  computing  power  as  need¬ 
ed  and  enables  it  to  add  applica¬ 
tions  faster  by  simplifying  the 
development  and  testing  process. 


“Two  years  ago,  using  a  PC 
LAN  as  a  computing  platform  was 
an  experiment.  We  didn’t  know  if 
we  could  make  it  work,”  said  Cur¬ 
tis  Abraham,  staff  applications 
specialist  for  System  One’s  Air- 
plan  Services  unit  located  near 
here.  “What’s  news  is  that  we 
can,  and  we  don’t  see  any  major 
roadblocks  [ahead].” 

System  One  is  the  reservation 
network  owned  by  Continental 
Airlines  Holding  Corp.,  the  par¬ 
ent  company  of  Continental  Air¬ 
lines,  Inc.  Airplan  Services  was 
( continued  on  page  6 ) 


NEW  YORK  —  AT&T  and  IBM 
last  week  put  user  concerns 
above  competitive  differences  by 
jointly  developing  software  that 
enables  their  integrated  network 
management  systems  to  work  in 
unison. 

The  software  will  make  it  easi¬ 
er  for  users  that  employ  both 
IBM’s  NetView  and  AT&T’s  Accu¬ 
master  Integrator  to  control  one 
system  from  the  other  and  to 
swap  alerts  and  configuration 
data  between  the  two.  Although 
initial  links  will  be  based  on  exist¬ 
ing  protocols,  the  companies 
have  vowed  to  embrace  Open  Sys¬ 
tems  Interconnection  protocols 
to  support  communications  be¬ 
tween  the  systems. 

AT&T  and  IBM  said  they 
teamed  up  to  meet  the  needs  of 
mutual  customers. 


For  user  and  vendor  reac¬ 
tion  to  the  AT&T/IBM  alli¬ 
ance,  see  pages  48  and  49. 


“The  spirit  of  cooperation  fos¬ 
tered  through  the  standards  bod¬ 
ies  and  the  [OSI]/Network  Man¬ 
agement  Forum  means  good 
news  for  all  of  our  users.  In  the 


interest  of  our  mutual  customers, 
IBM  and  AT&T  are  fulfilling  the 
spirit  of  that  cooperation  with 
this  announcement,”  said  Bill 
Warner,  director  of  network 
management  in  IBM’s  Communi¬ 
cation  Systems  division. 

(continued  on  page  48) 
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WilTel  first 
to  deliver  on 
frame  relay 


By  Bob  Wallace 

Senior  Editor 
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NETWORK  GENERAL  S  new 

Sniffer  Server  enables  users  to 
monitor  LANs  at  remote  sites. 
Page  4. 

DEC,  IBM  FORM  ALLIANCES 

with  leading  router  manufactur¬ 
ers.  Page  4. 

BELGIUM’S  RTT  SLASHES 

service  rates  to  U.S.,  reducing 
price  differences  among  Euro¬ 
pean  carriers.  Page  4. 


APPLE’S  PCN  PROPOSAL  for 

wireless  LANs  draws  criticism 
on  technical  fronts.  Page  6. 

ATTEMPTS  BY  Transportation 
Department  to  change  airline 
reservation  net  rules  comes  un¬ 
der  fire  from  SABRE.  Page  6. 

ANNOUNCING  the  National 
Networking  Institute.  Earn  an 
advanced  degree  while  at  home. 
Page  50. 


EDI:  Bottom-line  booster 
or  budget-breaker? 

By  Salvatore  Salamone 

Features  Writer 


For  an  ambitious  network 
manager,  implementing  elec¬ 
tronic  data  interchange  — 
the  paperless  transmis¬ 
sion  of  orders,  bills 
and  other  standard 
documents  between 
companies  —  is  like¬ 
ly  to  be  both  a  chal¬ 
lenge  and  an  opportu¬ 
nity  to  demonstrate  manage¬ 
ment  skills. 

Because  EDI  can  directly  in¬ 
crease  sales  and  improve  cash 
management,  a  well-executed 


EDI  project  can  significantly  im¬ 
prove  the  compa¬ 
ny’s  bottom  line, 
showing  how  valu¬ 
able  the  manager  is 
^  to  the  organization. 
EDI  projects  can 
also  let  managers 
demonstrate  a  grasp 
of  nontechnical  ar¬ 
eas,  such  as  law  and  fi¬ 
nance. 

The  challenge  is  that  EDI  has 
some  tricky  legal  problems  — 
particularly  international  EDI 
—  and  is  difficult  to  cost- 
( continued  on  page  31) 


TULSA,  Okla.  —  Williams 
Telecommunications  Group,  Inc. 
(WilTel)  last  week  became  the 
first  long-haul  carrier  to  an¬ 
nounce  general  availability  of  a 
public  frame  relay  service. 

WilTel’s  service,  dubbed  Wil- 
Pak,  gives  the  company  an  edge 
over  other  carriers,  which  have 
announced  but  not  yet  delivered 
frame  relay. 

“This  makes  WilTel  the  mar¬ 
ket  leader  in  delivering  frame  re¬ 
lay  service  and  will  give  it  an  im¬ 
portant  advantage  over  its 
competitors,”  said  Nick  Lippis,  a 
principal  with  Northeast  Consult¬ 
ing  Resources,  Inc.,  a  Boston  con¬ 
sultancy. 

Frame  relay  is  an  emerging 
ANSI  and  Consultative  Commit¬ 
tee  on  International  Telephony 
and  Telegraphy  standard  that  de- 
( continued  on  page  46 ) 
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DEC  to  incorporate  systems 
management  into  its  EMA 

Announcement  slated  for  this  week  to  outline 
strategy,  new  products  for  systems  management. 


By  Jim  Brown 

_ Senior  Editor _ 

MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  is  expected  this 
week  to  announce  its  strategy  for 
adding  remote  systems  manage¬ 
ment  functions  to  its  Enterprise 
Management  Architecture 
(EMA),  as  well  as  the  first  prod¬ 
ucts  supporting  the  plan. 

While  viewed  mainly  as  DEC’S 
integrated  network  management 
architecture,  EMA  was  designed 
to  support,  management  of  sys¬ 
tems  attached  to  the  network  as 
well,  analysts  said.  During  the 
next  five  years,  DEC  will  flesh  out 
EMA  with  systems  management 
facilities  required  by  users. 


Analysts  said  DEC  is  likely  to 
introduce  a  version  of  its  Remote 
System  Manager  software  that 
will  run  under  DEC  Management 
Control  Center  (DECmcc)  Direc¬ 
tor,  which  is  the  flagship  EMA 
product. 

Remote  System  Manager  runs 
on  a  central  VAX  and  enables  ad¬ 
ministrators  to  perform  system 
management  tasks  on  remote 
VAXes.  These  tasks  include  down¬ 
loading  new  or  upgraded  soft¬ 
ware,  backing  up  files  and  check¬ 
ing  system  configuration. 

DEC  will  also  likely  announce 
plans  to  add  support  for  the  Open 
Software  Foundation’s  (OSF) 
(continued  on  page  7) 


Firms  bypass  Internet  ban 
on  nonresearch  traffic 

Net  operators  link  up  independently  of  Internet. 


By  Ellen  Messmer 

Washington  Correspondent 

SAN  FRANCISCO  —  Three 
network  service  providers  last 
week  pledged  to  join  forces  to 
give  commercial  users  a  way  to 
exchange  nonresearch  data  ban¬ 
ned  from  the  Internet. 

General  Atomics,  Perfor¬ 
mance  Systems  International, 
Inc.  (PSI)  and  UUNET  Technol¬ 
ogies,  Inc.  operate  networks  that 
are  currently  interconnected  via 
the  Internet. 

Today,  the  three  nets  support 
nearly  100%  of  the  commercial 
Transmission  Control  Protocol/ 
Internet  Protocol  and  Open  Sys¬ 
tems  Interconnection  inter¬ 
networking  services  in  the  U.S. 


However,  rules  prohibit  private 
companies  from  exchanging  non¬ 
research  data  over  the  Internet  so 
the  three  companies  have 
pledged  to  link  their  facilities  in¬ 
dependent  of  the  Internet. 

General  Atomics’  California 
Education  and  Research  Federa¬ 
tion  Network  (CERFnet),  PSI’s 
PSInet  and  UUNET’s  AlterNet  are 
scheduled  to  be  linked  here  by  a 
series  of  routers  and  T-l  circuits 
within  two  months. 

The  Internet,  a  group  of  re¬ 
gional  nets  linked  by  the  National 
Science  Foundation  Network 
backbone,  is  largely  funded  by 
the  government  for  the  exchange 
of  research  information.  Because 
( continued  on  page  47) 


Vendors  rallying  to  push 
open  document  standard 


By  Bob  Brown 
and  Ellen  Messmer 

Network  World  Staff 

BRUSSELS,  Belgium  —  A 
group  of  the  world’s  largest  com¬ 
puter  companies  will  announce 
here  tomorrow  the  formation  of  a 
consortium  to  promote  develop¬ 
ment  of  products  supporting  the 
Office  Document  Architecture 
(ODA)  standard,  Network 
World  has  learned. 

Such  an  effort  could  hasten 
availability  of  products  support¬ 
ing  ODA,  an  International  Stan¬ 
dards  Organization  (ISO)  specifi¬ 
cation  allowing  for  the  uniform 
exchange  of  compound  docu¬ 
ments  comprised  of  text,  graph- 

2  NETWORK  WORLD  •  APRIL  1 ,  1 99 1 


ics  and  other  components  among 
disparate  systems. 

Digital  Equipment  Corp., 
Groupe  Bull  SA,  IBM  and  Unisys 
Corp.  last  week  acknowledged 
their  participation  in  the  ODA 
Consortium.  Siemens  Nixdorf  In- 
formationssysteme  AG,  ICL  and 
other  companies  are  also  expect¬ 
ed  to  participate  in  the  consor¬ 
tium,  according  to  Leon  Surleau, 
manager  of  the  office  automation 
development  team  at  Groupe 
Bull. 

Initially,  the  consortium  plans 
to  agree  on  a  uniform  implemen¬ 
tation  of  ODA  and  offer  software 
developers  a  tool  kit  to  spur  ap- 
/ continued  on  page  7 ) 


Briefs 


Timeplex  enhances  Link+  muxes. 

Timeplex,  Inc.  last  week  announced  support  for  8K 
bit/sec  voice  compression  on  its  Link+  family  of 
T-l  multiplexers.  The  feature  will  be  supported  by  a 
new  $5,000,  four-port  I/O  card  or  by  a  $10,000 
voice  server  module  supporting  a  maximum  of  31 
channels. 

Timeplex  also  enhanced  its  TimeView/2000  net 
management  system  so  users  can  utilize  multiple 
copies  in  order  to  divide  network  management  by 
region  or  redirect  central  control  of  the  net  accord¬ 
ing  to  the  time  of  day.  Additionally,  Timeplex  an¬ 
nounced  that  users  will  be  able  to  link  two  of  its 
high-end  Link/ 1 00  +  multiplexers  in  order  to  build 
nodes  that  support  as  many  as  48  T-l  or  48  Europe¬ 
an  T-l  lines,  up  from  28  T-ls  and  23  E-ls. 

IBM  plans  cutbacks,  takes  charge. 

IBM  last  week  said  it  plans  to  phase  out  more  than 
10,000  jobs  via  attrition  as  part  of  a  long-term  re¬ 
structuring  to  improve  operating  efficiencies.  The 
company  said  that  about  6,000  positions  will  be 
eliminated  from  its  U.S.  operations  while  the  rest 
will  come  mostly  from  European  operations.  IBM 
will  reduce  its  payroll  by  another  4,200  workers  as  a 
result  of  last  week’s  sale  of  its  printer  and  typewriter 
business  to  Clayton  &  Dubiler,  Inc.  IBM  also  said  it 
will  take  a  whopping  $2.3  billion  charge  against 
first-quarter  earnings  as  the  result  of  adopting  a 
new  accounting  rule  for  setting  aside  funds  to  pay 
for  current  employees’  retirement  benefits.  That 
charge  is  expected  to  result  in  a  large  first-quarter 
loss,  analysts  said. 

“Free  the  Bells”  bills  advance.  A  bill 

introduced  by  Sen.  Ernest  Hollings  (D-S.C.)  that 
would  lift  the  manufacturing  ban  from  the  regional 
Bell  holding  companies  was  recently  voted  from  the 
Senate  Commerce  Committee  to  the  Senate  floor, 
clearing  the  stage  for  a  Senate  vote.  During  the 
same  week,  two  new  bills  were  introduced  in  the 
House  that  also  propose  to  lift  the  manufacturing 
restrictions  on  the  RBHCs.  While  momentum  may 
ultimately  result  in  passage  of  legislation  to  lift  the 
ban,  serious  obstacles  remain. 

Members  of  the  Senate  Judiciary  Committee  have 
antitrust  concerns  about  letting  the  RBHCs  into 
manufacturing  and  want  to  review  the  Hollings  bill. 


And  the  White  House  said  it  thinks  that  the  bill  is 
protectionist  because  it  requires  60%  of  manufac¬ 
turing  to  be  performed  domestically  by  the  Bells.  Of 
the  House  bills,  the  first,  introduced  by  Jim  Slattery 
(D-Kan.)  and  Billy  Tauzin  (D-La.),  is  a  companion 
bill  to  the  Hollings  legislation.  The  second,  offered 
by  Rep.  Michael  Oxley  (R-Ohio),  is  similar  to  the 
first  but  does  not  contain  a  domestic  manufacturing 
clause. 

New  attitude  in  AT&T-NCR  impasse. 

Top  executives  at  AT&T  and  NCR  Corp.  last  week 
made  conciliatory  remarks  indicating  that  a  friend¬ 
ly  merger  agreement  could  soon  resolve  AT&T  and 
NCR’s  bitter  four-month  battle.  The  statements 
came  in  the  wake  of  AT&T  receiving  enough  share¬ 
holder  votes  at  NCR’s  annual  meeting  to  oust  four  of 
that  company’s  12  board  of  directors.  Robert 
Kavner,  a  group  executive  at  AT&T,  referred  to  a 
new  attitude  at  NCR  regarding  AT&T’s  proposed  ac¬ 
quisition  of  the  Dayton,  Ohio,  computer  maker. 
AT&T  last  week  upped  its  offer  from  $90  a  share  to 
$  100,  amounting  to  a  total  bid  of  $6.8  billion.  NCR, 
meanwhile,  lowered  its  asking  price  from  $125  a 
share  to  $1 10  a  share,  or  $7.4  billion  total. 

Western  Digital  to  sell  LAN  business. 

Standard  Microsystems  Corp.  (SMC)  last  week  said 
it  has  signed  a  letter  of  intent  to  acquire  Western 
Digital  Corp.’s  local-area  network  business,  includ¬ 
ing  its  Ethernet  and  token-ring  adapter  board  lines, 
for  $33  million.  Under  the  agreement,  SMC  will  ac¬ 
quire  Western  Digital  assets  and  intellectual  proper¬ 
ties  directly  related  to  its  LAN  business,  as  well  as 
licenses  for  specific  LAN  applications  of  Western 
Digital’s  more  broadly  based  technology. 

MCI  wins  alumni  pact.  MCI  Communica¬ 
tions  Corp.  last  week  announced  it  received  a  con¬ 
tract  that  could  be  worth  as  much  as  $1  billion  to 
provide  residential  services  for  alumni  of  more  than 
97  U.S.  colleges  and  universities.  Under  the  pro¬ 
gram,  MCI  will  provide  members  of  the  Council  for 
Alumni  Association  Executives  (CAAE)  a  flat  5% 
discount  on  long-distance  services,  provide  free 
MCI  calling  cards  bearing  members’  school  em¬ 
blems  and  reimburse  CAAE  members  who  pay  to 
switch  to  MCI  as  their  primary  long-distance  carrier. 


CONTENTS 


Industry  Update 

NATA  group  to  form  PBX- 
to-host  specs.  9 

IBM  fiscal  woes  could 
be  harbinger  for  net 
vendors.  9 

Telecommunications 
GSA  tries  to  justify  han¬ 
dling  of  FTS  2000.  13 

AT&T  intros  calling  plan 
for  small  customers.  1 3 

Data  Communications 
Stratus  to  position  minis 
as  gateways.  1 5 

X.25  packet  switch  offers 
advanced  recovery.  15 

Local  Networking 
Users  wary  of  moving  ap¬ 
plications  to  LANs.  19 

Management  Strategies 
Companies  strive  to  con¬ 
solidate  EDI  nets.  21 

Health  care  firms  slow  to 
apply  technology.  21 


International 

Global  users  move 
applications  to  U.S.  23 

U.K.  competition  leads 
BT  Tymnet  to  explore 
foreign  markets.  23 

Products  &  Services 
Oracle  boosts  DBMS’ 
OLTP  capabilities.  25 

QMS  offers  new  multinet 
group  printer.  25 

Opinions 

A  small  difference  turns 
into  big  savings.  28 

The  class  issue  in 
open  systems  must  be 
resolved.  28 

Are  consortia-driven 
‘standards’  good  or 
bad?  29 

Action  Center  39 

Networking 

Marketplace  43 

Resource  Directory  44 


NW  Bulletin 
Board.  Contact  us 
electronically.  Our 
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1984  Spnm  begins  construction  of  the  hrst  and  only  coast-to-coast  100%  digital  fiber  opdc  network  1985  Spnnt  introduces  the  worlds  first  virtual  private  network.  1986  First  transcontinental  fiber  opdc  call  transmitted  by  Spnnt.  1987  Fight  million  FONCARDs”  distributed  in  lest  year  ol  introduction. 


Dedicated  Data  Circuits  Rated  By  Region 


PACIFIC 

NORTHEAST  SOUTHEAST  MIDWEST  ROCKY  MTN.  SOUTHWEST  CALIFORNIA  NORTHWEST 


SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  SPRINT  AT&T  OTHER  SPRINT  AT&T 


In  1990,  Data  Communications  Magazine  asked 
Americas  highly  sophisticated  users  of  long  distance 
networks  to  rate  their  carriers.  And  if  you’re  looking  for 
the  users’  choice  in  private  lines,  you  might  want  to  have 
a  second  look  at  this  study  In  six  of  seven  regions  of  this 
country,  telecom  managers  rated  US  Sprint*  number  one. 

Of  course,  these  results  didn’t  surprise  us  at  all. 
From  the  very  beginning,  we  were  made  for  data.  With 
100%  digital  technology. 

C  US  Spnnt  Communication*  Company  Limited  Partnership.  Rcpnnird  from  Data  Pro*  report  of  Data  Communication*  O l- OK)  507  October  IW 


As  Data  Comm  said,  “Most  likely,  Sprint’s  high  rat¬ 
ing  is  a  result  of  its  all  fiber  network.  It  is  the  only  one  of 
the  Big  Three  long  distance  carriers  to  have  completed 
the  move  to  fiber.’’ 

So  if  you’re  looking  for  the  highest  rated  network 
for  your  critical  data,  call  us  at  1-800-736-1130.  And  we  ll 
show  you  the  best  way  to  _  TC^  n  . 

send  data.  On  a  network - LJ 

that  was  made  for  it.  IT’S  A  NEW  WORLD'" 


1988  Sprint  awarded  40%  of  Federal  Telecommunications  System  2000  contract.  1989  Sprint  completes  the  world's  first  and  largest  pnvately-  owned  transadantic  fiber  optic  cable.  1990  Sprint  announces  the  first  commercial  video  services  to  the  Soviet  Union. 


Sniffer  gains  distributed 
management  capabilities 

Network  General  unveils  Sniffer  Server  unit  to 
add  distributed  LAN  monitoring  and  analysis. 


Price  cuts  level  playing 
field  for  Europe  net  hubs 


By  Eric  Smalley 

_ Senior  Editor _ 

MENLO  PARK,  Calif.  —  Net¬ 
work  General  Corp.  last  week  in¬ 
troduced  an  addition  to  its  Sniffer 
network  management  product 
line  that  supports  distributed  net¬ 
work  monitoring  and  analysis. 

The  key  component  of  the 
company’s  new  Distributed  Sniff¬ 
er  System  is  its  Sniffer  Server,  an 
unattended  Intel  Corp.  80386- 
based  device  that  resides  on  a  lo¬ 
cal-area  network  segment,  col¬ 
lecting  and  processing  network 
management  data  from  local  de¬ 
vices.  The  Sniffer  Server  passes 
net  management  data  across  the 
network  to  one  or  more  central 
management  consoles. 

The  Sniffer  Server  enables  us¬ 
ers  to  monitor  LAN  activity  at  re¬ 
mote  sites  without  a  network 
manager  being  present  to  inspect 
the  LAN  segment  in  question,  as  is 
necessary  with  the  company’s 
older  products.  The  ability  to 
monitor  remote  segments  will 
lead  network  managers  to  be  pro¬ 
active  rather  than  reactive,  ac¬ 
cording  to  Harry  Saal,  Network 
General  president. 

The  Distributed  Sniffer  Sys¬ 
tem  can  track  traffic  on  Ethernet, 
token-ring  and  wide-area  net¬ 
works,  providing  seven-layer 
protocol  analysis  and  event  noti¬ 
fication. 

The  other  components  of  the 
system  are  monitoring  and  analy¬ 
sis  applications  running  on  the 


By  Eric  Smalley 

_ Senior  Editor _ 

IBM  and  Digital  Equipment 
Corp.  are  forming  alliances  with 
two  of  the  leading  router  makers 
in  efforts  to  satisfy  the  rapidly 
growing  demand  for  equipment 
needed  to  build  multiprotocol 
networks. 

IBM  and  Wellfleet  Communi¬ 
cations,  Inc.  are  in  the  process  of 
forming  an  agreement  under 
which  IBM  will  use  Wellfleet’ s 
routing  software  on  its  RISC  Sys¬ 
tem/6000  platform,  according  to 
sources  who  asked  not  to  be 
named. 

And  DEC’S  Network  Integra¬ 
tion  Services  group  has  signed  an 
agreement  with  Cisco  Systems, 
Inc.  under  which  DEC  will  resell 
Cisco  routers  as  part  of  DEC’S  sys¬ 
tems  integration  push. 

Although  the  DEC-Cisco 
agreement  has  been  signed,  the 
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Sniffer  Server,  and  the  SniffMas- 
ter  Console,  a  personal  computer 
network  interface  board  and  soft¬ 
ware  for  use  in  80386-based  per¬ 
sonal  computers.  Sniffer  Servers 
communicate  with  SniffMaster 
Consoles  via  the  Transmission 
Control  Protocol/Internet  Proto¬ 
col  or  IBM’s  NETBIOS  Extended 
User  Interface  protocol.  Support 
for  Digital  Equipment  Corp.’s 
DECnet,  Novell,  Inc.’s  Inter¬ 
network  Packet  Exchange  (IPX) 
and  other  protocols  is  planned. 

The  Sniffer  Servers  pass 
alarms  to  Simple  Network  Man¬ 
agement  Protocol  (SNMP)  net¬ 
work  management  stations  but 
do  not  act  as  SNMP  proxy  agents, 
according  to  Jay  Weil,  Network 
General’s  director  of  marketing. 
The  company  is  also  planning  to 
develop  hooks  to  umbrella  net¬ 
work  management  systems  such 
as  IBM’s  NetView  and  DEC’S  En¬ 
terprise  Management  Architec¬ 
ture  products. 

Network  General  is  also  plan¬ 
ning  to  develop  other  applica¬ 
tions  for  the  Sniffer  Servers,  in¬ 
cluding  applications  for  trend 
analysis  and  problem  resolution, 
Weil  said. 

The  distributed  architecture 
will  allow  users  to  centralize  one 
of  their  most  scarce  resources  — 
skilled  network  managers,  ac¬ 
cording  to  David  Passmore,  a 
partner  in  Ernst  &  Young’s  Net¬ 
work  Strategies  consulting  prac¬ 
tice  in  Vienna,  Va. 


IBM-Wellfleet  deal  has  yet  to  be 
completed.  “IBM  and  Wellfleet 
do  not  have  a  signed  agreement,” 
a  Wellfleet  spokeswoman  said. 
“Would  we  be  interested  in  an 
agreement?  Yeah.” 

IBM  recently  signed  an  agree¬ 
ment  with  Network  Systems 
Corp.  to  provide  a  Fiber  Distribut¬ 
ed  Data  Interface  for  the  RISC 
System/6000  and  a  router  con¬ 
figuration  of  the  platform,  which 
would  likely  have  a  frame  relay 
interface  as  well,  according  to  Mi¬ 
chael  Howard,  president  of  In- 
fonetics  Research  Institute,  Inc., 
a  San  Jose,  Calif. -based  market 
research  firm. 

The  lack  of  a  multiprotocol 
router  is  a  “gaping  hole  in  IBM’s 
product  line,”  said  David  Pass- 
more,  a  partner  with  Network 
Strategies,  a  consulting  practice 
of  Ernst  &  Young.  The  deal  will  al¬ 
low  IBM  to  develop  a  multiproto- 


Although  the  distributed  ar¬ 
chitecture  is  new  to  Network  Gen¬ 
eral,  most  of  the  technology  in 
the  Distributed  Sniffer  System  is 
not,  Passmore  said. 

The  remote  devices  are  actual¬ 
ly  just  like  the  previous  Sniffer, 
he  said.  “They’ve  kind  of  remot- 
ed  the  [console]  and  broken  up 
the  sofWare  into  analysis  and 
monitoring  applications.  It’s  al¬ 
most  a  repackaging  job.” 

That  packaging  scheme  pro¬ 
vides  users  with  an  option,  ac¬ 
cording  to  Michael  Howard,  pres¬ 
ident  of  Infonetics  Research 
Institute,  Inc.,  a  market  research 
firm  based  in  San  Jose,  Calif. 

Users  may  not  need  to  imple¬ 
ment  all  of  the  modules,  he  said. 

Saal  said  users  are  going  to  in¬ 
stall  Sniffer  Servers  only  on  their 
most  critical  segments. 

“We  don’t  expect  customers  to 
immediately  install  permanent 
network  management  servers  on 
every  segment,”  he  said. 

Also,  users  will  be  able  to  em¬ 
ploy  Network  General’s  stand¬ 
alone  Sniffer  as  a  portable  Sniffer 
Server  with  the  next  release  of 
the  stand-alone  product,  accord¬ 
ing  to  Saal. 

Even  so,  the  Distributed  Sniff¬ 
er  System  is  “pricey  on  a  per-LAN 
basis,”  Passmore  said. 

The  Distributed  Sniffer  Sys¬ 
tem  is  scheduled  to  be  available  in 
June.  Sniffer  Servers  cost  from 
$4,995  to  $10,995,  depending 
on  applications  and  configura¬ 
tion.  The  SniffMaster  Console 
costs  $7,995. 

Network  General  is  offering 
two  starter  kits.  A  kit  with  two 
Ethernet  Sniffer  Servers,  moni¬ 
toring  and  analysis  software,  and 
a  console  costs  $  19,995.  A  token¬ 
ring  version  of  the  package  costs 
$21,995.  □ 


col  router  and  achieve  a  reason¬ 
able  time  to  market,  he  said. 

Meanwhile,  DEC’S  deal  with 
Cisco  provides  DEC  with  a  way  to 
meet  its  users’  needs  for  multi¬ 
protocol  routing,  which  DEC  has 
promised  to  address. 

A  press  release  issued  last 
week  by  Cisco  stated  that  the 
agreement  with  DEC  involves  in¬ 
cluding  Cisco  products  in  DEC’S 
price  book.  A  DEC  spokesman, 
however,  said  Cisco  products  will 
not  be  included  in  the  book. 

The  discrepancy,  to  be  ad¬ 
dressed  in  a  statement  to  be  is¬ 
sued  next  week,  is  important  be¬ 
cause  the  inclusion  of  Cisco 
products  in  DEC’S  price  book 
would  mean  that  DEC  sales  repre¬ 
sentatives  could  offer  those  prod¬ 
ucts  to  their  customers.  Other¬ 
wise,  Cisco  routers  would  only  be 
sold  by  DEC  as  part  of  larger  sys¬ 
tems  integration  contracts. 

If  Cisco  routers  are  included  in 
DEC’S  price  book,  the  deal  be¬ 
tween  Cisco  and  DEC  casts  a  shad¬ 
ow  over  Cisco  competitor  Vitalink 
Communications  Corp.  of  Fre¬ 
mont,  Calif.  Vitalink  has  had  a 
similar  agreement  with  DEC  for 
(continued  on  page  6 ) 


By  Barton  Crockett 

_ Senior  Editor _ 

BRUSSELS,  Belgium  —  Bel¬ 
gium’s  national  carrier  last  week 
announced  price  reductions  aver¬ 
aging  about  20%  on  international 
private-line  services  to  the  U.S. 

These  reductions,  which  take 
effect  May  1,  will  catapult  Bel¬ 
gium’s  Regie  des  Telegraphes  et 
Telephones  (RTT)  into  the  ranks 
of  Europe’s  least  expensive  inter¬ 
national  carriers. 

National  carriers  in  other  Eu¬ 
ropean  countries,  including  Swit¬ 
zerland  and  Germany,  are  also 
slashing  international  private¬ 
line  prices.  As  a  result,  the  price 
difference  between  Europe’s 
least  and  most  expensive  carriers 
is  narrowing,  leading  some  ana¬ 
lysts  to  argue  that  price  is  becom¬ 
ing  irrelevant  to  users  deciding 
where  to  establish  European  net¬ 
work  hubs. 

“There  used  to  be  as  much  as  a 
50%  differential  [between  the 
most  expensive  major  European 
carriers  and  the  least  expensive] 
that  caused  some  users  to  move 
hubs  to  save  money,”  said  Leon¬ 
ard  Elfenbein,  president  of  the  in¬ 
ternational  network  consultancy 
Lynx  Technologies,  Inc.,  in  Little 
Falls,  N.J.  “Now  we’re  down  to  [a 
price  difference  of]  10%  or  less, 
which  just  isn’t  large  enough  to 
justify  moving  a  hub.” 

According  to  carrier  officials, 
high-priced  European  carriers 
are  slashing  tariffs  in  order  to 
keep  from  losing  network  hub 
business  to  other  carriers.  Many 
companies  use  hubs  as  traffic 
concentration  and  distribution 
points  within  Europe,  instead  of 
serving  each  country  with  private 
lines  from  the  U.S. 

Susan  Mirbach,  president  of 
RTT  Belgian  Telecom  USA,  the 
RTT’s  U.S.  representative,  said 
the  Belgian  carrier  is  cutting  pri¬ 
vate-line  prices  to  keep  U.S.  users 
from  moving  hubs  out  of  Bel¬ 
gium.  Mirbach  said  RTT  officials 
also  believe  that  price  cuts  will 
stimulate  demand  for  circuits. 

Among  other  reductions,  the 
RTT  is  slashing  the  standard 
monthly  charge  for  the  portion  of 
a  Belgium-to-U.S.  64K  bit/sec 
link  from  170,000  Belgian  francs 
($4,760  U.S.)  to  135,000  Bel¬ 
gian  francs  ($3,780  U.S.). 

Under  the  current  tariff,  Bel¬ 
gium’s  dedicated  64K  bit/sec  ser¬ 
vice  to  the  U.S.  is  more  expensive 
than  services  from  national  carri¬ 
ers  in  France,  the  Netherlands 
and  Switzerland,  as  well  as  ser¬ 
vices  offered  by  the  two  British 
carriers  British  Telecommunica¬ 
tions  PLC  and  Mercury  Communi¬ 
cations,  Ltd. 

After  the  price  cut,  the  RTT’s 
private-line  rate  will  be  lower 
than  every  one  of  those  carriers 
except  Mercury. 

The  change  will  reduce  the 


price  difference  between  the  RTT 
and  the  British,  Dutch  and  French 
carriers  for  Europe-to-U.S.  64K 
bit/sec  private-line  service  to  less 
than  $500. 

The  RTT’s  price  reductions 
follow  drops  of  16%  to  40%  for 
international  digital  private-line 
service  from  the  Swiss  post,  tele¬ 
graph  and  telephone  administra¬ 
tion  that  took  effect  March  1 .  Ger¬ 
many’s  national  carrier, 
Deutsche  Bundespost  Telekom, 
also  plans  major  international 
private-line  rate  reductions  in  the 
middle  of  this  summer,  according 
to  Donald  Hassenbein,  vice-presi¬ 
dent  at  DBP  Telekom,  Inc.,  the 
U.S.  division  of  the  carrier. 

Now  Deutsche  Bundespost  Te¬ 
lekom  charges  roughly  40% 
more  than  the  British,  French  and 
Dutch  carriers  for  64K  bit/sec 
private-line  service.  The  reduc¬ 
tion  will  make  the  carrier’s  rate 
competitive,  he  said,  but  declined 
to  be  more  specific. 

As  price  differences  lessen, 
other  factors,  including  a  carri¬ 
er’s  ability  to  offer  custom  net 
deals,  are  having  a  greater  influ¬ 
ence  on  user  hubbing  strategies. 

Officially,  custom  network 
packages  are  prohibited  in  most 
European  countries.  But  Hassen¬ 
bein  said  European  carriers  get 
around  those  restrictions  by 
charging  tariffed  rates  for  pri¬ 
vate-line  services  and  then  offer¬ 
ing  steep  discounts  on  equipment 
collocation  and  net  management 
services,  for  example. 

Several  users  said  European 
carriers  are  getting  more  aggres¬ 
sive  in  offering  these  kinds  of  cus¬ 
tom  net  packages. 

“We’ve  really  started  seeing  a 
lot  more  of  these  Tariff  12-type 
deals,”  said  a  net  manager  with  a 
major  U.S.  firm  that  recently  ne¬ 
gotiated  a  custom  net  deal  with 
several  European  carriers.  The 
user  requested  anonymity. 

Additionally,  many  European 
carriers  are  considering  officially 
tariffing  custom  net  packages. 
For  example,  the  RTT  is  now  ex¬ 
amining  the  possibility  of  tariff¬ 
ing  custom  net  discounts  for  mul¬ 
tiple  international  services,  ac¬ 
cording  to  Mirbach.  British  Tele¬ 
com  and  Mercury  also  are 
considering  tariffing  new  custom 
network  packages.  □ 


Clarification:  The  article 
“DG  offers  LAN-based  office 
automation”  (NW,  Feb.  25) 
incorrectly  implied  that  the 
company’s  Open  Systems  Of- 
fice/pc.DAA  software  is  tar¬ 
geted  solely  at  existing  users 
of  Data  General  Corp.’s  Com¬ 
prehensive  Electronic  Office. 
The  software  is  also  being 
marketed  to  Unix  and  Novell, 
Inc.  NetWare  users. 


DEC  and  IBM  cutting  deals 
with  leading  router  firms 

Respond  to  user  push  for  multiprotocol  networks. 


NO  MATTER  HOW  YOU  LOOK  AT 
V.42/V.42bis  MODEMS,  LOOK  AT  MICROCOM'S 
NEW  QX/4232hs  DIFFERENTLY 


QX4232hs 

PERFORMANCE  SUMMARY 

3tt ',400  bps 
maximum  throughput 


MNP  Classes  1-5  and  10 


Up  to  4<)Oc/( 
data  compression 


Fully  compliant  with 
\  .42  and  l  ,42bis  standards 


UUCP  and  Kermit 
protocol  support 


Password 

Connection  Security 
Remote  Access 


Do  all  V.42/V.42bis 
modems  look  alike 
to  you?  If  so,  we 
wouldn’t  be  sur¬ 
prised.  Because 
most  of  the  mo¬ 
dems  you  have 
been  looking  at 
are  modems 
designed  with 
compliance  in 
mind.  And  precious  little  else. 
Except  one.  Microcom’s  new  QX/4232hs™. 
Because  when  Microcom  engineers  sat  down  to  design  the 
QX/4232hs  they  had  a  lot  more  on  their  minds  than  simple  compliance. 

Which  is  why  they  came  up  with  a  38,400  bps  modem  that  not  only  complies 
with  CCITT  V.42  and  V.42bis — the  official  international  standards  for  high- 
performance  error  control  and  data  compression — but  a  modem  that  also  offers  a 
wide  range  of  innovative  performance  features  you  simply  won’t  find  on  any  other 
V.42/V.42bis  modem. 

Features  like  MNP®  Class  10 — a  Microcom  exclusive.  Its  Adverse  Channel 
Enhancements™  (ACE™)  capabilities  allow  the  QX/4232hs  to  instantly  adapt  itself  to 
the  connection  and  transmission  problems  frequently  encountered  on  poor 
quality  lines. 

Like  Microcom’s  unique  Password  Connection  Security™  (PCS™)  sys¬ 
tem  that  provides  a  user-transparent  password  comparison  to  prevent  unau¬ 
thorized  access. 

Or,  our  new  auto  log-on  capability  that  provides  transparent  access  to 
host  systems. 

And,  of  course,  plenty  of  ease-of-use  features  like  remote  access, 
auto-dial,  auto-redial,  a  9-number  directory,  full  call  progress  monitoring, 
non-volatile  storage,  and  more.  So  there  is,  after  all,  a  reason  why  most 
V.42/V.42bis  modems  look  the  same.  They  are. 

And  that’s  the  best  reason  there  is  to  look  at  something  different — 
Microcom’s  new  QX/4232hs. 


Call  1  -800-822-8224 


SHOULDN’T  YOU  BE  COMMUNICATING 
WITH  MICROCOM? u 


FREE  GUIDE 

No  company  is  belter 
able  to  give  you 
the  facts  on  modems 
than  Microcom — the 
inventor  of  the 
industry  standard. 
To  get  your  free  copy 
of  "  The  Microcom 
Networking  Protocol 
call  toll-free 
I -S00-R22-S224. 


500  River  Ridge  Drive 
Norwood,  Massachusetts 
02062-5028 
(800)  822-8224 
(617) 551-1000 
FAX:  (617)  551-1968 
TWX:  7103367802 
Microcom  NWD 
Worldwide  Distribution 
International  FAX: 

(617) 551-1007 


MNP  is  a  registered  trademark  of  Microcom  Systems.  Inc.  QX/4232hs.  Adverse  Channel  Enhancements.  ACE.  Password  Connection  Security,  PCS.  and  Microcom  Networking  Protocol  are  trademarks  of  Microcom  Systems.  Inc.*  Microcom,  Inc.,  1990.  All  Rights  Reserved. 


Users,  vendors  critique 
Apple  wireless  LAN  offer 

Protest  designation  of  40  MHz  of  radio  spectrum. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  A  tor¬ 
rent  of  opposing  opinions  has 
been  generated  by  the  Apple 
Computer,  Inc.  petition  filed  at 
the  FCC  last  January  asking  that 
40  MHz  of  radio  spectrum  be  set 
aside  exclusively  for  wireless  lo¬ 
cal-area  networks. 

In  the  first  wave  of  replies 
filed  at  the  Federal  Communica¬ 
tions  Commission,  users  and  ven¬ 
dors  widely  disagreed  on  the 
benefits  of  Apple’s  request  to  al¬ 
locate  bandwidth  between  1,850 
and  1 ,990  MHz  for  Apple’s  Data- 
Personal  Communications  Ser¬ 
vices  (PCS). 

The  FCC  also  granted  a  last- 
minute  request  from  NCR  Corp. 
for  more  time  to  formulate  its  re¬ 
marks  and  pushed  the  deadline 
for  initial  comments  back  to  April 
10.  At  that  time,  NCR  and  a  score 
of  other  companies,  including 
IBM,  are  expected  to  make  their 
views  known. 

A  key  industry  group,  the  new¬ 
ly  formed  44-member  IEEE 
802.11  Working  Group  charged 


with  developing  a  wireless  LAN 
standard,  is  also  expected  to  pre¬ 
sent  the  FCC  with  its  viewpoint 
(see  “NCR,  IBM  judge  Apple 
plan,”  page  51). 

The  first  round  of  comments 
brought  condemnation  of  Apple’s 
Data-PCS  proposal  from  users 
with  private  microwave  networks 
that  are  likely  to  be  displaced  if 
the  FCC  grants  the  Apple  petition. 

Apple  had  told  the  FCC  the  de¬ 
velopment  of  LAN  personal  com¬ 
munications  network  (PCN)  ser¬ 
vices  should  not  be  tied  to  any 
requirement  to  use  spread  spec¬ 
trum.  Spread-spectrum  tech¬ 
niques,  which  advocates  say  will 
allow  coexistence  of  microwave 
and  PCN  users,  are  being  tested 
under  several  FCC  experimental 
licenses  nationwide  to  determine 
whether  they  can  effectively  pre¬ 
vent  interference  among  users  on 
the  same  band. 

PCN  America,  Inc.,  a  subsid¬ 
iary  of  Millicom,  Inc.,  criticized 
the  Apple  position  on  spread 
spectrum  in  its  comments,  argu¬ 
ing  that  a  better  approach  would 
have  Apple’s  proposed  service 


share  frequencies  with  private 
microwave  users. 

Two  trade  groups,  the  Associ¬ 
ation  of  American  Railroads  and 
the  Utilities  Telecommunications 
Council,  noted  that  the  spectrum 
in  the  frequency  eyed  by  Apple  is 
now  heavily  used  by  microwave 
users. 

In  the  event  of  an  FCC  decision 
to  establish  a  40-MHz  band  exclu¬ 
sively  for  wireless  LANs,  the  thou¬ 
sands  of  microwave  users  in  the 
utilities  and  railroad  industries 
would  be  forced  off  the  bands. 


T 

X  he  first  comments 
brought  condemnation 
of  Apple’s  proposal  from 
microwave  net  users. 

▲  ▲▲ 


The  Utilities  Telecommunica¬ 
tions  Council  demanded  compen¬ 
sation  for  any  of  the  private  fixed 
microwave  users  that  would  be  af¬ 
fected  by  displacement. 

In  a  separate  letter  to  FCC 
Chairman  Alfred  Sikes,  Paul  War- 
necke,  director  of  the  telecom¬ 
munications  division  for  the  state 
( continued  on  page  51) 


System  One 
finds  freedom 

continued  from  page  1 
acquired  by  System  One  in  1987. 

System  One’s  Fare  Assurance 
pricing  system  and  a  handful  of 
other  reservation-related  appli¬ 
cations  run  on  a  4M  bit/sec  IBM 
Token-Ring  Network  with  about 
15  Personal  System/2s  running 
Microsoft  Corp.’s  OS/2  LAN  Man¬ 
ager  network  operating  system. 
The  LAN  is  linked  via  dual  56K 
bit/sec  lines  to  System  One  main¬ 
frames  in  Miami. 

Fare  Assurance  is  designed  to 
help  travel  agents  secure  the  low¬ 
est  possible  fares  for  clients. 
Once  a  reservation  is  booked, 
Fare  Assurance  can  find  other 
flights  on  any  airline  that  meet 
the  traveler’s  criteria  at  a  lower 
fare. 

A  record  for  each  travel  agent 
that  participates  in  the  Fare  As¬ 
surance  program  is  stored  in  a 
data  base  server  here  running  Mi¬ 
crosoft’s  SQL  Server. 

Each  agency  also  has  its  own 
queue  on  a  System  One  main¬ 
frame  in  Miami. 

Ten  so-called  worker  PS/2s 
here  poll  the  mainframe  queues 
assigned  to  them  by  a  work  server 
to  find  outstanding  Fare  Assur¬ 
ance  processing  requests. 

To  process  the  request,  the 
worker  uses  Named  Pipes  to  com¬ 
municate  with  other  parts  of  the 
application,  which  may  run  on 
the  same  or  different  machines. 
Altogether,  about  60  functions 
are  performed. 
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“Typically,  about  20%  to  25% 
of  the  time  we’ll  find  a  fare  sav¬ 
ings  of  about  $100  or  more,” 
Abraham  said. 

Many  functions  are  provided 
by  specific  software  modules  that 
are  replicated  throughout  the 
network. 

For  example,  separate  server 
modules  support  the  uploading 
and  downloading  of  mainframe 
information. 

The  separation  of  functions 
makes  it  easier  to  develop  and 
test  new  applications,  said  Bruce 

v 

X  are  Assurance  is 
designed  to  help  travel 
agents  get  the  lowest 
possible  fares  for  clients. 

▲  AA 


Mayer,  manager  of  application 
development  for  System  One. 

For  example,  during  the  past 
two  years,  the  company  has 
rolled  out  new  dial-up  applica¬ 
tions  that  corporate  customers 
can  access  via  CompuServe,  Inc.’s 
public  data  network. 

The  new  applications  were 
built  using  many  functions  that 
had  already  been  developed  and, 
therefore,  did  not  have  to  be  du¬ 
plicated  or  tested. 

“These  applications  became 
independent,  small  projects,  not 


one  big  project,”  Mayer  said. 

“Once  a  server  is  built,  other 
clients  or  servers  can  access  it 
without  us  having  to  retest  the 
service  it  provides,”  he  said. 
“That  significantly  reduces  de¬ 
velopmenttime.” 

For  example,  the  download 
and  upload  modules  used  to  com¬ 
municate  with  the  mainframe 
translate  ASCII  text  into  the  Air¬ 
line  Link  Control  (ALC)  format 
used  by  reservation  networks. 

“No  one  here  has  to  worry 
about  ALC  anymore,”  Mayer  ex¬ 
plained. 

“We  just  deal  with  that  ASCII 
interface,  and  we  know  that  the 
ALC  driver  will  take  care  of  it  for 

us.” 

Abrahams  said,  “It’s  been  our 
goal  to  build  an  architecture 
that’s  flexible  enough  that  it 
doesn’t  become  a  roadblock  [to 
ideas].” 

Because  it  uses  such  standard 
networking  mechanisms  as 
Named  Pipes  and  SQL,  the  archi¬ 
tecture  gives  System  One  the  flex¬ 
ibility  to  add  more  or  larger  ma¬ 
chines  if  necessary. 

Should  the  need  arise  to  great¬ 
ly  expand  its  data  base  capacity, 
for  example,  a  Unix  machine 
could  be  installed. 

“Whatever  size  machine  we 
need  to  do  the  job,  we  can  put  in 
there,  and  it  will  still  work  as  it 
works  today  with  the  other  ma¬ 
chines,”  Abraham  said.  “When 
we  look  at  the  future  growth  of 
this  type  of  environment,  we 
don’t  really  see  major  limita¬ 
tions.”  □ 


American  Airlines,  SABRE 
pan  plans  to  level  CRS  field 

Department  of  Transportation  proposals  would 
eradicate  edge  gained  by  older  reservation  nets. 


By  Bob  Brown 
and  Paul  Desmond 

Network  World  Staff 

WASHINGTON,  D.C.  —  Pro¬ 
posals  from  the  Department  of 
Transportation  last  week  to  level 
the  playing  field  in  the  airline  res¬ 
ervation  network  arena  were 
strongly  criticized  by  the  indus¬ 
try’s  leading  player  —  the  SABRE 
Travel  Information  Network. 

The  Transportation  Depart¬ 
ment  wants  to  extend  and 
strengthen  existing  regulations 
that  ensure  flight  information  is 
organized  in  an  unbiased  manner 
and  that  participation  in  a  com¬ 
puterized  reservation  system 
(CRS)  be  open  to  all  carriers  on  a 
nondiscriminatory  basis. 

The  agency  has  also  proposed 
that  every  CRS  be  accessible  to 
travel  agents  from  a  single  termi¬ 
nal.  Other  changes  would  cut  the 
subscription  term  CRS  vendors 
can  require  of  agents  from  five  to 
three  years  and  would  enable  air¬ 
lines  participating  in  multiple 
CRSs  to  drop  out  of  one  without 
facing  harsh  penalties. 

Officials  at  SABRE  and  its 
owner,  American  Airlines,  Inc., 
said  the  department’s  proposals 
would  strip  leading  CRS  vendors 
of  the  competitive  edge  they  have 
gained  by  getting  into  the  market 
first  and  investing  in  their  nets. 

“American  has  invested  more 
than  $1.3  billion  in  SABRE  over 
the  years,”  said  Max  Hopper, 
American’s  senior  vice-president 
of  information  systems.  “Instead 
of  applauding  our  innovation  and 
competitiveness,  the  Transporta¬ 
tion  Department  seeks  to  penal¬ 
ize  American  and  other  success¬ 
ful  CRS  vendors  by  imposing 
regulations  utterly  unlike  those 


DEC  and  IBM 
cutting  deals 

continued  from  page  4 
its  line  of  remote  Ethernet 
bridges.  That  deal  was  expanded 
last  year  to  include  Vitalink’s  In¬ 
ternet  Protocol  router. 

Whether  or  not  Cisco  products 
are  listed  in  DEC’S  price  book,  the 
deal  between  DEC  and  Cisco 
raises  questions  about  how  quick¬ 
ly  DEC  can  develop  its  own  multi¬ 
protocol  router.  That  develop¬ 
ment  effort  has  been  publicly 
acknowledged  by  the  company  as 
a  device  that  will  play  a  part  in 
DECnet  Phase  V. 

Howard  said,  “It’s  possible 
this  is  an  admission  that  DEC  has 
taken  too  long  to  build  a  compa¬ 
rable  product.” 

DEC  is  continuing  to  develop  a 
multiprotocol  router  that  will 
support  Open  Systems  Intercon¬ 
nection,  the  Transmission  Con- 


that  govern  industries  offering 
similar  services.” 

Officials  at  Apollo,  the  second 
largest  CRS,  would  not  comment 
on  the  department’s  proposals 
specifically.  But  a  spokesman 
said,  “Our  position  has  tradition¬ 
ally  been  the  less  regulation,  the 
better.”  Apollo  is  owned  by  Covia 
Partnership,  half  of  which  is 
owned  by  United  Air  Lines,  Inc. 
and  the  rest  of  which  is  owned  by 
USAir,  Inc.  and  other  airlines. 

The  proposals  were  applauded 
by  System  One  Corp.  and  World- 
Span,  two  CRSs  with  smaller  mar¬ 
ket  shares,  as  well  as  a  trade 
group  of  travel  agents. 

“We  think  this  is  a  very  pro- 
competitive  move,”  said  a 
spokesman  for  WorldSpan,  which 
was  formed  last  year  by  the  merg¬ 
er  of  CRSs  owned  by  several  com¬ 
panies  including  Delta  Air  Lines, 
Inc.  and  Northwest  Airlines,  Inc. 
“It  will  benefit  travel  agencies 
and  the  traveling  public  by  in¬ 
creasing  choices.” 

That  is  true,  said  A1  Lenza, 
vice-president  of  planning  and 
administration  for  Continental 
Airlines  Holding  Corp.’s  System 
One  CRS.  “The  market  has  been 
frozen  for  about  two  years,”  he 
said.  “The  cost  for  agencies  to 
convert  has  been  prohibitive  be¬ 
cause  of  the  contract  practices  of 
the  major  vendors.  It  doesn’t 
matter  how  good  a  product  we 
built  or  how  good  a  service  Sys¬ 
tem  One  had,  the  practices  are 
such  that  there  is  very  little  flexi¬ 
bility  for  an  agency  to  try  our 
product.” 

Lenza  added  that  the  Trans¬ 
portation  Department’s  propos¬ 
als  should  not  cause  any  hardship 
( continued  on  page  47) 


trol  Protocol/IP  and  DECnet 
Phase  IV,  according  to  a  DEC 
spokeswoman.  That  router  will 
be  among  the  first  DECnet  Phase 
V  products  to  be  announced,  she 
said.  In  September,  DEC  officials 
said  DECnet  Phase  V  products 
would  be  introduced  during  an 
18-month  period. 

DEC’S  multiprotocol  router 
has  been  expected  to  debut  this 
summer,  according  to  sources. 
However,  it  is  unlikely  that  DEC’S 
Network  Integration  Services 
group  would  sign  a  short-term 
agreement  with  Cisco  if  DEC’S 
multiprotocol  router  was  nearing 
completion,  said  Howard  Niden, 
senior  manager  of  management 
consulting  for  Price  Waterhouse 
in  New  York. 

DEC’S  agreement  with  Cisco 
implies  a  serious  slip  in  the  devel¬ 
opment  schedule  of  DEC’S  multi¬ 
protocol  router,  a  slip  of  six  to  1 2 
months,  Niden  said.  □ 


Vendors  rallying  to  push  standard 

continued  from  page  2 


plication  development,  Surleau  said. 

The  consortium  will  also  establish  an 
ODA  user  advisory  group,  in  which  users 
will  provide  the  consortium  with  input  on 
features  they  want  in  ODA  products,  Sur¬ 
leau  said. 

Ajit  Kapoor,  vice-president  and  director 
of  image  management  strategies  at  the 
META  Group,  a  consulting  firm  in  West- 
port,  Conn.,  said  the  ODA  Consortium  will 
attempt  to  get  vendors  working  on  the 
same  level  to  allow  the  exchange  of  com¬ 
pound  documents  across  heterogeneous 
systems.  “For  the  sake  of  the  user  commu¬ 
nity,  vendors  don’t  want  to  come  out  with 


50,000  different  versions  of  ODA,”  he 
added. 

Currently,  no  products  based  on  native 
implementations  of  ODA  exist,  although 
ODA-based  gateways  and  X.400  products 
are  beginning  to  trickle  out.  Consortium 
members  intend  to  not  only  develop  native 
implementations  of  ODA,  but  conversion 
tools  as  well,  Surleau  said. 

The  consortium  also  hopes  to  complete 
work  on  an  international  ODA  profile 
based  on  the  ISO  ODA  standard,  which  the 
group  plans  to  submit  as  an  International 
Standardized  Profile  proposal  to  ISO  by 
year  end. 


Although  ODA  has  existed  as  an  inter¬ 
national  standard  since  early  1989,  ven¬ 
dors  said  they  haven’t  been  able  to  agree 
on  a  common  profile  of  the  standard. 

“The  main  problem  with  ODA  is  that  it 
is  so  complex,”  said  Michael  Millikin,  vice- 
president  at  Patricia  Seybold’s  Office  Com¬ 
puting  Group,  a  consulting  firm  in  Boston. 
“There  are  something  like  eight  different 
ways  to  code  how  to  do  a  paragraph  indent, 
for  instance.  That’s  why  implementation 
agreements  are  needed.” 

Charles  Chepeaux,  an  engineer  respon¬ 
sible  for  ODA  development  at  Paris-based 
Groupe  Bull  said  joining  the  consortium 
signals  a  commitment  from  Groupe  Bull 
and  other  vendors  to  bring  ODA-based 
products  to  market. 


Other  vendors  have  already  begun  an¬ 
nouncing  ODA  conversion  tools.  DEC  re¬ 
cently  announced  at  the  Hannover  Fair  Ce 
BIT  ’9 1  trade  show  in  Hannover,  Germany, 
its  ODA-Compound  Document  Architec¬ 
ture  (CDA)  gateway  that  converts  DEC’S 
proprietary  CDA  files  into  ODA  formats 
and  back  again. 

In  the  beginning,  the  ODA  Consor¬ 
tium’s  work  is  expected  to  be  most  impor¬ 
tant  in  Europe,  observers  said. 

‘  There  is  a  much  greater  urgency  about 
ODA  in  Europe,  though  ODA  being  part  of 
[Government  Open  Systems  Interconnec¬ 
tion  Profile  Version  2]  should  make  ODA 
more  of  an  issue  here,”  Millikin  said  (“GO- 
SIP  2  may  drive  vendors  to  back  ODA,” 
NW,  March  18).  □ 


DEC  to  incorporate 
systems  management 

continued  from  page  2 
Distributed  Management  Environment 
(DME)  to  EMA.  Currently  under  develop¬ 
ment,  DME  will  enable  central-site  person¬ 
nel  to  manage  network  links  between  dis¬ 
tributed  systems  in  addition  to  monitoring 
remote  systems.  DEC  is  among  the  vendors 
that  has  submitted  software  to  the  OSF  for 
possible  use  within  DME. 

DEC  last  week  acknowledged  that  an 
announcement  is  planned  but  declined  to 
offer  details. 

Analysts  said  systems  management  ca¬ 
pabilities  are  needed  to  round  out  EMA. 
“DEC  called  it  EMA  because  the  structure 
was  for  management  of  an  entire  enter¬ 
prise,”  said  Howard  Niden,  senior  manag¬ 
er  and  director  of  Price  Waterhouse’s 
Great  Lakes  VAX  Consulting  Practice  in 
Chicago.  “And  that  includes  both  system 
and  network  management  components.” 


Dec  and  IBM  realize  remote 
system  management 
capabilities  are  the  key 
distributed  computing  efforts. 

▲  ▲▲ 


Rounding  out  EMA  with  system  man¬ 
agement  capabilities  keeps  DEC  in  step 
with  IBM,  with  its  SystemView  strategy  for 
central-site  management  of  network-at¬ 
tached  systems,  said  Frank  Dzubeck,  presi¬ 
dent  of  Communications  Network  Archi¬ 
tects,  Inc.  in  Washington,  D.C.  Dzubeck 
said  both  firms  realize  that  remote  system 
management  capabilities  are  the  key  to  us¬ 
ers’  efforts  to  build  distributed  computing, 
as  well  as  client  and  server  systems. 

“[Distributed  computing]  can  never  be 
truly  accomplished  without  system  man¬ 
agement  tools  able  to  operate  in  a  distrib¬ 
uted  fashion,”  Dzubeck  said.  Users  must 
have  personnel  at  or  near  each  site  in  the 
net  to  perform  system  management  tasks. 

DEC  and  other  vendors  will  need  to  de¬ 
velop  software  that  will  enable  centralized 
personnel  to  restart  failed  systems,  move 
application  processing  chores  to  different 
sites  when  problems  arise  and  electroni¬ 
cally  distribute  software. 

“This  is  not  a  trivial  undertaking,”  Dzu¬ 
beck  said.  “Especially  from  the  standpoint 
of  having  many  thousands  of  potential  lo¬ 
cations.”  □ 
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Cabletron’s  Remote  LANVIEW’VWindows  is  the 
world’s  first  network  management  software  package 

to  offer  completely  integrated  world-wide  desktop  LAN/WAN  management  from  a  central  control 
console. 

With  just  a  click  of  your  Personal  Computer’s  mouse,  Remote  LANVIEW'VWindows  allows  you  to 
manage  Cabletron’s  complete  line  of  Ethernet  and  Token  Ring  products  including  twisted  pair,  coaxial 
and  fiber  hubs.  Remote  LANVIEW  "/Windows  also  lets  you 
manage  Cabletron’s  local  and  wide  area  bridges  as  well  as 
the  48  different  types  of  DNI"  PC  cards  currently  available. 

Cabletron’s  Remote  LANVIEW  "/Windows  lets  you 
maximize  network  efficiency  by  providing  color-coded 

mapping,  alarm  indicators,  complete  throughput  and  error  T,  _  ^  .  •  c  ,  , 

breakdown  features.  Features  you  can't  afford  to  do  without.  The  Complete  Networking  Solution 

Features  which  make  the  job  of  managing  your  complex  A  New  Y< >r  k  Sto  ;k  E  .* .  hnncje  Comp  in  . 

network  easier  than  ever  corporate  headquarters  international  operatio 
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SOUTHEASTERN,  PA  19398-9979 


PLACE 

POSTACE 

STAMP 

HERE 


A.  I  Wish  to  Receive  a  FREE  Subscription  to  Network  World. 
YES  □  NOQ 


Signature . Date 

Business  Phone  . . 


B.  Please  Provide  your  Name,  Title  &  Company  Address. 

DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE . 

COMPANY  NAME  . 

DIVISION/DEPARTMENT . 

STREET  ADDRESS  . 

CITY . STATE . ZIP 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


Industry:  (check  one  only) 

01.  □  Manufacturers  (other  than  computer/oommuneations) 

02.  □  Finance/Banking 

03.  □  Insurance 

04.  □  Real  Estate 

05. □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08.  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

11.  □  Education 

12.  □  Process  Industries  (Mining/Construction/Retroleum 

Refining/ Agricutture/Forestry) 

13.  □  Government  State/Local 

14.  □  Government  Federal 

15.  □  Military 
16.0  Aerospace 

17.0  Consultants  (independent) 

18.0  Carriers 
19.0  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21 .  □  VAR/VAD/Systems  House 

22.  □  Distributor,  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.  □  Other  _ 

2  Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 
both  voice  &  data) 

2.0  MIS  Management  (VP,  Dir ,  Department  Head) 

3.  □  Corporate  Management  (Chairman,  President, 

Owner,  General  Manager,  CEO.  CIO,  VP) 

4.  □  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wde  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

ID  100+  4.010-19 

2.050-99  5.02-9 

3.0  20-49  6.01 

5  Your  primary  responsibility: 

(check  one  only) 

1 . 0  Both  Data  +  Voice  3. 0  Voice  Networking  Only 
2. 0  Data  Networking  Only  4,  O  None 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 


-1  What  is  your  LAN  environment? 
(check  all  that  apply) 


1.0  4M  TOKEN  RING 

2.  □  16M  TOKEN  RING 

3.  □  ARCNET 

4.  O  ETHERNET 

5.  □  STARLAN 


6.  □  FDOI 

7.  □  LOCALTALK 

8.  □  10BASET 

9.0  OTHER  _ 


U  Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 


1 .  O  IBM  DOS  (VSE)  6.  □  VM 

2.  □  UNIX  7.  □  VMS 

3.  □  OS/2  8-  □  XENIX 

4  □  OS/2  Extended  Edition  9  □  PICK 

5.  □  MVS  0  O  OTHER 


Please  indicate  by  vendor  the  number 
of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01.  DEC 

MINIS 

B 

02  IBM 

03.  AMDAHL 

04.  AT&T 

05.  BULL  HN  IS 

06  NCR 

07  DATA  GENERAL 

08  WANG 

09.  HEWLETT  PACKARD 

10.  PRIME 

11.  TANDEM 

12.  UNISYS 

13.  CONTROL  DATA 

14  OTHER 

B  Please  indicate  by  vendor  the  number 
of  microcomputers/ workstations: 

A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chio 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chip 

03  PCs  based  on  80486  chip 

04  8086/8088 

05  Macintosh 

06  RISC-based  workstations 

07  UNIX-based  workstations 
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What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1 .  □  EISA 

2.  □  MCA 

3  □  NUBUS  (MACINTOSH) 


Public: 

01 .  □  Switched-Based  06.  □  Broadband 

(DOD.  Wats,  Megacom,  etc )  07.  □  ISDN 

02  □  Leased  Line  (not  including  T-1 )  Private: 

03  D  T-1  08  □  Satellite 

04.  □  Fractional  T-1  09.  O  Microwave 

05.  □  T-3/SONET  10.  □  Fiber  Optic 

Is  your  network:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 

1 .  □  Local  (within  building)  3.  □  International 

2.  □  Local  (in  a  campus  4.  □  National 

environment)  5.  □  Regional  (several  states) 
6.  □  Metropolitan 


*  -  For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 

1 .  □  Europe  4.  □  Australia 

2.  □  Asia  5.  □  Middle  East 

3.  □  South  America 

Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presently  involved  in  the  purchase 
process  for  the  following  products/services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


8  What  is  your  network  architecture? 
(check  all  that  apply) 

1.DSNA  5.  □  MAP/TOP 

2.  □  DECNET  6  □  TCP/IP 

3.DOSI  7.  DDCA  (UNISYS) 

4.  □  GOSIP  8.  □  OTHER  _ 

9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 

01. □  3COM  (3 +,  3+ open) 

02.  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA(IRMALAN) 

05.  □  IBM  (LAN  Server) 

06  .  U  IBM  (PC  LAN  PROGRAM) 

07  Q  MICROSOFT  (LAN  MANAGER) 

06.  □  UNGERMAN  BASS  (NET/1) 

09.0  NO/ELL  (NETWARE) 

10.  □  TOPS 

11.  a  PROTEON  (PRONET) 

12.  □  OTHER  _ 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

LOCAL  AREA  NETWORKS: 

01. □ 

□ 

Local  Area  Networks 

02.  D 

□ 

LAN  Servers 

03.  D 

□ 

LAN  Services 

04. □ 

□ 

Cables,  Connectors,  Baiuns 

05.  D 

□ 

Bridges.  Routers.  Gateways 

06  D 

D 

UPS 

07.  □ 

D 

LAN  Storage  Devices 

A 

B 

COMPUTERS/PERIPHERALS: 

08  O 

□ 

Micros 

09  □ 

□ 

Minis 

10.  □ 

□ 

Mainframes 

11.  D 

□ 

Front  End  Processors 

12.  □ 

□ 

Terminate 

13  □ 

□ 

Laptops 

14.  D 

□ 

Printers 

15.  □ 

□ 

Vltork  Stations 

16.  D 

□ 

Cluster  Controllers 

(continued  on  next  column) 


Presently  Plan  to 
Involved  Purchase 


A 

B 

SOFTWARE 

17.  □ 

O 

Network  Management 

18.  □ 

O 

Micro  to  Mainframe 

19.  □ 

o 

Network  Security 

20.0 

o 

Call  Accounting 

21. □ 

D 

Distributed  DBMS 

22.  □ 

D 

Communications  Software 

23.  □ 

□ 

Applications  Software 

24.  □ 

□ 

Network  Operating  Systems  Software 

25.  □ 

□ 

EDI  Software 

26.  □ 

D 

E-Mail  Software 

A 

B 

DATA  COMMUNICATIONS: 

27.  □ 

D 

Modems  (over  9.6kbps) 

28.  □ 

a 

Modems  (under  9  6kbps) 

29.  □ 

□ 

T-1  Multiplexers 

30.  □ 

□ 

T-3  Multiplexers 

31. □ 

□ 

Fractional  T-1  Multiplexers 

32.  □ 

□ 

Data  Switches 

33.  D 

□ 

Matrix  Switches 

34.  □ 

□ 

Packet  Switches 

35.0 

□ 

Protocol  Converters 

36.  D 

□ 

Network  Management  Systems 

37.  □ 

□ 

Terminal  Emulation  Boards 

38.  D 

D 

Facsimile  Machines 

39.  □ 

□ 

Diagnostic  Test  Equipment 

40  .  □ 

□ 

DSU/CSU 

41.  D 

□ 

Data  Security 

42.  D 

□ 

Data  Compression  Equipment 

43  .  D 

□ 

Network  Adapter  Boards 

44.  □ 

□ 

Microwave 

45.  □ 

□ 

Messaging  Software 

A 

B 

TELECOMMUNICATIONS: 

46.  D 

□ 

PBXs  (over  1000  lines) 

47.  □ 

□ 

PBXs  (200  - 1000  lines) 

48.  □ 

□ 

PBXs  (under  200  lines) 

49.  □ 

□ 

Key  Systems 

50.0 

□ 

Automatic  Call  Distributors 

51.  D 

□ 

Voice  Messaging  Systems 

52.0 

□ 

Video  Teleconferencing  Systems 

A 

B 

SERVICES: 

53.  □ 

□ 

Switched  Voice 

54.  O 

□ 

Dedicated  Leased  Line 

55.  D 

□ 

T-1 

56.  D 

a 

T-3 

57.  □ 

□ 

Digital  Data 

58.0 

o 

Packet  Switched 

59.  □ 

□ 

Centrex 

60.  D 

□ 

Central  Office  Lan 

61.  D 

□ 

Satellite 

62.  □ 

D 

On-Line  Information 

63.  □ 

□ 

ISDN 

64.  D 

D 

EMail 

65.0 

□ 

VS  AT 

n  Estimated  value  of  networking  equipment 
and  services: 

A:  Which  you  helped  specily,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  months? 

A  B 

ID  □  $1 00  million  and  over 
2D  D $50  -  $99  9  mill 
3D  D $25  -  $49  9  mill 
4  D  D  $20  -  $24.9  mill. 

5  D  D  $10 -$19.9  mill. 

6  D  D  $5  -  $9  9  mill 
7  D  □  $1  -  $4.9  mill 
8  D  □  $500,000  -  $999,999 

9  D  D  Under  $500,000 


|  q  Estimated  gross  annual  revenue  of  your 
entire  company/  institution: 

(check  one  only) 


1  □  over  $1 0  billion 

2.  □  $1  to  $9.9  bill 

3.  □  $500  to  $1  bill 

4.  □  $100  to  $499  9  mill 


5  □  $50  to  $99  9  mill 

6  O  $10  to  $49  9  mill 
7.  □  $5  to  9.9  mill. 

8  □  under  $5  mill 
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Estimated  number  of  employees  for  your 
entire  corporation: 


1.  D  over  10,000  4  □  1 .000  -  2.499 

2.  D  5.000  -  9,999  5  □  500  -  999 

3.  D  2.500  -  4,999  6.  □  under  500 

Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 

1  D  Basic  Rate  Interface  Terminal  Adapters 

2  D  Primary  Rate  Interface  Equipment 

3  D  Voice/Data  terminals 

4.  D  Voice-only  terminals 
5  D  Data-only  terminals 

From  which  of  the  following  vendors  will  you 
^1  consider  buying  your  PBX/Central  Office 
Switch?  (check  all  that  apply) 


A 

B 

PBX 

COS 

A  □ 

D 

AT&T 

BD 

D 

ALCATEL 

CD 

D 

ERICSSON 

DD 

D 

FUJITSU 

ED 

HARRIS 

F  D 

HITACHI 

GD 

ROLM 

HD 

INTECOM 

1  D 

MEMOREX  TELEX 

J  D 

MITEL 

K  D 

D 

NEC 

L  a 

D 

NORTHERN  TELECOM 

M  D 

SAMSUNG 

ND 

D 

SIEMENS 

OD 

STROMBERG-CARLSON 

P  D 

TOSHIBA 

00 

D 

OTHER 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


‘  ‘  A 

i  1T&T 

management  has 
indicated  several  times 
that  the  company  is 
considering 
eliminating  several 
less  strategic 
businesses.  In  our 
view,  PBX  and  key 
telephone  systems  are 
likely  targets  for 
disposition.” 

Michel  Guite 

Senior  vice-president 
Salomon  Brothers,  Inc. 

New  York 


eople  & 
Positions 


Bob  Nuber  last  week  was 
named  to  the  newly  created 
position  of  director  of  devel¬ 
oper  products  at  Banyan  Sys¬ 
tems,  Inc.  in  Westborough, 
Mass. 

Nuber  will  head  up  Ban¬ 
yan’s  newly  formed  Developer 
Products  Group,  which  is  char¬ 
tered  to  provide  independent 
software  vendors  with  the  ap¬ 
plication  development  tools, 
product  support  and  technical 
information  required  to  de¬ 
ploy  applications  designed  to 
work  with  Banyan’s  VINES 
network  operating  system. 

For  the  past  14  months, 
Nuber  has  been  marketing 
technical  director  at  Banyan. 
He  has  been  with  Banyan  for 
eight  years. 


Ned  Lagin  has  been 
named  vice-president  of  re¬ 
search  and  development  at 
Nuvotech,  a  Sausalito,  Calif., 
maker  of  Ethernet  and  Local- 
Talk  connectivity  products  for 
Apple  Computer,  Inc.  Macin¬ 
tosh  computers.  Lagin  will  be 
responsible  for  expanding  Nu- 
votech’s  current  product  base, 
though  the  company  declined 
to  be  more  specific  about  any 
new  products. 

Previously,  Lagin  was  man¬ 
ager  of  engineering  and  soft¬ 
ware  research  and  develop¬ 
ment  of  the  MilliGen/Bio- 
search  Division  of  Millipore 
Corp.  □ 


IBM  fiscal  woes  could  be 
harbinger  for  net  vendors 

Vendor  says  weak  economy  will  affect  others,  too. 


By  Bob  Brown 

_ Senior  Editor _ 

NEW  YORK  —  IBM’s  recent 
disclosure  to  financial  analysts 
that  its  first-quarter  results  would 
be  weaker  than  anticipated  has 
fueled  concerns  that  the  econom¬ 
ic  conditions  battering  the  com¬ 
puter  maker  may  signal  tough 
times  for  other  computer  and  net 
equipment  companies  as  well. 

In  a  conference  call  with  ana¬ 
lysts,  IBM  said  revenue  for  the 
first  quarter  would  be  flat  at  best 
and  earnings  would  fall  50%  due 
to  the  effects  of  a  worldwide  eco¬ 
nomic  slowdown  and  the  disrup¬ 
tion  in  the  Persian  Gulf.  IBM  ex¬ 
ecutives  said  other  computer 
companies  are  likely  suffering 
too  because  of  a  general  slow¬ 
down  in  customer  purchasing. 

The  news  forced  the  price  of 
IBM’s  stock  to  tumble  almost 
10%  and  sent  the  rest  of  the  mar¬ 
ket  skidding. 

“[Network  equipment]  com¬ 
panies  are  saying  they  are  seeing 
some  slowing  of  business,”  said 
George  Kelly,  a  vice-president  at 
the  investment  firm  of  Morgan 
Stanley  &  Co.,  Inc.  in  New  York. 
“They  are  having  to  respond  with 
greater  sales  efforts,”  which  in¬ 
clude  looking  for  revenue  from 
potential  customers  they  have  ig¬ 


nored  in  the  past,  he  added. 

Kelly  said  it  is  unlikely  that 
vendors  will  resort  to  deep  price 
cuts  as  a  means  to  clinch  sales  any 
time  soon,  though  they  might  be 
willing  to  offer  more  flexible  pay¬ 
ment  schedules  or  other  perqui¬ 
sites  to  guarantee  an  order.  He 
said  he  has  not  seen  any  evidence 
that  vendors  are  resorting  to  cuts 
in  research  and  development. 

Observers  said  the  IBM  bomb¬ 
shell  and  the  anticipated  slow¬ 
down  in  business  for  other  com¬ 
puter  makers  could  be  particular¬ 
ly  troublesome  for  NCR  Corp.  in 
its  attempt  to  resist  AT&T’ s  $  6 . 1 2 
billion  takeover  bid.  NCR  has 
been  trying  to  convince  stock¬ 
holders  that  it  will  outrun  the 
growth  of  the  overall  stock  mar¬ 
ket,  but  that  would  seem  much 
more  difficult  in  the  business  en¬ 
vironment  IBM  described,  ob¬ 
servers  said. 

Most  alarming  for  network 
equipment  vendors  that  rely  on 
European  sales  to  offset  domestic 
downturns  may  have  been  IBM’s 
revelation  that  overseas  sales 
were  disappointing.  Observers 
said  this  could  be  viewed  as  an  in¬ 
dicator  that  Europe,  too,  has  slid 
into  a  recession. 

“The  rising  dollar  in  combina- 
( continued  on  page  12 ) 


INDUSTRY  BRIEFS 


AT&T  unit,  Timeplex  ink  comarketing  deal. 

AT&T’s  International  Communications  Services  (ICS)  division 
and  Timeplex,  Inc.  last  week  announced  a  three-year  comarket¬ 
ing  agreement.  AT&T  ICS  and  Timeplex  will  conduct  joint  sales 
calls  to  provide  multinational  network  users  with  a  combination 
of  AT&T  services  and  Timeplex  network  equipment.  AT&T 
services  involved  will  include  its  Skynet  International  Service, 
International  Accunet  Digital  Services  and  Reserved  Digital 
Services.  Timeplex  products  involved  will  include  the  company’s 
Link/2  +  System,  TX3/SuperHub  System,  Time/LAN  bridges, 
routers  and  Fiber  Distributed  Data  Interface  concentrators, 
among  others.  Previously,  AT&T  sold  Timeplex  products  under 
a  basic  reseller  agreement,  a  Timeplex  spokesman  said. 

Novell,  Madge  announce  technology  pact. 

Madge  Networks,  Ltd.  has  entered  into  a  technology  sharing 
agreement  with  Novell,  Inc.  that  gives  Madge  Networks  access 
to  Novell’s  source  code  for  current  and  future  NetWare 
Internetwork  Packet  Exchange  (IPX),  Sequenced  Packet  Ex¬ 
change  (SPX)  and  Network  Basic  I/O  System  protocols. 

Madge  Networks’  Smart  software  automatically  downloads 
network  protocols  onto  Smart  Ringnode  adapters  with  1 28K 
bytes  of  memory,  thus  freeing  personal  computer  memory  for 
applications  processing. 

Ed  Murray,  Madge  Networks’  vice-president  of  marketing, 
said  the  pact  should  assure  customers  that  the  Smart  Ringnode 
adapter  is  fully  compatible  with  NetWare. 

(continued  on  page  12) 


NATA’s  proposed  PBX-computer  interface 


Central  office  switch 
manufacturers: 

•AT&T 

•  Northern  Telecom,  Inc 

PBX  manufacturers: 

•  Mitel  Corp. 

•  NEC  Corp. 

•  Northern  Telecom 

•  Nynex  Corp. 

•  Rolm  Co. 


BX-computer  link 
sponsored  by  NATA: 

•  Physical  interface 

•  Data  transfer  protocols 
Messaging  structures 


Computer 

vendors: 

•  Digital  Equipment 
Corp. 

•  Hewlett-Packard 
Co. 

•  IBM 


Mission:  To  provide  standards-making  bodies  with  baseline  interfaces 
for  linking  telephone  systems  and  computers  that  software  developers 
can  use  to  build  computer-telephone  applications. 


Participants:  AT&T.  Bellcore.  DEC  and  IBM,  among  others 
First  meeting:  April  18  and  19  in  Arlington,  Va. 

SOURCE:  NORTH  AMERICAN  TELECOMMUNICATIONS  ASSOCIATION.  WASHINGTON.  D.C. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


NATA  group  to  form 
PBX-to-host  specs 

Task  force  will  try  to  agree  on  baseline  standards 
for  linking  different  computers,  telephone  systems. 


By  Bob  Brown 

_ Senior  Editor _ 

ARLINGTON,  Va.  —  A  newly 
formed  task  force  will  hold  its 
first  meeting  here  April  1 8  and  1 9 
in  hopes  of  reaching  a  consensus 
on  some  baseline  interfaces  to  be 
used  to  link  various  vendors’ 
computers  and  telephone  sys¬ 
tems. 

By  specifying  the  physical  in¬ 
terfaces,  data-transfer  protocols 
and  message  structures  needed  to 
link  computers  and  telephone 
systems,  the  North  American 
Telecommunications  Associa¬ 
tion’s  (NATA)  Computer-Tele¬ 
phone  Interface  Task  Force 
hopes  to  create  a  “standard”  that 
software  developers  can  use  to 
build  applications  while  waiting 
for  official  standards  to  emerge. 

A  diverse  group 

The  task  force  will  largely  rep¬ 
resent  private  branch  exchange 
and  telephone  equipment  mak¬ 
ers.  But  it  will  also  bring  together 
computer  manufacturers,  soft¬ 
ware  developers,  systems  inte¬ 
grators,  common  carriers  and 
representatives  from  Bell  Com¬ 
munications  Research.  Task 
group  members  include  IBM,  Dig¬ 
ital  Equipment  Corp.,  AT&T  and 
Fujitsu  Business  Communication 
Systems,  among  others. 

There  are  a  lack  of  applica¬ 
tions  designed  to  take  advantage 
of  computer-to-telephone  system 
links  because  software  develop¬ 
ers  currently  building  computer- 
to-telephone  applications  must 
custom  design  the  programs  for 
each  environment. 

A  typical  computer-to-tele¬ 
phone  application  would,  for  ex¬ 
ample,  enable  caller  identifica¬ 


tion  data  delivered  with  an 
incoming  call  to  initiate  a  com¬ 
puter  search  for  the  caller’s  rec¬ 
ord,  improving  customer  support 
by  speeding  call  handling  and 
personalizing  service. 

Once  the  task  force  devises  the 
baseline  specifications  required, 
it  will  present  them  to  the  stan¬ 
dards  bodies  for  inclusion  in  offi¬ 
cial  standards.  The  task  force  will 
not  become  a  standards  organiza¬ 
tion  itself,  said  Mary  Bradshaw, 
NATA’s  industry  relations  direc¬ 
tor  and  task  force  coordinator. 

There  are  currently  two 


A  he  task  force  will  not 
become  a  standards 
organization  itself,  Mary 
Bradshaw  said. 

AAA 


groups  developing  official  stan¬ 
dards  in  this  area:  the  European 
Computer  Manufacturers  Associ¬ 
ation  (ECMA)  under  its  Comput¬ 
er-Supported  Telecommunica¬ 
tions  Application  Project;  and,  in 
North  America,  ANSI  is  develop¬ 
ing  standards  under  its  Switch 
Computer  Applications  Interface 
Project. 

“We  don’t  need  another  stan¬ 
dards  body,”  said  Tony  Bawcutt, 
assistant  vice-president  of  corpo¬ 
rate  marketing  at  Mitel  Corp.,  a 
Kanata,  Ontario,  PBX  maker  par¬ 
ticipating  in  the  task  force.  Mitel 
recently  urged  ECMA  to  initiate 
(continued  on  page  12) 
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AI&T  ACCUNET  T1.5.  It’s  as 


way  With  over  60,000  digital  miles  and  more  than  450 
points  of  presence,  our  routing  diversity  capability  far 
surpasses  that  of  our  competition. 

With  ACCUNET  T1.5,you  can  also  get  built-in,  end- 
to-end  protection  features*  that  automatically  switch 
your  traffic  to  a  backup  channel  in  the  event  that  one 
of  your  lines  degrades. 

We  have  so  much  confidence  in  the  reliability  and 
performance  of  ACCUNET  T1.5  that  we’re  willing  to 
offer  it  with  a  guarantee.  And  that’s  something  else  you 

The  Data  Communications  Users  Survey  of  August  1990  chose  AT&T  ACCUNET  for  Best  Overall  Satisfaction  in  Private  Line  Services. 


When  it  comes  toT1.5,  a  lot  of  people  take  it  for 
granted  that  a  pipe  is  a  pipe  is  a  pipe.  But  the  fact  is  that 
no  other  provider  offers  a  safety  net  like  the  one  you 
get  with  AT&T’s  ACCUNET  T1.5. 

Just  how  much  more  reliable  is  ACCUNET  T1.5? 
Our  monitoring  and  maintenance  are  so  advanced, 
we  actually  set  the  standards  for  high  performance 
in  the  industry 

And  if  there  is  a  problem  with  one  of  our  lines, 
we  give  you  more  ways  to  get  your  traffic  out  of  harm’s 


close  as  you  can  get  to  risk-free. 


can’t  get  anywhere  else. 

So  look  before  you  leap  into  T15.  You  could  save 
your  company  a  lot  of  downtime. 

Reliability. 

Another  AWl  advantage. 

For  more  information  about  ACCUNETT15  and 
ACCUNET  network  management  products,  call  your 
AT&T  Account  Executive  or  1 800  247-1212,  Ext.  149. 


•Network  Protection  Capability  option  not  available  in  all  locations. 


INDUSTRY  UPDATE 


IBM  fiscal  woes 
could  be  harbinger 

continued  from  page  9 
tion  with  the  weakening  European  econo¬ 
my  clearly  signals  tougher  times  ahead  for 
those  networking  companies  that  have  a 
heavy  dependency  on  overseas  sales,”  said 
Andy  Schopick,  an  independent  analyst  af¬ 
filiated  with  Nutmeg  Securities,  Inc.  in 
Southport,  Conn.  “It  will  be  a  difficult  en¬ 
vironment  in  which  to  grow.” 

Such  companies  as  Network  Equipment 
Technologies,  Inc.  and  Newbridge  Net¬ 
works  Corp.,  among  others,  are  particular¬ 
ly  vulnerable  to  a  European  downturn  in 
sales,  he  said. 

That’s  because  those  vendors  compete 


in  a  highly  mature  domestic  multiplexer 
market  and  have  turned  to  Europe  and  oth¬ 
er  overseas  markets  as  new  sources  of  rev¬ 
enue. 

Less  susceptible  to  the  economic  down¬ 
turn  will  be  network  vendors  in  less  ma¬ 
ture,  fast  growing  markets  such  as  the  in¬ 
telligent  hub  market,  Schopick  said. 

Michel  Guite,  a  senior  vice-president  at 
Salomon  Brothers,  Inc.,  a  New  York-based 
investment  firm,  agreed  that  hub  and  lo¬ 
cal-area  network  vendors  and  their  cus¬ 
tomers  probably  have  little  to  worry  about 
in  the  short  run. 

But  Guite  cautioned  that  a  slowdown  in 
personal  computer  sales  “will  eventually 
migrate  to  a  slowdown  in  PCs  being  con¬ 
nected  to  LANs.”  □ 


NATA  group  to  form 
PBX-to-host  spec 

continued  from  page  9 
cooperative  efforts  with  the  ANSI  group. 
“But  the  NATA  group  would  do  well  to  help 
break  log  jams  within  the  existing  stan¬ 
dards  bodies.” 

Jim  Burton,  president  of  Computer- 
Telephone  Link,  Inc.,  a  Boston  consultan¬ 
cy,  and  moderator  for  the  upcoming  task 
group  meeting,  said  the  ECMA  standards 
might  not  be  available  until  this  summer. 
Implementation  of  the  ANSI  standards 
might  be  two  years  away,  he  said. 

Going  their  own  way 

The  lack  of  standards  has  led  many  de- 


Your  old 
computers 
can  make  a 
difference. 

Donate 

them! 


The  East- West  Education 
Development  Foundation,  a 
not-for-profit  foundation,  is 
seeking  donations  of  surplus 
personal  computers  and 
peripherals  for  placement  in 
educational  institutions  in 
the  USSR  and  Eastern 
Europe.  The  goal  of  the 
Foundation  is  to  introduce 
information  technology  into 
the  educational  system  of 
those  countries  evolving 
toward  a  democratic,  free 
market  society.  By 
educating  the  students  on 
the  power  of  information 
technology,  they  will  be 
better  equipped  to  compete 
in  the  global  market  of 
tomorrow. 


Information  Technology 
Vendors: 

Excess  inventory  donated  to 
the  East- West  Education 
Development  Foundation 
may  earn  an  additional  tax 
deduction*,  as  well  as  build 
market  share  for  your  brand 
in  emerging  markets. 

Corporations: 

As  systems  are  upgraded  to 
new  technology  platforms, 
East- West  Education 
Development  Foundation 
will  place  your  old 
equipment  where  it  will  be 
used  and  valued.  Your 
corporation  may  earn  an 
additional  tax  deduction.* 


Of  special  note: 

The  East- West  Education 
Development  Foundation 
will  match  computer 
donations  to  schools  in  the 
USSR  and  Eastern  Europe 
with  donations  in  the 
United  States. 

For  further  information, 
please  contact: 

EDUCATION 

DEVELOPMENT 

FOUNDATION 

One  Exeter  Plaza,  15  th  Floor 
Boston,  MA  02116 
Tel:  (617)  542-1234 
Fax:  (617)  542-3333 


•Under  IRS  Section  1 70(e)(3),  corporations  which  donate  their  inventory  (property  sold  in  the  normal  course  of  business)  to  certain 
charitable  educational  organizations,  receive  an  additional  tax  benefit.  The  deduction  will  be  the  total  of  (a)  the  donor's  tax  basis  in 
the  donated  inventory,  plus  (b)  one-half  of  the  difference  between  the  inventory’s  tax  basis  and  its  fair  market  value,  (c)  any 
incidental  costs  associated  with  donating  the  inventory,  such  as  shipping,  postage  or  warehousing. 


velopers  to  build  applications  atop  the 
computer-to-telephony  platforms  from 
the  largest  vendors,  such  as  CallPath  from 
IBM  and  Computer  Integrated  Telephony 
from  DEC.  These  software  developers  are 
holding  off  building  applications  for  other 
vendors’  platforms  for  lack  of  develop¬ 
ment  funds,  he  said. 

“You’ve  got  a  half-dozen  switch  manu¬ 
facturers  and  three  or  four  computer  mak¬ 
ers  that  have  all  developed  their  own  inter¬ 
faces,”  Burton  said.  “The  economies 
aren’t  there  for  a  software  developer  to 
build  products  for  each  vendor’s  inter¬ 
face.” 

John  Parker,  manager  of  technical  sales 
and  support  for  Fujitsu  Business  Commu¬ 
nication,  acknowledged  that  his  compa¬ 
ny’s  Telecommunications  Computer  Ser¬ 
vices  Interface  has  proprietary  features 
because  standards  are  not  available. 

“The  more  we  do  to  eliminate  the  word 
‘proprietary’  from  our  language,  the  bet¬ 
ter,”  he  said  about  the  task  force. 

Bradshaw  noted  that  the  task  force  is 
not  intended  to  be  a  long-lasting  organiza¬ 
tion.  ‘  ‘We  want  to  go  in  and  do  our  business 
and  leave,”  she  said.  □ 

— 

Industry  Briefs 

continued  from  page  9 

Cc:Mail  to  resell  application. 

Electronic  mail  supplier  cc:Mail,  Inc.  re¬ 
cently  entered  into  an  agreement  to  resell 
POwerCore,  Inc.’s  Network  Scheduler  II 
group  scheduling  and  calendaring  applica¬ 
tion. 

A  new  version  of  cc:Mail  bundled  with 
Network  Scheduler  II  is  slated  to  ship  with¬ 
in  six  to  nine  months,  the  company  said. 
Customers  that  purchase  cc:Mail  and  Net¬ 
work  Scheduler  II  before  then  may  up¬ 
grade  to  the  integrated  version  for  free. 

Microsoft  joins  OMG.  Microsoft 
Corp.  recently  joined  the  Object  Manage¬ 
ment  Group  (OMG),  an  organization  of 
more  than  100  vendors  and  software  de¬ 
velopers  that  have  banded  together  to  cre¬ 
ate  a  common  technical  framework  for  de¬ 
velopment  of  object-oriented  applications 
that  run  across  networks. 

X/Open  champions  compati¬ 
bility.  X/Open  Company,  Ltd.,  the  Menlo 
Park,  Calif. -based  open  systems  organiza¬ 
tion  dedicated  to  developing  guidelines  for 
a  common  application  development  envi¬ 
ronment,  recently  published  a  new  specifi¬ 
cation  that  calls  for  vendors  to  implement 
a  uniform  version  of  the  Server  Message 
Block  (SMB)  protocol. 

Called  the  Protocols  for  X/Open  PC  In¬ 
ternetworking  SMB,  the  new  specification 
allows  MS-DOS  and  OS/2  client  personal 
computers  to  communicate  directly  with 
X/Open-compliant  servers. 

Start-up  reaches  for  market. 

As  expected,  Anand  Jagannathan,  one  of 
the  founders  of  Banyan  Systems,  Inc.,  has 
formed  Reach  Software  Corp.,  a  Sunny¬ 
vale,  Calif. ,  company  that  plans  to  launch  a 
new  class  of  electronic  mail-enabled  work- 
flow  applications  designed  for  local-area 
networks. 

The  offerings  will  address  the  need  to 
organize,  route  and  integrate  data  and  ap¬ 
plications  across  a  work  group,  as  well  as 
across  a  corporate  enterprisewide  net¬ 
work.  * 

Jagannathan  said  the  company  will  re¬ 
lease  its  First  product  later  this  spring.  □ 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


“f 

VJharging 
monthly  fees  for 
network  services  is 
like  charging  people 
to  get  into  a 
supermarket.  The 
object  is  to  get  people 
to  buy  groceries,  but 
admission  would  keep 
many  away.  The  fees 
are  going  the  way  of 
the  dinosaur.” 

Robert  Self 

President 
Market  Dynamics,  Inc. 

New  York 


arrier 

Watch 


SmithKline  Beecham  Corp. 
last  week  announced  that  it 
has  awarded  US  Sprint  Com¬ 
munications  Co.  a  three- 
year  contract  valued  at  more 
than  $40  million  for  global 
communications  services. 

Under  the  agreement,  US 
Sprint  will  build  SmithKline  an 
international  Virtual  Private 
Network  (VTN)  linking  its 
London  offices  with  sites 
throughout  the  U.S.  Users  at 
these  sites  will  be  able  to  call 
on-network  locations  using  a 
uniform  seven-digit  dialing 
plan.  SmithKline  will  also  use 
the  carrier’s  800  and  private¬ 
line  services. 

The  SmithKline  interna¬ 
tional  net  will  be  developed  by 
US  Sprint,  which  will  work  in 
conjunction  with  Cable  & 
Wireless  PLC  and  Mercury 
Communications,  Ltd.,  its 
U.K.  subsidiary. 


Advanced  Telecommu¬ 
nications  Corp.  (ATC),  re¬ 
cently  received  approval  from 
the  North  Carolina  Public  Ser¬ 
vice  Commission  to  provide 
intrastate  long-distance  ser¬ 
vices  to  business  and  residen¬ 
tial  customers  in  that  state. 

ATC  will  nowr  operate  in  1 0 
contiguous  Sun  Belt  states. 
The  regional  carrier  plans  to 
offer  1  + ,  outbound  WATS, 
calling  card,  international  and 
inbound  800  services  in  North 
Carolina.  □ 


AT&T  announces  calling 
plan  for  small  customers 

Carrier  offers  its  alternative  to  MCl’s  Preferred. 


By  Bob  Wallace 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  last  week  introduced  a  cus¬ 
tom  network  service  that  offers 
flat-rate  pricing,  volume  dis¬ 
counts  and  new  dialing  features 
for  businesses  that  spend  $50  to 
$2,000  a  month  on  long-distance 
services. 

AT&T  CustomNet  offers  low- 
end,  multilocation  customers  a 
combination  of  services,  consoli¬ 
dated  billing,  management  re¬ 
ports  and  discounts  previously 
unavailable  to  small  users. 

Services  attainable  under 
AT&T  CustomNet  include  direct- 
dialed  domestic,  AT&T  Corporate 
Card,  direct-dialed  international 
and  Alliance  teleconferencing 
services.  Small  users  can  com¬ 
bine  the  outbound  long-distance 
services  they  use  at  as  many  as  50 
locations  and  receive  both  a  sin¬ 
gle  bill  and  a  volume  discount 
across  all  services. 

AT&T  CustomNet  was  an¬ 
nounced  just  one  month  after 
MCI  Communications  Corp. 
rolled  out  MCI  Preferred  service, 
a  custom  network  offering  for  us¬ 
ers  that  spend  $50  to  $1,500  a 
month  on  net  services.  Services 
available  under  MCI  Preferred  in¬ 
clude  switched  voice,  800,  inter¬ 
national  and  a  new  calling  card 
offering  (“MCI  offers  new  pric¬ 


ing,  options  for  small  users,” 
NW,  Feb.  25). 

AT&T  CustomNet  provides  a 
monthly  discount  of  10%  on  the 
domestic  area  code  with  the  high¬ 
est  billed  usage  charges  and  a 
10%  discount  on  the  plan’s  total 
usage  over  $200  a  month.  MCI 
Preferred  offers  the  same  dis¬ 
count  structure. 

AT&T  CustomNet  customers 
can  add  as  many  as  five  residen¬ 
tial  locations  to  be  included  in  the 
plan’s  total  usage  volume  dis¬ 
count.  Although  AT&T  declined 
to  divulge  pricing  for  CustomNet, 
the  carrier  said  it  will  employ  flat 
usage  rates  based  on  the  time  of 
day  the  call  is  made,  not  on  the 
distance  of  the  call. 

The  carrier  charges  a  $  1 0-per- 
location  fee  for  AT&T  CustomNet 
and  will  waive  the  $8  recurring 
monthly  fee  if  total  monthly  us¬ 
age  exceeds  $50  a  month.  AT&T 
will  also  offer  management  re¬ 
ports  to  help  users  analyze  their 
traffic  patterns. 

AT&T  CustomNet  consoli¬ 
dates  all  charges  into  one  bill.  Us¬ 
ers  will  be  able  to  use  account 
codes  to  make  it  easier  to  bill 
back  departments  or  customers. 

AT&T  CustomNet  can  be  or¬ 
dered  now  for  installation  this 
summer,  pending  Federal  Com¬ 
munications  Commission  ap¬ 
proval.  □ 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Figures  show  AT&T  recouped  in  fourth  quarter. 

AT&T's  market  share  showed  a  slight  gain  during  the  fourth  quarter 
last  year,  rising  from  62 .9%  of  all  interstate  minutes  of  traffic  in  the 
third  quarter  to  63-3%  in  the  fourth.  The  report,  prepared  by  the 
Federal  Communications  Commission’s  Industry  Analysis  Divi¬ 
sion,  shows  that  until  the  third  quarter  of  1990,  AT&T’s  market 
share  of  switched  voice  was  declining  steadily. 

The  FCC  had  reported  in  the  second  quarter  of  1990  that  AT&T’s 
market  share  increased.  Those  numbers  were  later  revised,  and 
AT&T’s  market  share  was  shown  to  decline  slightly. 

FCC  won’t  get  involved.  The  Federal  Communications 
Commission  has  denied  a  request  by  NCR  Corp.  to  investigate 
AT&T’s  proposed  $6.1  billion  takeover  of  the  computer  firm.  The 
commission  ruled  that  it  does  not  have  the  authority  to  approve 
such  an  acquisition  but  will  only  become  involved  if  the  deal  in¬ 
volves  transferal  of  FCC  licenses  granted  to  NCR  or  if  it  should  pose 
a  threat  to  AT&T’s  ability  to  provide  regulated  telephone  services. 

AT&T  files  1 7th  Tariff  1 5  deal.  AT&T  filed  its  1 7th  Tar 

iff  1 5  deal,  in  which  it  plans  to  offer  its  Megacom  service  to  Voice- 
corn  Systems,  Inc.  at  a  flat  rate  of  8.5  cents  per  minute.  Voicecom 
must  commit  to  a  five-year  term  for  a  minimum  usage  of  225  mil¬ 
lion  minutes  annually.  □ 


FTS  2000  switched  voice  traffic 


Millions  of  minutes  in  monthly  voice  traffic 


400 


Social  Security  Administration  800 
and  field  office  traffic  added  to  net 


FTS  2000  total 


Seasonal  IRS  800  traffic 


300 


FTS  2000  transition 
complete  - - 


200 


AT&T 


US  Sprint : 
Communications  Co. 
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Actual  GSA  projection 
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SOURCE:  GSA,  WASHINGTON,  D  C. 


GSA  tries  to  justify 
handling  of  FTS  2000 

Carriers  criticize  management  of  huge  government 
network,  but  officials  publicly  defend  their  actions. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  GSA 
officials  handling  Federal  Tele¬ 
communications  System  (FTS) 
2000,  which  has  come  under  crit¬ 
icism  recently,  appeared  before 
the  Board  of  Contract  Appeals 
and  Congress  late  last  month  to 
defend  their  handling  of  the  huge 
network  contract. 

Concerns  have  been  raised  by 
AT&T,  rival  carriers,  industry  an¬ 
alysts  and  some  members  of  Con¬ 
gress  as  to  whether  the  General 
Services  Administration  has  han¬ 
dled  FTS  2000  properly.  They  are 
questioning  whether  the  contract 
is  benefiting  federal  users  as 
much  as  it  should. 

In  two  forums  last  month,  GSA 
staffers  overseeing  the  FTS  2000 
contract  made  public  explana¬ 
tions  to  agency  officials  and  law¬ 
makers  about  the  manner  in 
which  they  are  administering  the 
multibillion-dollar  contract. 

At  a  hearing  before  the  GSA 
Board  of  Contract  Appeals,  FTS 
2000  officials  had  to  defend  the 
practices  they  use  in  assigning 
federal  users  to  network  facili¬ 
ties.  AT&T  had  filed  a  protest 
against  its  rival  FTS  2000  carrier, 
US  Sprint  Communications  Co., 
alleging  that  the  GSA  improperly 
assigned  users  to  US  Sprint’s  net. 

The  board  threw  out  AT&T’s 
protest,  but  the  carrier’s  chal¬ 
lenge  could  have  resulted  in  the 
restriction  of  the  GSA’s  ability  to 
make  future  decisions  about  user 
assignments. 

GSA  officials  were  also  called 
to  testify  before  Congress  late 
last  month  to  justify  their  man¬ 


agement  of  the  FTS  2000  con¬ 
tract.  That  hearing,  prompted  in 
part  by  AT&T’s  protest,  examined 
several  aspects  of  the  agency’s 
conduct,  including  the  criteria  it 
uses  to  assign  government  agen¬ 
cies  to  the  two  carrier  networks, 
the  GSA’s  billing  and  pricing  poli¬ 
cies,  and  the  GSA’s  understand¬ 
ing  and  willingness  to  carry'  out 
Congress’  intentions  for  the  fu¬ 
ture  of  FTS  2000. 

It  is  not  clear  whether  the 
GSA’s  efforts  to  publicly  justify 
the  handling  of  the  contract  have 
been  enough  to  quell  the  con¬ 
cerns  surrounding  FTS  2000.  The 
GSA  Board  of  Contract  Appeals 
threw  out  AT&T’s  protest,  saying 
it  did  not  have  jurisdiction  over 
the  matter  but  that  AT&T  can  use 
other  procedural  means  to  file 
another  challenge  to  the  con¬ 
tract.  Or  AT&T  could  take  the 
matter  to  court. 

AT&T  officals  say  they  are  re¬ 
viewing  their  options  but  have 
not  made  a  decision. 

It  is  also  unclear  whether  Con¬ 
gress  intends  to  step  in  and 
change  the  way  the  GSA  is  han¬ 
dling  the  contract. 

The  FTS  2000  network  has  re¬ 
placed  the  federal  government’s 
aging  analog  telephone  facilities 
with  digital  voice  services.  The 
contract  also  calls  for  implemen¬ 
tation  of  a  range  of  new  services, 
including  videoconferencing, 
packet  switching  and  dedicated 
data  services.  Virtually  every  fed¬ 
eral  agency  is  mandated  to  use 
the  network,  and  the  total  value 
of  the  FTS  2000  contract  could  be 
as  high  as  $25  billion  over  10 
( continued  on  page  46 ) 
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TERMINAL  PC  WITH  INTERNAL  ATMOR 
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A  Classical  Approach  to 
Of  Contemporary  Dial-up 


The  advantages  of  powerful,  sophis¬ 
ticated  network  control  systems,  while 
available  to  managers  of  large  leased-line 
networks,  have  been  denied  to  dial-up 
network  users.  Global  View  ends  that 
disparity. 

Now  you  can  monitor,  configure  and 
control  as  many  as  512  local  datacomm 
devices  and  any  number  of  remote 
devices  from  a  single  location.  You  may 
control  network  security  parameters, 

Created  by  Dayner/Hall,  Inc.,  Winter  Park,  Florida 


trace  problems  to  individual  devices  and 
oversee  resource  allocation.  Real-time 
and  historical  reports  are  available  via 
color  monitor,  with  hard  copy  generated 
for  later  analysis. 

Global  View  is  comprised  of  Microsoft® 
Windows-based  software,  an  evolving 
variety  of  modems  and  other  datacomm 
devices  and  a  compact  (7"xl9")  equip¬ 
ment  rack  for  use  with  your  80286-based 
PC  controller. 


Global  View  is  the  classical  solution  to 
contemporary  network  management 
problems.  For  specifications,  pricing  and 
applications  assistance,  contact  UDS, 
at  800/451-2369  (in  Alabama, 
205/430-8000);  FAX  205/430-8926. 
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VSAT  net  helps  Pay’N  Pak 
retail  stores  save’n  serve 

Network  will  cut  costs  while  improving  operations. 

By  Bob  Brown 

Senior  Editor 


Worth  Noting 


V isa  International,  Inc. 
recently  said  it  will  install 
a  total  of  1 3 
Compression  Labs,  Inc. 
videoconferencing 
systems  in  eight 
locations  worldwide. 

The  units  will  be  linked 
via  Visa's  international 
private  T-1  network 
and  will  be  used  to 
support  management 
briefings,  executive 
meetings  and  training 
classes. 


■■■■ 
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■Packets 

General  DataComm, 
Inc.  recently  announced  a 
new  very  low  bit  rate  voice 
(VLBRV)  card  that  supports 
voice  channels  of  2,400,  4.8K 
and  9-6K  bit/sec  on  its  Mega- 
mux  Transport  Management 
System  family  of  T-1  multi¬ 
plexers. 

The  software-controlled 
card  can  respond  to  network 
conditions  dynamically.  For 
example,  users  can  configure 
the  card  to  support  9-6K  bit/ 
sec  voice  channels,  then  drop 
that  speed  to  4.8K  or  2,400 
bit/sec  if  bandwidth  is  needed 
periodically  for  other  applica¬ 
tions,  such  as  during  a  circuit 
outage. 

Additionally,  the  VLBRV 
card  supports  an  optional  Fax 
Bypass  feature.  This  capability 
enables  it  to  transmit  Group 
III  facsimile  traffic  at  9-6K  bit/ 
sec. 

Typically,  a  64K  bit/sec 
channel  is  required  to  digitize 
a  9  6k  bit/sec  analog  fax  sig¬ 
nal.  But  when  the  V1BRV  card 
detects  a  fax  signal  on  a  chan¬ 
nel,  it  bypasses  the  voice  com¬ 
pression  algorithm  and  makes 
9.6K  bit/sec  of  digital  band¬ 
width  available  for  the  fax 
transmission. 

The  MB  RY  card  is  expected 
to  be  available  in  July.  It  costs 
S 1 ,600.  The  Fax  Bypass  op¬ 
tion  costs  an  additional 
$500.  □ 


KENT,  Wash.  —  Starting  from 
scratch,  Pay’N  Pak  Stores,  Inc. 
has  begun  migrating  the  bulk  of 
its  retail  stores  onto  a  very  small 
aperture  terminal  network  in  or¬ 
der  to  improve  customer  service 
and  reduce  expenses. 

The  $500  million  home  im¬ 
provement  products  retailer, 
which  until  December  had  no 
data  network,  expects  the  VSAT 
setup  will  cut  the  cost  of  manually 
moving  data  between  stores  and 
obtaining  credit  card  transaction 
approval. 

Pay’N  Pak  is  also  counting  on 
the  net  to  improve  customer  ser¬ 
vice  by  speeding  up  credit  autho¬ 
rizations  via  on-line  links  rather 
than  relying  on  a  time-consum¬ 
ing  dial-up  process,  according  to 
Duane  Dunn,  director  of  Pay’N 


IRVINE,  Calif.  —  Telefile,  Inc. 
recently  introduced  an  X.25 
packet  switch  with  integral  local- 
area  network  routers  and  packet 
assembler/disassemblers  that 
provides  advanced  data  recovery 
by  using  an  OSI  transport  mecha¬ 
nism. 

Telefile  claims  that  its  new 
Tele-Switch  Plus  network  proces¬ 
sor  offers  the  industry’s  first  im¬ 
plementation  of  the  Open  Sys¬ 
tems  Interconnection  Layer  4, 
Transport  Class  3  protocol. 

John  Forguson,  director  of 
marketing  at  Telefile,  based  here, 
said  the  OSI  Transport  Class  3 
protocol  is  more  efficient  than 
typical  X.25  datagram  transports 
because  it  requires  less  overhead 
in  an  X.25  packet,  which  trans¬ 
lates  to  faster  network  transit 
time. 

In  addition,  Transport  Class  3 
helps  ensure  data  and  circuit  re¬ 
covery  in  the  event  of  a  line  fail¬ 
ure.  Should  a  line  fail,  the  Tele- 
Switch  Plus  can  maintain  a  virtual 
connection  with  the  remote 
switch  to  keep  the  session  sup¬ 
ported  by  that  line  intact  until  an 
alternate  session  can  be  estab¬ 
lished,  Forguson  said. 

That  function  is  related  to  the 
automatic  routing  mechanism  in 
Tele-Switch  Plus,  which  always 
knows  the  four  best  routes  across 
the  network  at  any  point  in  time. 


Pak’s  information  center  here. 

This  past  December,  the  com¬ 
pany  cut  over  its  first  1 5  stores 
onto  the  VSAT  network.  Up  until 
that  time,  Pay’N  Pak  handled 
sales  and  other  business  data 
mainly  via  faxes  or  by  mailing  dis¬ 
kettes  between  locations. 

But  thanks  largely  to  a  change 
in  upper  management  and  an  ac¬ 
companying  change  in  philoso¬ 
phy,  Pay’N  Pak  began  weighing 
its  network  options  about  a  year 
ago  as  part  of  a  broad  corporate 
automation  project. 

“Networking  wasn’t  some¬ 
thing  that  was  emphasized  by  the 
previous  management,”  Dunn 
said.  “At  least  starting  from  noth¬ 
ing,  we’ve  been  able  to  pick  what¬ 
ever  we  want  for  the  network.  ’  ’ 
Pay’N  Pak  opted  for  the  VSAT 
network  over  a  terrestrial  net 
(continued  on  page  17) 


Tele-Switch  Plus  comes  with 
integral  routers  that  support 
Ethernet  or  Arcnet  networks.  The 
routers  can  also  support  the  In¬ 
ternet  Protocol  or  Novell,  Inc.’s 
Internetwork  Packet  Exchange 
(IPX)  protocols. 

Token-ring  LAN  support  is  un¬ 
der  development,  and  according 
to  Forguson,  the  company  is  open 
to  any  other  protocols  customers 
require. 

An  integral  PAD  function  is 
also  included,  which  supports  the 
Burroughs  Poll  Select  protocol. 
Asynchronous,  Synchronous 
Data  Link  Control  and  Binary 
Synchronous  Communications 
support  are  under  development 
and  will  ship  in  about  six  months, 
Forguson  said. 

Tele-Switch  Plus  is  available  in 
10-,  20-  and  36-port  models.  The 
36-port  model  can  be  daisy- 
chained  to  create  nodes  that  sup¬ 
port  as  many  as  544  ports. 

Each  port  supports  either 
trunk  or  tail  circuits.  Trunk 
speeds  up  to  2.048M  bit/sec  can 
be  supported. 

The  switch  is  based  on  Motor¬ 
ola,  Inc.  microprocessors,  rang¬ 
ing  from  the  Motorola  68000, 
which  supports  switching  speeds 
of  1,000  packeysec  for  1 28-byte 
packets,  to  the  o8040,  w  hich  han¬ 
dles  7.5K  packet/sec. 

Tele-Switch  Plus  is  available 
now.  Pricing  for  the  product 
starts  at  $10,400.  □ 


X.25  packet  switch  offers 
advanced  data  recovery 

By  Paul  Desmond 

Senior  Editor 


Stratus’  transaction-switching  strategy 


Network  transaction  processing: 

Converts  client  request  to  support 
net  protocol  of  target  server. 


Digital 

Equipment  Corp.  | 
minicomputer 


Distributed  OLTP: 

OLTP  monitor  receives  client 
request  and  kicks  off  tasks  on 
multiple  servers  to  access  data. 
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Stratus  to  position 
minis  as  gateways 

New  strategy  key  to  company’s  plan  to  offer 
customers  distributed  OLTP  monitoring  software. 


By  Jim  Brown 

Senior  Editor 

MARLBOROUGH,  Mass.  — 
Stratus  Computer,  Inc.  recently 
announced  plans  to  position  its 
fault-tolerant  line  of  minicom¬ 
puters  as  communications  gate¬ 
ways  in  on-line  transaction  pro¬ 
cessing  (OLTP)  networks. 

The  company’s  two-pronged 
strategy  is  aimed  at  positioning 
its  processors  to  route  transac¬ 
tions  between  vendors’  client  ap¬ 
plications  and  host-based  data 
base  management  systems. 

Long-range,  the  company 
plans  to  offer  users  distributed 
OLTP  monitoring  software.  This 
will  enable  customers  to  build  cli¬ 
ent/server  applications  in  which 
a  Stratus  processor  accepts  a  user 
request  for  data  and  automatical¬ 
ly  generates  the  transactions 
needed  to  extract  the  informa¬ 
tion  from  multiple  DBMSs  on  dif¬ 
ferent  brands  of  servers. 

The  Stratus  processor  then  as¬ 
sembles  the  data  and  feeds  it  to 
the  client  (see  graphic,  this 
page) .  The  package  is  expected  to 
be  available  next  year. 

In  the  interim,  Stratus  is  re¬ 
selling  Scientific  Software,  Inc.’s 
Network  Express  software.  This 
will  enable  users  to  position  Stra¬ 
tus  processors  as  protocol  con¬ 
verters,  providing  access  to  vari¬ 
ous  mainframe  data  bases  for 
terminals  or  local-area  network- 
attached  devices. 

“Users  want  many  different 
kinds  of  devices  networked  to¬ 
gether  to  perform  operations 
that  were  formerly  done  on  main¬ 
frames  or  minicomputers,"  said 
William  Foster,  Stratus'  president 
and  chief  executive  officer.  “Stra¬ 
tus  will  have  a  role  to  play  by  pro¬ 


viding  a  continuously  available 
server.” 

Central  to  Stratus’  plans  is  its 
promise  to  provide  a  distributed 
OLTP  monitor  to  support  applica¬ 
tions  that  enable  a  client  to  issue 
a  single  request  for  data,  which 
maybe  on  several  hosts. 

For  example,  users  can  build 
an  order  entry  application  that 
enables  a  clerk  to  enter  a  custom¬ 
er  number  and  the  quantity  of  a 
product  order  into  a  workstation 
running  the  client  portion  of  the 
application.  That  request  would 
be  forwarded  to  the  Stratus  pro- 


r 

VJentral  to  Stratus’ 
plans  is  its  promise  to 
provide  a  distributed 
OLTP  monitor. 

AAA 


cessor,  where  the  distributed 
OLTP  monitor  kicks  off  a  series  of 
transactions  needed  to  pool  in¬ 
formation  from  one  or  more 
hosts. 

This  enables  the  Stratus  pro¬ 
cessor  to  collect  the  customer’s 
name  and  address  from  a  data 
base  on  one  vendor’s  host,  the 
customer’s  credit  history  from 
another  and  query  an  inventory 
data  base  on  a  third  to  see  if  the 
desired  quantity  of  a  product  is  in 
stock.  The  distributed  OLTP  soft¬ 
ware  will  then  pass  this  informa¬ 
tion  back  to  the  client. 

Stratus  said  it  will  use  software 
(continued  on  page  17) 
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22  reasons 

why 

Network 

World 

is  the  best 
networking 
publication 
in  America 


According  to  The  Adams  Company 
Internetworking  Pilot,  Network  World 
readers  are  more  involved  in  purchasing 
enterprise  networking  products  and 
services  in  the  22  critical  areas  listed 
than  readers  of  Communications  Week, 
Data  Communications  and  Networking 

Management. 

Our  150,000  readers  find  all  the 
networking  information  they  need  in 
Network  World.  It’s  no  wonder  the 
most  recent  Wall  Street  Journal/  ICA 
Member  study  voted  Network  World  its 
members’  most  important/useful 
networking  publication. 

To  influence  150,000  powerful  buyers, 
advertise  your  products  and  services  in 
Network  World.  Call  1-800-622-1108 

today. 


Network  World  Readers  . . . 
involved  in  the  purchase 

1.  Establish  networking/communications  requirements  for 
company  or  department. 

2.  Authorize  or  approve  the  purchase  of  networking  or 
communications  hardware,  software  or  systems. 

3.  Integrate  CPUs  from  multiple  vendors  into  networked 
systems. 

4.  Personal  involvement  in  the  purchase  of  voice  commu¬ 
nications  equipment,  services  or  software. 

5.  Personal  involvement  in  the  purchase  of  local-area  networks 
(including  LAN  operating  systems). 

6.  Personal  involvement  in  the  purchase  of  bridges,  routers 
gateways/wide-area  networks. 

7.  Personal  involvement  in  the  purchase  of  private  networks. 

Network  World  Readers ... 
use  and  plan  to  purchase 

8.  Single-department  LANs  currently  in  use  at  location. 

9.  Multi-department  LANs  currently  in  use  at  location. 

10.  Modems  under  9600  BPS  planned  for  purchase 
over  the  next  12  months. 

11.  Protocol  converters  planned  for  purchase  over  the  next 
12  months. 

12.  Wide-area  networks  currently  in  use  at  location. 

13-  Wide-area  networks  planned  for  purchase  over  the 

next  12  months  (tied  for  first). 

14.  Bridges,  routers  or  gateways  planned  for  purchase  over 
the  next  12  months. 

15.  T-l  or  T-3  networks  currently  in  use  at  location. 

16.  Micro-mainframe  emulation  boards  currently  in  use  at 
location. 

Network  World  Readers ... 
largest  companies,  biggest  budgets, 
power  to  spend  I 

17.  Personally  involved  in  spending  over  $100K  on  voice 
communications  systems  in  the  past  12  months. 

18.  Can  authorize  expenditures  in  excess  of  $25K  for  com¬ 
puter,  networking  or  communications  equipment  or 
software. 

19.  10  or  more  internetworked  sites  in  organization. 

20.  1,000  or  more  employees  in  organization. 

21.  More  than  $1  billion  in  total  company  sales. 

22.  Management  responsibility/networking  or  communications 
job  function. 
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Stratus  to  position 
minis  as  gateways 

continued from  page  15 

now  under  development  by  Transarc  Corp. 
to  build  its  distributed  OLTP  monitor, 
which  will  also  support  the  Open  Software 
Foundation’s  Distributed  Computing  Envi¬ 
ronment.  While  distributed  OLTP  monitor¬ 
ing  software  is  not  yet  available,  users  in 
Fortune  500  companies  are  already  begin¬ 
ning  to  examine  the  architectures  that 
Stratus  and  other  vendors  such  as  IBM, 
Hewlett-Packard  Co.,  NCR  Corp.  and  Un¬ 
isys  Corp.  have  announced. 

“Users  are  looking  to  make  distributed 
OLTP  topology  and  software  tool  decisions 
this  year,”  said  Peter  Kastner,  vice-presi¬ 
dent  at  the  Aberdeen  Group,  a  consulting 
and  market  research  firm  in  Boston.  How¬ 
ever,  they  will  not  start  building  distribut¬ 
ed  OLTP  applications  until  1993  or  1994, 
he  added. 

Stratus’  plans  fit  in  well  with  those  of 
other  vendors  and  match  emerging  end- 


VSAT  net  helps 
stores  save’n  serve 

continued  from  page  15 

because  it  enabled  the  company  to  lock  in  a 
fixed  price  for  the  network  and  to  have 
central  management  control,  he  added. 

By  the  end  of  this  month,  Pay’N  Pak's 
VSAT  network  will  link  its  data  center  here 
to  at  least  60  of  the  company’s  102  stores, 
which  are  located  in  14  Western  and  Mid¬ 
western  states. 

The  network  is  anchored  by  a  used 
earth  station  acquired  from  GTE  Spacenet 
Corp.  along  with  the  rest  of  the  VSAT  net 
for  an  undisclosed  price. 

For  now,  point-of-sale  data  applica¬ 
tions  such  as  price  lookup  and  on-line 
credit  card  verifications  are  beamed  to  the 
earth  station  at  9-6K  bit/sec,  although  the 
network  supports  speeds  up  to  56K  bit/ 
sec,  Dunn  said. 

Even  at9-6Kbit/sec,  however,  the  cred¬ 
it  card  verification  process  will  be  cut  from 
as  long  as  a  minute  to  about  eight  seconds, 
he  said.  For  credit  card  authorizations,  the 
VSAT  net  is  linked  via  a  9-6K  bit/ 
sec  leased  line  to  SeaFirst  Corp.,  a  large  re¬ 
gional  bank. 

The  VSAT  network  also  supports  broad¬ 
cast  video  applications,  Dunn  said.  Video  is 
being  used  to  broadcast  speeches  from  top 
executives  to  employees  at  remote  sites 
and  for  training  purposes,  he  said. 

Later  this  year,  Apple  Computer,  Inc. 
Macintosh  microcomputers  at  Pay’N  Pak’s 
retail  sites  will  be  tied  into  the  VSAT  net  to 
support  a  computer-aided  design  applica¬ 
tion  that  the  retailer  has  deemed  strategic 
to  set  it  apart  from  competitors. 

Currently,  customers  using  Pay’N  Pak’s 
customized  Macintosh  software  can  graph¬ 
ically  construct  three-dimensional  kitchen 
cabinet  and  bathroom  layouts  on  the  in¬ 
store  stand-alone  computers.  The  comput¬ 
ers  list  the  quantity  and  prices  of  compo¬ 
nents  used  in  the  graphic  construction  on 
the  screen  when  the  customer  chooses  a 
particular  cabinet  brand  from  multiple 
menus  on  the  Macintosh. 

Once  networked,  the  Macintoshes  will 
be  linked  to  inventory  and  pricing  infor¬ 
mation  on  an  IBM  Application  Sys¬ 
tem/400  here  to  give  customers  in  stores 
the  most  up-to-date  merchandise  informa¬ 
tion. 

The  net  is  backed  up  by  a  GTE  Spacenet 
hub  site  in  Chicago.  □ 


user  needs,  said  Richard  Schreiber,  presi¬ 
dent  of  The  Standish  Group  International, 
Inc.,  an  OLTP  consulting  firm  in  Hyannis, 
Mass.  “But  you’re  still  talking  futures.  Dis¬ 
tributed  transaction  processing  won’t  real¬ 
ly  take  off  until  1994.  You’ll  be  looking  at 
piloting  going  on  for  the  next  few  years.” 

Until  then,  users  such  as  Blue  Cross  and 
Blue  Shield  of  Massachusetts  are  using  Net¬ 
work  Express  to  build  applications  that 
link  disparate  systems. 

Network  Express  enables  users  to  build 
applications  running  on  a  Stratus  proces¬ 
sor  that  receive  data  from  a  client  support¬ 
ing  one  network  protocol  and  route  it  to  a 
DBMS  on  a  host  supporting  a  different  net 
protocol. 

The  health  insurance  company  is  using 


Network  Express  so  that  hospitals  and  oth¬ 
er  health  care  providers  can  use  their  own 
microcomputers  or  terminals  to  access 
IBM  or  Honeywell,  Inc.  mainframes  in  or¬ 
der  to  validate  a  policy  or  file  a  claim,  said 
George  Mey,  director  of  provider  automa¬ 
tion  for  Blue  Cross  and  Blue  Shield.  This 
will  obviate  the  need  for  health  care  pro¬ 
viders  to  use  a  dedicated  terminal,  which 
Blue  Cross  and  Blue  Shield  currently  pro¬ 
vides  for  accessing  host  data. 

Analysts  agreed  that  Stratus’  two¬ 
pronged  strategy  will  help  better  position 
its  systems  in  transaction  processing  nets. 
“Stratus  is  best  suited  as  a  network  front 
end  or  gateway  machine,”  Kastner  said. 

The  firm  can  bring  value  to  transaction 
processing  nets  by  providing  fault-tolerant 


systems  that  have  redundant  CPUs  and 
other  components  that  can  take  over 
chores  when  primary  CPUs  or  components 
fail.  “Stratus  is  positioning  its  systems  as 
fault-tolerant  servers  or  central  nodes  in 
enterprise  nets,”  said  David  Evancha,  di¬ 
rector  of  research  at  WorkGroup  Technol¬ 
ogies,  a  Hampton,  N.H.,  consultancy. 

Stratus’  efforts  to  provide  interopera¬ 
bility  among  various  vendors’  systems  fits 
well  with  user  strategies  to  build  multiven¬ 
dor  OLTP  networks,  Evancha  said.  “As 
companies  move  more  toward  enterprise¬ 
wide  networking,  they  are  going  to  need 
some  type  of  central  server  to  handle  the 
wide  range  of  systems  they  are  intercon¬ 
necting.  And  that  central  server  will  need 
to  be  fault-tolerant.”  □ 


PowerTbols 

NYNEX  ALLINK™  Operations  Coordinator 

The  Rule  Based  Integrated  Network  Management  Solution  That  Gives  You 

Tools  To  Change  The  Rules. 


When  we  first  created  NYNEX  ALLINK  Operations 
Coordinator,  we  gave  it  artificial  intelligence  and  a  set 
of  programming  tools.  In  return,  we  got  the  power 
to  tailor  the  exact  integrated  network  management 
solution  you  need  for  your  heterogenous  mix  of 
network  management  systems. 

Now  we've  added  a  new  set  of  tools  that  give 
you  this  power. 

As  your  network  changes,  our  Rule  Base  Editor  allows 
you  to  modify  ALLINK’s  generic  rule  base  to  suit  the 
changing  demands  of  your  network.  You  can  even 
change  the  information  ALLINK  presents  from  the 
various  subnetwork  managers  on  your  network  with 
our  Subnetwork  Handler  Editor.  Or  the  way  ALLINK 
organizes  multiple  real  time  graphical  views  of  your 
network's  status  on  a  single  screen  using  ourView  Editor. 
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You  accomplish  this  custom  tailoring  through  a  set  of 
simple  choices.  The  menu  format  is  fast,  efficient  and 
easy-to-do. 

No  other  network  management  system  gives  you  this 
degree  of  flexibility  and  control. 

The  one-of-a-kind  NYNEX  ALLINK  Operations 
Coordinator.  It's  the  complete  solution  to  your 
current  needs.  It  grows  and  evolves  with  your 
network.  And  it  provides  a  path  to  the  OSI  network 
management  standards  of  tomorrow. 


NYNEX  ALLINK 

The  One-of-a-Kind  Integrated 
Network  Management  System 
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ALARM  DESCRIPTION 
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I  BOARD  DOWN 
I  BOARD  DOWN 
I  BOARD  DOWN 

i BIT  ERROR  RATE  ABOVE  THRESHOLD 


>  ,'v'VV  :  :  /'V:  ;• 


I  LOCATION 
I  CABINET  3-HDQ 
|Mux*Loc2 
ILocation*l 
IMu:-:*Loc2 
I  Mux*Loc2 
IMux*Loc2 
IMux*DC 


To  find  out  more,  call: 
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May  8-9, 1991  •  New  York  City 


The  First  iii  a  Series  of 
Vertical  Industry7  Network 
Conferences. 


Held  in  conjunction  with  the  Communications 
Managers  Association  (CM A)  and.  the  Wall 
Street  Telecommunications  Association 
( WSTA).  CM  A  and  WSTA  members  receive 
a  special  discount.  Call  (508)  470-3880 
for  details. 


The  Product  Showcase 
at  The  Financial  Networks 
Conference  gives  you  the 
opportunity  to  interact  wit) 
top  networking  vendors  to 
gain  the  product  education 
and  information  you  rood 
to  make  key  product 
purchasing  decisions. 

3Com  Corporation 
A+  Networking  Solutions 
Amtrak  Fiber  Express 


Gain  the  Insights  and  Information 
You  Need 

Financial  network  executives  lace  unique 
problems  and  challenges.  The  Financial 
Networks  Conference  was  designed  by  users 
for  users  to  address  those  specific  problems 
and  challenges  head-on.  This  conference 
provides  you  with  a  diverse  mix  of  viewpoints 
on  the  management  concerns  and  technol¬ 
ogy  issues  shaping  the  financial  networks 
world.  Over  20  top  network  executives, 
consultants  and  analysts  from  the  financial 
industry  will  tell  you  about  their  real-world 
experiences  and  give  you  the  practical, 
how-to  advice  you  need  to  compete  in 
the  1990s. 

The  Issues  are  HOT... 

■  How  to  develop  winning  long-term  financial 
network  strategies 

■  Benefits  of  financial  network  partnerships 

"  Does  outsourcing  your  network  make  sense? 

■  How  to  negotiate  custom  network  contracts 

•  Ways  you  can  control  market  data  feed  costs 

*  How  to  build  integrated  financial  network 
platforms 

■  How  to  implement  effective  international 
networks 

■  How  to  prepare  for  24-hour  trading  and 
automated  trading 

•  Disaster  planning  and  recovery  strategies 

*  How  to  get  an  iron  grip  on  costs 

To  register  or  to  receive  a  complete 
brochure  call  Digital  Consulting  at 
(508)470-3880. 


General  Corp. 

Digicom  Systems 
incorporated 

GTE  Spaceoet  Corporation 
JWP  information  Systems, 
Network  Services  Group 


Network  Systems 
Corporation 


A10WN 


Network  World  and  Digital  Consulting,  Inc.  present 
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LOCAL  NETWORKING 

PC  AND  TERMINAL-TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“T 

in  most  cases, 
the  security  provided 
in  [Novell,  Inc.’s] 
NetWare  and 
[Microsoft  Corp.’s] 

LAN  Manager  is 
sufficient.  You  can 
implement 
tremendously  secure 
systems  with  these 
operating  systems.  It 
just  makes  me  angiy 
that  most  people  don’t 
use  them.” 

Cheryl  Currid 

Founder 
Cheryl  Currid  and  Co. 

Houston 
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Digital  Communica¬ 
tions  Associates,  Inc. 
(DCA)  has  announced  that 
from  nowon  it  will  bundle  He¬ 
lix  Software  Co.’s  Netroom 
software  —  a  memory  relief 
package  —  with  its  lOBaseT 
family  of  local-area  network 
adapters. 

According  to  Alpharetta, 
Ga. -based  DCA,  the  addition  of 
Netroom  will  enable  users  to 
move  part  or  all  of  their  work¬ 
station  LAN  software  out  of 
conventional  memory  and 
into  expanded  memory,  free¬ 
ing  space  for  applications. 

DCA  also  enhanced  its  DCA 
lOBase  Twisted  Pair,  lOBase 
Coax  and  lOBase  Fiber  Optic 
network  adapters  by  including 
drivers  for  non-DCA  LAN  op¬ 
erating  systems  such  as  Micro¬ 
soft  Corp.’s  LAN  Manager  2.0, 
Banyan  Systems,  Inc.’s  VINES 
4.0,  and  Novell,  Inc.’s  Net¬ 
Ware  2.X  and  3  X  series. 

The  adapters  also  include 
DCA’s  new  10BEUI,  which  is  a 
Network  Basic  I/O  System  Ex¬ 
tended  User  Interface-com¬ 
patible  with  the  3Com  Corp./ 
Microsoft  Network  Driver  In¬ 
terface  Specification  for  LAN 
adapters. 

Pricing  for  the  lOBase 
Twisted  Pair,  lOBase  Coax 
and  lOBase  Fiber  Optic  adapt¬ 
ers  starts  at  $279,  $199  and 
$795,  respectively.  All  adapt¬ 
ers  are  available  now .  □ 


IBM  maintains  token-ring  dominance 


1990  token-ring  PC  network  interface  card  shipments  worldwide 
4M  bit/sec  1 6M  bit/sec 


Western  Madge 

Digital  Corp.  Networks,  Ltd. 


Total  shipments:  1.081  million 


Other  Olicom  USA,  Inc. 

1.0%  - 1.7% 


Proteon,  Inc. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  INTERNATIONAL  DATACORP..  FRAMINGHAM.  MASS. 


3Com  intros  high-power 
adapter  for  unshielded  nets 

16-bit  card  tops  3Com  EtherLink  16  product  line. 


By  Caryn  Giliooly 

Senior  Editor 

SANTA  CLARA,  Calif.  —  3Com 
Corp.  recently  introduced  its 
EtherLink  16  TP,  a  1 6-bit  Ether¬ 
net  adapter  for  lOBaseT  twisted¬ 
pair  networks. 

According  to  Dave  DePuy,  di¬ 
rector  of  marketing  for  3Com’s 
network  adapter  division,  the 
EtherLink  16  family  outperforms 
1 6-bit  adapters  from  competi¬ 
tors.  He  added  that  the  EtherLink 
16  TP  also  outperforms  and  is 
more  flexible  than  the  rest  of 
3Com’s  EtherLink  16  family. 

DePuy  based  his  performance 


z 

^/Com  has  combined 
several  advances  that 
have  resulted  in 
increased  throughput. 

AAA 


claims  on  a  study  conducted  by 
LanQuest  Labs  of  San  Jose,  Calif., 
in  which  3ConTs  network  inter¬ 
face  cards  had  higher  throughput 
rates  than  cards  from  Gateway 
Communications,  Inc.,  Novell, 
Inc.,  Tiara  Communications  Sys¬ 
tems,  Inc.  and  Western  Digital 
Corp. 

LanQuest  tested  five  high-per¬ 
formance,  1 6-bit  Ethernet  adapt¬ 
ers  —  one  from  each  company  — 
with  three  local-area  network  op¬ 
erating  systems.  In  a  Novell  Net¬ 
Ware  286  Version  2.15  environ¬ 
ment,  the  study  found  that 
3ConTs  card  had  a  throughput  of 


about  1,025K  byte/sec;  the  clos¬ 
est  competitor,  Western  Digital, 
came  in  at  about  970K  byte/sec. 

The  throughput  difference 
was  even  greater  in  other  LAN  en¬ 
vironments,  writh  the  3Com  card 
in  a  3  +  Open  Version  1 . 1  envi¬ 
ronment  providing  almost  300K 
byte/sec  more  than  its  closest 
competitor. 

“Overall,  we  found  EtherLink 
16  to  have  excellent  perfor¬ 
mance,’’  the  study  concluded. 

As  a  result  of  several  enhance¬ 
ments,  the  new  twisted-pair  ver¬ 
sion  of  the  adapter  outperforms 
3ConTs  existing  1 6-bit  adapters, 
DePuy  said.  The  individual  en¬ 
hancements  are  not  new  —  com¬ 
petitors  have  offered  similar 
components  before  —  but  3Com 
has  combined  several  advances 
that  have  resulted  in  increased 
throughput. 

First,  according  to  DePuy,  is 
the  card’s  1 6-bit  shared  memory 
bus.  Most  interface  cards,  includ¬ 
ing  the  existing  EtherLink  16 
boards,  use  either  programmed 
I/O  or  shared-memory  buses. 
With  programmed  I/O,  the  inter¬ 
face’s  memory  is  shared  among 
I/O  devices;  with  shared  memo¬ 
ry,  it  is  shared  only  between  the 
adapter  and  the  host. 

Because  memory  handshakes 
between  I/O  devices  are  much 
slower  than  those  between  the 
adapter  and  the  host,  more  trans¬ 
actions  can  occur  in  a  specified 
period  of  time,  thus  throughput  is 
increased. 

DePuy  also  said  the  EtherLink 
16  TP  uses  an  Intel  Corp.  82586 
chip  for  data-link  control,  which 
has  a  faster  clock  speed  than  Na¬ 
tional  Semiconductor  Corp.’s 
(continued  on  page  20 ) 


Users  wary  of  moving 
applications  to  LANs 

Some  managers  express  concerns  about  benefits, 
risks  involved  in  downsizing  from  larger  systems. 


By  Timothy  O’Brien 

West  Coast  Bureau  Chief 

Despite  advances  in  LAN  tech¬ 
nology,  downsizing  has  not  taken 
root  at  many  companies  because 
of  some  lingering,  deep-seated 
concerns  held  by  corporate  and 
information  systems  (IS)  execu¬ 
tives. 

Users  and  analysts  say  many 
managers  are  leery  about  moving 
mission-critical  business  applica¬ 
tions  to  local-area  networks  from 
larger  systems  because  they  are 
worried  about  maintaining  con¬ 
trol  and  security  in  the  LAN  envi¬ 
ronment.  They  are  also  con¬ 
cerned  with  the  lack  of  adequate 
LAN  management  tools. 

In  addition,  some  users  say  ba¬ 
sic  assumptions  about  downsiz¬ 
ing  benefits  remain  unproven 
and  many  are  wrestling  with  a 
thorny  political  issue.  The  prolif¬ 
eration  of  desktop  devices  and 
the  advent  of  LANs  have  posed  a 
threat  to  existing  organizational 
structures,  as  well  as  operations 
that  MIS  groups  have  spent  de¬ 
cades  automating. 

Downsizing  can  force  compa¬ 
nies  to  reexamine  the  way  they  do 
business,  which  makes  the 
change  difficult  and  more  far- 
reaching. 


“For  downsizing,  manage¬ 
ment  must  make  a  clean  break 
from  applications  cast  in  con¬ 
crete.  That  means  living  on  the 
edge,’’  contends  Aaron  Zornes, 
vice-president  of  the  META 
Group,  a  consulting  firm  in  West- 
port,  Conn. 


“M 

IT  Aanagement  is 
not  willing  to  take  that 
big  a  risk,”  said 
Brice  Bonwill. 
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“LANs  are  not  ready  for  prime 
time  yet.  Management  is  not  will¬ 
ing  to  take  that  big  a  risk,”  added 
Brice  Bonwill,  president  of  Sys¬ 
tems  and  Network  Solutions,  a 
mainframe/LAN  application  con¬ 
sulting  firm  in  Washington,  D.C. 

Jack  Watts,  a  senior  analyst 
who  has  been  involved  in  devel¬ 
oping  a  trial  LAN-based  financial 
application  for  Westinghouse  De¬ 
fense  &  Electronics  Systems  Co. 
( continued  on  page  20 ) 
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Chipcom  offers  token-ring 
module  for  its  LAN  hub 


By  Eric  Smalley 

Senior  Editor 

SOUTHBOROUGH,  Mass.  — 
Chipcom  Corp.  has  jumped  into 
the  token-ring  market  with  the 
introduction  of  a  token-ring  mod¬ 
ule  for  its  local-area  network  wir¬ 
ing  hub. 

Chipcom’s  Token  Ring  Multi¬ 
station  Access  Unit  Module  is  an 
eight-port  interface  for  the  com¬ 
pany’s  ONline  System  Concentra¬ 
tor.  As  many  as  1 6  of  the  modules 
can  be  configured  in  each  con¬ 
centrator,  allowing  as  many  as 
128  token-ring  workstations  per 
concentrator. 

A  single  ONline  System  Con¬ 
centrator  can  be  configured  with 
both  token-ring  and  Ethernet 
modules.  The  current  ONline 
Ethernet  management  module 
can  also  be  used  to  configure  and 
collect  statistics  for  the  token¬ 
ring  module  but  cannot  monitor 
or  collect  performance  statistics 


for  it,  according  to  Frank  Fuller, 
senior  product  manager  at  Chip¬ 
com. 

The  Token  Ring  Multistation 
Access  Unit  Module  supports 
shielded  and  unshielded  twisted¬ 
pair  wiring  at  distances  as  long  as 
275  meters  for  shielded  cable  and 
1 00  meters  for  unshielded  cable. 

The  module  includes  automat¬ 
ic  ring  wrap,  which  allows  the 
network  to  function  if  a  link  to  an 
end  node  fails,  and  ring-in/ring- 
out  ports  for  connecting  the  con¬ 
centrator  to  other  token-ring 
nets.  The  module  can  also  be  add¬ 
ed  or  removed  from  a  concentra¬ 
tor  without  requiring  that  the 
concentrator  be  shut  off,  accord¬ 
ing  to  Chipcom  officials. 

The  Token  Ring  Multistation 
Access  Unit  Module  is  expected  to 
be  available  in  May  at  a  cost  of 
$1,195. 

For  more  information,  contact 
Chipcom  at  (508)  460-8900.  □ 
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3Com  intros  adapter 
for  unshielded  nets 

continued  from  page  19 

8390  chip  used  in  competitors’  adapters 

and  in  the  rest  of  3Com’s  EtherLink  family. 

“We  are  targeting  users  with  386  or 
486  machines  —  high-performance  cards 
for  high-performance  machines,”  DePuy 
said. 

He  also  said  the  EtherLink  16  TP  cards 
are  more  flexible  than  those  of  its  competi¬ 
tors.  Although  they  were  designed  for 
standard  lOBaseT  networks,  they  can 
communicate  with  prestandard  hubs,  such 
as  SynOptics  Communications,  Inc.’s  Lat- 
tisNet  and  others  from  AT&T,  David  Sys¬ 
tems,  Inc.  and  Hewlett-Packard  Co. 


“lOBaseT  was  only  approved  in  Sep¬ 
tember  1990,”  DePuy  said.  “SynOptics 
has  been  shipping  its  [LattisNet  unshielded 
twisted-pair]  hub  since  1987.  [They]  have 
shipped  about  half  a  million  prestandard 
ports.” 

According  to  DePuy,  the  cards  come 
with  optional  jumpers,  or  switches  that 
control  voltage,  which  can  be  configured 
to  accept  signals  from  each  of  its  prestan¬ 
dard  products.  This  will  enable  users  to 
employ  3Com  adapters  with  existing  hubs. 

Users  seemed  enthusiastic  about  the 
new  offering.  “It  looks  like  this  is  the  only 
card  we’ll  put  in  our  386  machines  because 
of  its  speed  and  [ease  of]  configuration,” 
said  Claude  King,  senior  systems  program¬ 
mer  at  the  University  of  Florida’s  College 


of  Journalism  and  Communications  in 
Gainesville. 

According  to  King,  the  organization 
tested  3 Corn’s  adapter  against  Western 
Digital’s  —  and  3Com’s  was  faster.  “Was  it 
the  card  or  the  driver?  We  don’t  know.  We 
only  know  the  final  product  was  faster,” 
he  said. 

Scott  Hayes,  network  engineer  at  Word¬ 
Perfect  Corp.  in  Orem,  Utah,  mentioned 
the  same  two  characteristics.  “We’re  still 
testing  it,  but  so  far,  it’s  a  lot  speedier  than 
[3Com’s  other  16-bit]  card,”  he  said.  “And 
you  can  change  configurations  on  the  fly; 
that’s  good.” 

EtherLink  1 6  TP  is  available  now  for 
$479  per  single  adapter  and  $2,195  for  a 
five  pack.  □ 


CN  WEST: 

IT  MEANS  THE  WORLD 
TO  YOUR  BUSINESS 


When  the  success  of  your  business  depends  on  worldwide  communications, 
the  speed,  capacity  and  productivity  of  your  network  is  critical.  You  need 
the  latest  networking  solutions  available  today  and  you‘11  find  them  at 

Communication  Networks  (CN)  West  Exposition  and  Conference,  July  15-18 
at  the  Moscone  Center,  San  Francisco. 

“ Going  Global  With  Intelligent  Networks ”  is  the  conference  theme  of  Communication  Networks  West.  And  in  just 
four  days,  you’ll  learn  the  strategies,  services,  techniques  and  technologies  essential  to  increase  the  operating  efficiency 
of  your  global  network  -  and  sharpen  your  competitive  edge  in  the  worldwide  business  arena. 

Over  70  sessions  will  focus  on  9  critical  areas  of  networking.  Choose  from  basic, 
intermediate  and  advanced  level  training  in:  Network  Technology  and  Services  •  Network 
Management  Systems,  Services  and  Strategies  •  Managing  and  Operating  Global 
Networks  •  Doing  Business  in  the  Global  Environment  •  US  Regulatoiy  Update: 

Pacific  Coast  Perspective  •  Internetworking:  Connecting  LAN  and  WAN  •  Advanced 
Network  Applications  •  Protecting  the  Network  •  What’s  New? 


10  full-day  tutorials  will  help  you  discover  practical  solutions  to  the 

networking  challenges  you’re  facing  today.  These  in-depth  training  courses  are 
designed  to  expand  your  technical  knowledge  and  problem  solving  abilities 
on  a  wide  range  of  topics:  from  Strategic  Planning  in  Telecommunications  . . 
to  Internetwork  Design  and  Implementation  ...  to  Advanced 
Broadband  Networks  and  more. 

Let  the  CN  West  Exposition  and  Conference,  with  over  150  leading  manufacturers  showcasing  the  newest,  most 
advanced  networking  solutions  help  you  improve  your  network  operations  around  the  world. 

To  receive  complete  conference  details,  return  coupon  below  or  FAX:  508-872-8237. 

For  additional  information,  call  TOLL  FREE  800-225-4698  or  508-879- 
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July  15-18, 1991 
Moscone  Center 


Discover  New  Solutions  for  Global  Networking 

CH  Yes,  please  rush  me  complete  conference  and  exposition  information. 

□  Yes,  I'  m  interested  in  exhibiting.  Please  send  me  more  information. 
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Name 


Title 


Company . 


Address 
City  _ 


Country . 


_  State/Province 

Telephone  ( _ )  _ 


Zip/Postal  Code . 


Mail  to:  Communication  Networks,  P.O.  Box  9107,  Framingham,  MA  01701-9107.  FAX:  508-872-8237. 


Users  wary  of 
moving  applications 

continued from  page  19 
in  Baltimore,  acknowledged  that  manage¬ 
ment  approval  to  downsize  complex  appli¬ 
cations  will  come  slowly. 

“If  we  went  back  and  analyzed  the  hard¬ 
ware  and  the  intensive  I/O  requirements 
of  a  test  application  we  did,  maybe  we 
would  have  seen  that  moving  to  the  LAN 
was  not  the  best  idea,”  explained  Watts. 

The  National  Education  Association 
(NEA)  in  Washington,  D.C.,  has  imple¬ 
mented  LANs  in  its  headquarters  and  in  the 
offices  of  many  state  affiliates.  Through 
the  LANs,  personal  computer  users  can  ac¬ 
cess  a  membership  data  base  that  resides 
on  a  mainframe. 

Ken  Pannell,  associate  manager  of  the 
NEA’s  data  center,  said  management  has 
not  downsized  the  membership  data  base 
to  the  LAN  for  several  reasons. 

‘  ‘Their  chief  concern  is  the  reliability  of 
the  data.  On  the  mainframe,  it  can  be  kept 
better  organized,  more  current  and  more 
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e  have  to  let  people 
know  about  the  tools  and  the 
approaches  that  are  now 
available,”  Walker  said. 
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secure.  And  we  don’twant  to  lose  that  con¬ 
trol,”  he  said. 

Karl  Thornton,  manager  of  technical 
services  for  SmithKline  Beecham  in  Phila¬ 
delphia,  said  management  believes  it 
would  take  years  to  develop  a  staff  with  the 
skills  required  to  downsize  core  business 
applications.  As  a  result,  the  company  has 
adopted  a  two-tier  approach  to  applica¬ 
tions. 

Existing  applications  will  remain  on 
larger  systems,  and  new  applications  will 
be  targeted  to  LANs.  “It’s  a  gradual  transi¬ 
tion.  We’re  going  to  start  slowly,”  he  ex¬ 
plained. 

Transamerica  Commercial  Finance  is 
actually  looking  to  move  a  partially  down¬ 
sized  application  back  to  the  mainframe. 
The  company  may  take  segments  of  a  cus¬ 
tom  financial  application  running  on  LANs 
in  13  offices  and  move  them  to  an  IBM 
3090  to  maintain  compatibility  and  con¬ 
trol  across  divisions. 

Microsoft  Corp.’s  Dwayne  Walker,  a  se¬ 
nior  product  business  manager  in  the  Serv¬ 
er  Applications  Group,  acknowledged  that 
not  enough  is  known  about  downsizing.  He 
said  early  efforts  at  downsizing  often  re¬ 
quired  homegrown  tools  or  major  re¬ 
sources  to  get  the  job  done.  With  new  soft¬ 
ware  development  tools  being  introduced, 
Walker  is  confident  these  efforts  will  now 
be  smoother. 

“Education  is  the  next  hurdle.  We  have 
to  let  people  know  about  the  tools  and  the 
approaches  that  are  now  available,”  Walk¬ 
er  said. 

At  DB/Expo  ’91  in  San  Francisco  last 
week,  Dwight  Davis,  director  of  marketing 
at  Novell,  Inc.’s  Developmental  Products 
Division  in  Austin,  Texas,  agreed  that  edu¬ 
cation  is  vital  to  promote  downsizing  and 
client/server  computing.  “Management 
doesn't  buy  technology;  they  buy  a  solu¬ 
tion  to  a  problem,”  Davis  said.  □ 
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Worth  Noting 


central 
[electronic  data 
interchange]  gateway 
can  handle 
communications  but 
not  politics.” 

Sandy  Whitson 

EDI  business  manager 
Hewlett-Packard  Co. 

Palo  Alto,  Calif. 


ssociation 
Watch 

The  National  ROLM  Us¬ 
er’s  Group  annual  spring 
conference  will  be  held  from 
April  9  to  1 2  at  the  Fort  Lau¬ 
derdale  Marriott  Hotel  &  Mari¬ 
na  in  Florida. 

Two  of  the  primary  semi¬ 
nars  at  the  conference  will  dis¬ 
cuss  call  center  management 
and  private  branch  exchange- 
to-host  interfaces.  The  semi¬ 
nars  will  include  a  discussion 
ofRolm  Co.’s  new  and  existing 
product  offerings  in  these  ar¬ 
eas. 

The  cost  of  the  conference 
is  $225. 

For  more  information,  con¬ 
tact  Mary  Ann  Weider  at  (7 1 6) 
275-7352. 

Competition  for  the  1991 
Enterprise  Network  Excel¬ 
lence  (ENNE)  Awards  has 

officially  begun  as  nomina¬ 
tions  were  recently  issued  to 
more  than  2,000  companies 
serving  the  enterprise  net¬ 
working  industry. 

Sponsored  by  Network 
World  and  NetWorld  ’91,  the 
ENNE  Awards  program  con¬ 
ducts  an  annual  search  for 
firms  displaying  excellence 
within  the  industry. 

The  winning  entries  will  be 
those  applications  that  best 
emphasize  the  value  of  enter¬ 
prise  networks  in  a  business 
environment. 

ENNE  Awards  will  be  pre¬ 
sented  during  a  ceremony  at 
NetWorld  ’91  to  winners  in 
four  user  categories  —  global, 
national,  regional  and  single 
site.  In  addition,  an  award  will 
be  given  to  an  enterprise  inte¬ 
grator. 

For  more  information,  con¬ 
tact  Stephen  Yesenoskv  at 
(2 12)  972-0230.  □ 


Diagnosing  health  care  information  systems 

Are  hospitals  ahead  or  behind  other  businesses  in  applying  IS? 

Significantly  behind  I  ’  I  40% 

Somewhat  behind  I _ ]  43% 

About  equal  I  1  9% 

Somewhat  ahead  Q  5% 

Significantly  ahead  D  1  % 

Other  □  3% 


What  will  be  the  most  important  IS  issue  in  the  health  care 
industry  during  the  next  2  years? 

Integrating  existing _ 

departmental  systems  I  54%1 

Increasing  staff  acceptance  ~j  27% 

Computer-to-computer  reporting  j - 1  gQ^ 

Developing  cost-justification  , - _. 

models  I — -—3  °% 

Other  Q3% 

Percentages  exceed  100  due  to  rounding. 
Figures  were  based  on  responses  from  more  than  400  IS  managers  attending 
the  Healthcare  Information  and  Management  Systems  Society  (HIMSS) 
conference  in  February. 


IS  =  Information  systems 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SOURCE:  HIMSS.  CHICAGO. 
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Report:  Health  care  firms 
slow  to  apply  technology 

IS  execs  say  hospitals  lag  behind  other  businesses. 


By  Wayne  Eckerson 

_ Senior  Editor _ 

CHICAGO  —  An  overwhelm¬ 
ing  majority  of  information  sys¬ 
tems  (IS)  managers  in  the  health 
care  industry  believe  hospitals 
lag  behind  other  businesses  w  hen 
it  comes  to  applying  information 
technology,  according  to  a  recent 
survey. 

Nearly  85%  of  hospital  IS 
managers  surveyed  say  their 
medical  institutions  are  either 
somewhat  behind  or  significantly 
behind  other  businesses  in  de¬ 
ploying  information  technology. 
The  survey  was  jointly  sponsored 


I  n  the  past,  hospitals 
had  little  incentive  to  cut 
costs  and  improve 
operations  through  IS. 

▲  ▲A 


by  Hewlett-Packard  Co.  and  the 
Healthcare  Information  Manage¬ 
ment  and  Systems  Society 
(HIMSS),  a  4,000-member  divi¬ 
sion  of  the  American  Hospital  As¬ 
sociation,  based  here. 

The  survey  also  focused  on  the 
biggest  challenges  facing  hospi¬ 
tal  IS  managers  in  the  next  two 
years.  These  include  integrating 
existing  departmental  systems 
and  increasing  the  acceptance 
and  use  of  IS  by  medical  person¬ 
nel. 

The  survey  was  based  on  re¬ 
sponses  from  400  IS  managers 
attending  the  HIMSS  annual  con¬ 
ference  in  San  Francisco  last 


month.  More  than  three-quarters 
(79%)  of  the  respondents  work 
at  hospitals  with  over  250  beds. 

Other  significant  findings 
show: 

■  Hospitals  plan  to  invest  the 
bulk  of  their  IS  resources  in  de¬ 
veloping  patient  care  and  bedside 
systems  during  the  next  two 
years. 

■  Hospitals  only  partially  under¬ 
stand  the  potential  benefits  of  us¬ 
ing  emerging  open  computing 
standards  for  the  health  care  in¬ 
dustry  and  blame  vendors  for  not 
adequately  explaining  the  bene¬ 
fits  of  such  standards. 

■  Computer  systems  have  helped 
improve  the  financial  health  of 
hospitals. 

■  On-line  medical  records  and 
decision  support  systems  are  the 
two  technologies  that  will  have 
the  greatest  potential  for  improv¬ 
ing  hospital  services  in  the  future. 

Hospitals  playing  catch-up 

In  the  past,  hospitals  had  little 
financial  incentive  to  reduce 
costs  and  improve  operations 
through  the  innpvative  use  of  IS, 
according  to  John  Glaser,  presi¬ 
dent  of  HIMSS  and  senior  vice- 
president  of  Brigham  &  Women’s 
Hospital  in  Boston.  But  that  has 
changed. 

In  the  mid-1980s,  the  federal 
government  implemented  a  new 
Medicare  payment  plan  that  es¬ 
tablished  fees  for  every  medical 
procedure.  Those  fees  are  fixed, 
regardless  of  the  hospital’s  costs 
to  deliver  the  care,  Glaser  said. 

“Until  the  advent  of  the  new 
[Medicare]  payment  plan,  hospi¬ 
tals  didn’t  feel  a  real  need  to  look 
for  innovative  ways  to  apply  in¬ 
formation  technology  as  a  means 
( continued  on  page  22 ) 


Companies  strive  to 
consolidate  EDI  nets 

Firms  look  to  cut  costs,  offer  better  service  via 
centralized  operations,  standardized  systems. 


By  Wayne  Eckerson 

_ Senior  Editor _ 

Many  large  companies  are 
consolidating  their  disparate  EDI 
systems  and  managing  them  cen¬ 
trally  in  an  effort  to  offer  better 
customer  service  and  cut  costs. 

Supporting  multiple,  indepen¬ 
dent  electronic  data  interchange 
programs  duplicates  efforts  and 
aggravates  large  trading  partners 
that  have  to  spend  thousands  of 
dollars  customizing  EDI  systems 
in  order  to  communicate  with  dif¬ 
ferent  groups  within  the  same 
company,  EDI  users  say. 

To  bring  order  to  their  EDI 
programs,  companies  are  build¬ 
ing  centralized  gateways  —  mini¬ 
computers  or  mainframes  run¬ 
ning  communications  software 
—  to  handle  communications  to 
the  outside  world.  These  gate¬ 
ways  often  support  a  variety  of 
EDI  tools,  including  translation 
and  mapping  software,  as  well  as 
data  bases  of  trading  partner  pro¬ 


files  and  transaction  records. 

Translation  software  is  used 
to  convert  an  EDI  data  stream 
into  a  computer-readable  format. 
Mapping  software  distributes  or 
“maps”  the  translated  data  to  ap¬ 
propriate  records  and  fields  with¬ 
in  user  applications. 

“Many  companies  decide  to 
centralize  EDI  after  top  manage¬ 
ment  hears  complaints  from  trad¬ 
ing  partners  that  maintaining  a 
multiplicity  of  EDI  systems  and 
standards  has  made  it  more  ex¬ 
pensive  and  confusing  to  do  busi¬ 
ness  with  them,”  said  David  Tay¬ 
lor,  vice-president  and  director  of 
Inter-Enterprise  Systems  at 
Gartner  Group,  Inc.,  a  consulting 
and  market  research  firm  in 
Stamford,  Conn. 

Taylor  said  it  can  cost  trading 
partners  with  mainframe-based 
EDI  systems  anywhere  from 
$100,000  to  $2  million  to  sup¬ 
port  multiple  EDI  standards. 

( continued  on  page  22 ) 


GUIDELINES 


BY  ERIC  SCHMALL 

Net  contracts  need  legal 
as  well  as  IS  expertise 

When’s  the  last  time  you  hugged  your  corporate  attorney? 

In  a  competitive  industry  like  telecommunications,  in 
which  network  managers  engage  in  countless  contract  negotia¬ 
tions  with  vendors  and  carriers,  it’s  imperative  that  net 
managers  take  advantage  of  the  talents  of  their  corporate  legal 
departments. 

Traditionally,  network  managers  have  maintained  limited 
contact  with  corporate  lawyers.  Net  managers  usually  do  not 
consult  with  the  firm’s  lawyers  until  they  have  finished 
negotiating  a  contract  and  w'ant  the  legal  department  to 
approve  it.  While  this  approach  may  have  been  adequate  in  the 
days  prior  to  divestiture,  today’s  competitive  environment 
requires  that  lawyers  and  net  managers  establish  a  solid 
working  relationship. 

The  first  thing  that  net  managers  need  to  do  is  sit  down  with 
corporate  lawyers  and  establish  the  legal  definition  of  several 
networking  terms,  such  as  network  outage.  Once  such  defini¬ 
tions  are  determined,  they  can  be  worked  into  the  language  of 
network  contracts. 

In  addition,  network  managers  need  to  familiarize  corporate 
lawyers  with  the  nature  of  the  network  industry  and  keep  them 
abreast  of  new  developments.  Net  managers  should  explain  the 
structure  of  tariffs,  as  well  as  basic  voice  and  data  communica¬ 
tions  concepts,  among  other  things.  They  also  have  to  educate 
attorneys  about  the  mission  and  objectives  of  the  network 
department  and  the  nature  of  the  department's  relationships 
with  its  major  vendors. 

Once  net  managers  and  corporate  attorneys  begin  speaking 
the  same  language  and  working  in  concert,  they  can  be  a  more 

( continued  on  page  22 ) 
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Users  say  firms  aligning 
IS  to  better  serve  business 


By  Wayne  Eckerson 

_ Senior  Editor _ 

AMELIA  ISLAND,  Fla.  —  To 
maximize  the  benefits  of  infor¬ 
mation  technology,  users  are  re¬ 
structuring  their  information  sys¬ 
tems  (IS)  organizations  in  order 
to  make  them  more  responsive  to 
business  needs. 

IS  and  network  professionals 
at  many  companies  are  working 
closer  than  ever  with  business 
managers  to  redesign  business 
processes  and  more  effectively 
apply  information  technology, 
said  users  attending  a  recent  con¬ 
ference  here  sponsored  by  CIO 
Magazine. 

“If  you  wed  people  who  know 
the  business  and  people  who 
know  technology  and  let  them 
share  ideas,  there’s  no  limit  to 
what  they  can  achieve,”  said  Dud¬ 
ley  Cooke,  president  of  The  Exec¬ 
utive  Insight  Group,  Inc.,  a  con¬ 
sultancy  in  Bryn  Mawr,  Pa. 

E.I.  du  Pont  de  Nemours  &  Co. 
has  decentralized  its  IS  organiza¬ 
tion  in  an  effort  to  “stimulate  and 
enable  du  Pont’s  business  units  to 
maximize  the  benefits  of  infor¬ 
mation  technology  and  sys¬ 
tems,”  said  Raymond  Cairns,  se¬ 
nior  vice-president  of  IS  at  the 
Wilmington,  Del.,  chemical  con¬ 
glomerate. 

To  better  align  IS  and  business 
strategies,  du  Pont  has  farmed 
out  much  of  its  IS  staff  to  business 
units,  regional  groups  and  func¬ 
tional  groups,  such  as  finance  and 
accounting.  These  staffers  report 
to  business  managers  in  these  ar¬ 
eas  and  work  with  them  to  devel¬ 
op  an  information  technology 
strategy  that  meets  their  require¬ 
ments  and  business  objectives. 

“Our  goal  is  to  make  IS  an  in¬ 
tegral  part  of  the  business  team,” 
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Cairns  said.  “This  will  happen  as 
executives  begin  to  see  and  ap¬ 
preciate  how  IS  can  help  them 
achieve  their  goals.” 

Like  du  Pont,  the  IS  division  at 
Electronic  Data  Systems  Corp. 
(EDS)  has  begun  establishing 
partnerships  with  functional 
groups  within  the  company. 

These  partnerships,  or  cross¬ 
functional  teams,  look  at  ways  to 
optimize  or  redesign  existing 
business  practices,  considering 
how  information  technology 


T 

jl  o  better  align  IS  and 
business,  du  Pont  has 
farmed  out  its  IS  staff  to 
business  units. 


might  be  used  to  support  the  new 
processes,  said  Pete  Mefford, 
chief  information  officer  (CIO) 
at  EDS. 

“It  is  a  very  iterative  process 
in  wliich  both  sides  share  their  ex¬ 
pertise  and  knowledge  to  come 
up  with  the  most  desirable  solu¬ 
tion,”  Mefford  said. 

Business  process  redesign 

John  Gigerich,  CIO  at  Conti¬ 
nental  Bank  Corp.  of  Illinois  in 
Chicago,  said  he  believes  that  IS 
managers  should  take  the  initia¬ 
tive  to  establish  constructive  dia¬ 
logue  with  business  executives 
that  will  effect  positive  change 
within  the  corporation. 

In  every  new  systems  project, 
Continental  Bank’s  IS  group 


brings  in  a  management  consul¬ 
tant  to  sit  down  with  the  IS  team 
and  end  users  to  examine  busi¬ 
ness  processes  that  will  be  affect¬ 
ed  by  the  project. 

The  team  tries  to  rethink  and 
optimize  the  processes  before  ap¬ 
plying  technology,  Gigerich  said. 
In  this  way,  the  bank  can  maxi¬ 
mize  the  value  of  its  information 
technology  investments  and 
bring  the  greatest  benefit  to  us¬ 
ers. 

Companies  that  fail  to  wed 
business  and  technology  inter¬ 
ests  can  wind  up  automating  out¬ 
dated,  inefficient  processes  that 
may  not  be  driving  the  firm  to¬ 
ward  its  strategic  objectives,  said 
Tom  Pettibone,  senior  vice-presi¬ 
dent  of  IS  at  New  York  Life  Insur¬ 
ance  Co.  in  New  York. 

Pettibone  said  companies  that 
merely  automate  existing  pro¬ 
cesses  can  never  hope  to  gain 
more  than  a  1 0%  to  20%  increase 
in  productivity.  Companies  that 
redesign  business  processes  be¬ 
fore  applying  technology  can 
achieve  60%  or  higher  productiv¬ 
ity  gains,  he  said. 

While  bringing  business  and 
technical  employees  together 
can  yield  significant  gains,  it  may 
not  be  enough  to  leverage  the  full 
potential  of  information  technol¬ 
ogy,  said  Alan  Fusfeld,  president 
and  chief  executive  officer  of 
Generics  North  America,  a  man¬ 
agement  consulting  firm  in  Wal¬ 
tham,  Mass. 

Fusfeld  said  IS  groups  should 
view  themselves  as  businesses 
and  lay  out  plans  for  marketing, 
research  and  development,  fi¬ 
nance,  user  support  and  training 
—  all  the  things  that  businesses 
must  consider  and  plan  for  in  or¬ 
der  to  achieve  their  objectives. 

“CIOs  must  develop  an  [infor¬ 
mation  technology]  business 
plan  as  if  they  are  the  CEO  of  their 
company,”  Fusfeld  said.  “An  op¬ 
erations  plan  is  just  not  en¬ 
ough.”  □ 


denced  by  the  survey,  has  imped¬ 
ed  the  growth  of  open  systems  in 
health  care. 

But  integrating  systems  is 
only  half  the  battle.  The  survey 
indicated  that  getting  hospital 
staff,  especially  physicians  and 
nurses,  to  use  new  technologies  is 
a  major  challenge. 

Half  the  survey  respondents 
said  a  friendlier  user  interface 
would  significantly  increase  the 
use  of  information  systems  in 
their  hospitals.  Other  respon¬ 
dents  said  voice  recognition 
(24%),  expert  systems  (12%) 
and  handwriting  recognition 
(4%)  would  make  systems  more 
attractive. 

However,  implementing  a  newr 
interface  may  not  be  enough. 

"Even  though  you  may  have  a 
slick  user  interface,  physicians 
may  find  it  easier  and  quicker  to 
jot  their  notes  on  paper,  rather 
than  log  into  a  system  and  burrowr 
through  menus  or  use  a  light 
pen,”  Glaser  said.  □ 


Companies 
consolidate  EDI 

continued from  page  21 

One  of  the  major  reasons  Tex¬ 
as  Instruments,  Inc.  centralized 
its  EDI  program  was  to  make  it 
easier  for  trading  partners  to  do 
business  with  the  company,  said 
Ken  Shoquist,  manager  of  pro¬ 
curement  and  EDI  systems  at  TI. 

‘  ‘When  you  are  a  highly  decen¬ 
tralized  firm  with  so  many  di¬ 
verse  products  and  overlapping 
customers,  it’s  a  competitive  ad¬ 
vantage  to  have  one  set  of  re¬ 
quirements,”  Shoquist  said. 

In  1987,  TI  consolidated 
about  eight  EDI  programs  that 
had  evolved  separately  in  the 
firm’s  five  divisions,  as  well  as 
within  geographical  groups  with¬ 
in  those  divisions.  Top  manage¬ 
ment  established  an  EDI  manage¬ 
ment  team  to  build  a  communica¬ 
tions  gateway  for  EDI  and 
develop  a  host  of  EDI  tools. 

By  consolidating  parallel  EDI 
programs,  TI  has  eliminated  re¬ 
dundant  efforts,  reducing  the 
costs  of  using  EDI.  Since  1987, 
centralizing  EDI  has  also  helped 
TI  boost  the  number  of  trading 
partners  from  300  to  1,600. 

Two  years  ago,  the  Sears  Mer¬ 
chandise  Group  decided  to  estab¬ 
lish  a  central  EDI  group  to  over¬ 
see  migration  to  XI 2  standards. 

The  group  would  ensure  uni¬ 
form  implementation  of  stan¬ 
dards  among  all  business  groups, 
manage  trading  partner  relation¬ 
ships  and  define  the  transaction 
sets  each  Sears  Merchandise  divi¬ 
sion  would  use  in  communicating 
with  its  trading  partners,  said 
Lance  Dailey,  director  of  EDI  im¬ 
plementation  at  Sears  Merchan¬ 
dise  in  Chicago. 

“It  was  either  centralize  or 
have  complete  anarchy,”  Dailey 
said,  adding  that  if  each  of  the 
Sears  Merchandise  divisions  im¬ 
plemented  a  slightly  different 
version  of  the  XI 2  standard,  it 
would  have  burdened  and  con¬ 
fused  suppliers.  Standardizing 
EDI  operations  through  a  central 
group  has  made  it  easier  for  Sears 
Merchandise  to  persuade  suppli¬ 
ers  to  start  using  EDI  or  convert 
from  proprietary  to  XI 2  formats. 


Nets  need 
legal  expertise 

continued from  page  21 
effective  negotiating  team. 

A  skilled  attorney,  for  exam¬ 
ple,  can  strengthen  agreements 
with  equipment  and  service  pro¬ 
viders. 

The  lawyer  may  point  to  a 
clause  that  shows  that  a  vendor 
has  built  in  very  small  penalties 
for  failure  to  deliver  equipment. 
The  lawyer  may  also  suggest 
areas  in  which  the  network  de¬ 
partment  may  end  up  without  re¬ 
course  to  correct  vendor  incom¬ 
petence  because  of  restrictive 
language  buried  deep  in  the  con¬ 
tract. 

By  establishing  a  close  work- 


Since  centralizing  the  EDI 
function,  Sears  Merchandise  has 
added  650  trading  partners  for  a 
total  of  1,350.  Of  that  number, 
800  are  now  using  XI 2  stan¬ 
dards,  Dailey  said. 

Paved  with  potholes 

Despite  the  benefits,  some 
companies  are  finding  the  road  to 
centralizing  EDI  full  of  potholes. 

Three  years  ago,  Hewlett- 
Packard  Co.  began  consolidating 
EDI  programs  that  had  evolved 
independently  in  different  func¬ 
tional  departments  such  as  manu¬ 
facturing  procurement,  order 
processing  and  accounts  payable. 
Each  group  had  established  its 
own  EDI  gateways  and  manage¬ 
ment  teams,  and  each  was  using 
different  EDI  standards. 

Besides  grossly  duplicating  ef¬ 
forts,  the  multiple  EDI  programs 
were  making  HP  “look  like  a  non- 
integrated  company,”  said  Sandy 
Whitson,  EDI  business  manager 
for  HP  in  Palo  Alto,  Calif. 

When  HP  formed  a  cross-func¬ 
tional  team  to  study  the  problem, 
all  the  groups  agreed  to  central¬ 
ize  EDI  and  place  it  under  the  con¬ 
trol  of  a  corporate  EDI  team, 
which  they  dubbed  EDI  Central. 

But  three  months  ago,  after 
EDI  Central  finished  building  a 
central  EDI  gateway,  complete 
with  custom  translation  and  map¬ 
ping  software,  several  of  the 
functional  groups  and  business 
units  balked  at  relinquishing  con¬ 
trol  of  EDI,  Whitson  said. 

The  groups  complained  that 
they  could  implement  new  EDI 
services  and  add  trading  partners 
more  quickly  and  less  expensive¬ 
ly  than  the  corporate  group. 

“We  built  the  [gateway],  and 
now  we  can’t  get  them  to  use  it,” 
Whitson  said. 

To  solve  its  dilemma,  EDI  Cen¬ 
tral  will  hand  back  to  the  business 
units  responsibility  for  mapping 
EDI  to  business  applications  and 
establishing  trading  partner  pro¬ 
files,  Whitson  said.  This  develop¬ 
ment  work  will  be  sent  to  EDI 
Central,  which  will  load  it  into  the 
central  gateway. 

“We  aren’t  giving  up  central¬ 
ization,  but  we’re  tweaking  it  so  it 
works,”  Whitson  said.  □ 


ing  relationship  with  attorneys, 
net  managers  can  learn  a  lot 
about  negotiating  tactics. 

They  can  also  turn  to  the  attor¬ 
neys  for  advice  on  how  to  resolve 
problems  bogging  down  a  specif¬ 
ic  negotiation  session.  Lawyers 
can  easily  discern  w’hich  issues 
represent  the  highest  priorities  to 
each  party  in  a  negotiation  and 
can  offer  ways  to  break  negotia¬ 
tion  deadlock. 

Network  managers  need  to 
make  the  effort  to  educate  law¬ 
yers  about  their  firm’s  network 
activities  and  strategies.  In  this 
way,  corporate  lawyers  can  be¬ 
come  a  valuable  source  of  infor¬ 
mation  and  guidance,  as  well  as 
full  partners  in  contract  negotia¬ 
tions.  □ 


Report:  Health  care  firms  slow 

continued from  page  21 


to  reduce  costs  and  deliver  pa¬ 
tient  care  more  efficiently,”  Gla¬ 
ser  said. 

Many  hospitals  are  now  bring¬ 
ing  in  IS  managers  from  outside 
the  health  care  industry  to  mod¬ 
ernize  their  computing  and  com¬ 
munications  infrastructure,  said 
Frank  Poggio,  president  of 
Health  Micro  Data  Systems,  a  pro¬ 
vider  of  local-area  network-based 
health  care  systems  based  in  Mad¬ 
ison,  Wis.,  and  a  former  IS  man¬ 
ager  at  the  University  of  Wiscon¬ 
sin  Hospital. 

Poggio  said  he  has  seen  in¬ 
creased  interest,  especially 
among  midsize  hospitals,  to 
downsize  from  mainframe  sys¬ 
tems  to  more  economical  micro¬ 
computer  LANs. 

But  as  hospitals  become  more 
sophisticated  IS  users,  they  face 
several  challenges. 

According  to  the  HIMSS  sur¬ 


vey,  54%  of  those  interviewed 
said  integrating  multivendor  de¬ 
partmental  systems  is  their  big¬ 
gest  challenge. 

Richard  Bretagne,  chief  infor¬ 
mation  officer  at  Northwestern 
Memorial  Hospital  in  Chicago, 
said  most  hospitals  are  consider¬ 
ing  emerging  health  care  systems 
standards,  such  as  Health  Level  7 
(HL7)  and  MedLx,  to  integrate 
disparate  systems. 

“It’s  really  the  only  way  to  do 
it,”  said  Bretagne,  who  is  using 
the  HL7  standard  to  integrate 
multiple  departmental  systems 
across  a  fiber  network. 

But  Glaser  said  the  standards 
are  not  fully  developed,  which 
has  forced  many  hospitals  to  call 
in  systems  integrators  to  aid  in 
linking  departmental  systems. 

Glaser  added  that  the  general 
lack  of  understanding  of  stan¬ 
dards  among  hospitals,  as  evl- 
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U.K.  competition  leads  BT 
to  explore  foreign  markets 

British  Telecom  aims  to  be  more  customer-driven. 

By  Bob  Brown 

Senior  Editor 


w 


News 

AT&T  last  week  an¬ 
nounced  new  volume  dis¬ 
counts  for  its  International 
Accunet  Packet  Service 
(IAPS),  extending  the  service 
to  seven  countries  and  insti¬ 
tuting  a  major  price  reduction 
for  service  to  the  U.K. 

Now  users  of  AT&T’s  inter¬ 
national,  X.25-based  public 
packet-switched  service  will 
receive  5%  discounts  for  total 
monthly  expenditures  be¬ 
tween  $500  and  $1,000,  10% 
discounts  for  monthly  expen¬ 
ditures  between  $1,000  and 
$5,000,  and  20%  discounts 
for  monthly  expenditures 
greater  than  $  1 0,000.  AT&T  is 
also  commencing  service  to 
Argentina,  Bulgaria,  Colom¬ 
bia,  Honduras,  Mauritius,  Por¬ 
tugal  and  Uruguay,  where  us¬ 
ers  will  access  IAPS  via  local 
public  data  networks. 

AT&T  is  also  reducing  the 
current  service  rate  to  the  U.K. 
to  $6  per  hour  plus  $6  per 
kilosegment  of  data  transmit¬ 
ted,  down  from  $  1 1  per  hour 
plus  $8  per  kilosegment  trans¬ 
mitted. 

Jeanne-Marie  Jarka,  IAPS 
product  marketing  manager  in 
Morristown,  N.J.,  said  AT&T  is 
offering  the  discounts  and  cut¬ 
ting  prices  to  meet  competi¬ 
tive  pressure  from  other  pro¬ 
viders. 

Canada’s  largest  regional 
carrier,  Bell  Canada,  last 
week  issued  findings  from  a 
study  that  concludes  resellers 
that  use  private  leased  circuits 
to  sell  public  switched  tele¬ 
phone  services  are  flourish¬ 
ing. 

The  Canadian  resale  mar- 
( continued  on  page  24 ) 


LONDON  —  The  U.K.  govern¬ 
ment’s  recent  approval  of  full 
competition  in  its  telecommuni¬ 
cations  market  will  force  British 
Telecommunications  PLC  to  look 
for  new  business  overseas,  com¬ 
pany  officials  said. 

For  about  a  year  now,  British 
Telecom  has  had  a  program  in 
place  designed  to  help  it  shed  its 
image  of  a  bureaucratic  monopo¬ 
ly  in  favor  of  becoming  regarded 
as  a  customer-driven  organiza¬ 
tion. 

The  company  capped  that  ef¬ 
fort  two  weeks  ago  by  merging  its 
BT  Tymnet,  Inc.  and  British  Tele¬ 
com,  Inc.  subsidiaries  into  a  sin¬ 
gle  business  unit  called  BT  North 
America,  Inc.  and  by  adopting  a 
trumpet-bearing  herald  as  the 
company’s  corporate  logo. 

A  British  Telecom  official  here 
also  confirmed  that  the  carrier 
plans  to  sign  an  agreement  soon 
with  several  international  part¬ 
ners  allowing  British  Telecom 
“to  better  meet  the  global  out¬ 
sourcing  needs  of  multinational 
users.”  No  further  details  were 
available,  a  company  spokesman 
said. 

“This  is  a  culmination  of  a 
complete  reorganization  of  Brit¬ 
ish  Telecom  over  the  past  year,” 
said  Ron  Bamberg,  vice-president 
of  business  development  and 
planning  at  BT  North  America. 
“It’s  aimed  at  increasing  the  fo¬ 
cus  on  customers.” 

Ken  McGee,  program  director 
at  market  research  firm  Gartner 
Group,  Inc.  of  Stamford,  Conn., 
said  the  moves  “fit  with  British 
Telecom’s  whole  global  network 
strategy.” 

British  Telecom’s  new  look 
coincides  with  the  recent  deci¬ 
sion  by  the  U.K.’s  Department  of 


Trade  and  Industry  to  discard  the 
telecommunications  industry’s 
existing  duopoly  system  in  favor 
of  an  open  market  (“U.K.  em¬ 
braces  plan  for  full  competition 
in  net  arena,”  NW,  March  11). 
The  duopoly  system  allows  only 
British  Telecom  and  Mercury 
Communications,  Ltd.  to  com¬ 
pete  in  the  U.K.  market. 

“Now  that  British  Telecom  ex¬ 
pects  to  get  more  competition  at 
home,  it  needs  to  become  more 
aggressive  in  other  parts  of  the 
world,”  including  North  America, 
said  Andrew  Harrington,  Europe¬ 
an  telecommunications  analyst 
for  the  investment  firm  of  Salo¬ 
mon  Brothers  International,  Ltd. 
in  London. 

By  consolidating  BT  Tymnet 
with  British  Telecom,  Inc.  into  a 
single  unit,  British  Telecom 
hopes  to  simplify  contacts  be¬ 
tween  the  company  and  custom¬ 
ers,  said  Mark  Winther,  a  vice- 
president  at  market  research  firm 
LINK  Resources  Corp.  in  New 
York. 

British  Telecom  has  already 
melded  the  British  Telecom,  Inc. 
and  BT  Tymnet  sales  forces  into 
one  to  give  U.S.  network  manag¬ 
ers  a  single  point  of  contact  for  all 
British  Telecom  products  and 
services  sold  in  the  U.S.,  Bamberg 
said. 

Although  BT  Tymnet  will 
cease  to  exist  as  a  legal  entity, 
“Tymnet”  will  be  retained  as  the 
name  of  the  company’s  packet¬ 
switching  network. 

Dick  Kampa,  business  manag¬ 
er  for  CoveragePlus,  a  Motorola, 
Inc.  company  in  Schaumburg,  Ill., 
and  a  BT  Tymnet  customer,  said 
he  is  hopeful  British  Telecom’s 
growing  global  focus  will  make  it 
easier  for  him  when  dealing  with 
other  Motorola  employees  in  var¬ 
ious  parts  of  the  world.  □ 


Frank  Russell  Co.’s  global  packet  net 


Dedicated  9.6K  bit/sec  line 


BT  Tymnet 
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Global  users  move 
applications  to  U.S. 

Users  close  data  sites  in  London  to  cut  costs,  give 
European  users  host  access  via  public  data  nets. 


By  Barton  Crockett 

_ Senior  Editor _ 

LONDON  —  Two  users  with 
global  networks  have  decided  to 
pull  the  plug  on  computers  here 
and  move  applications  to  U.S. 
sites  that  European  employees 
will  access  via  international  pub¬ 
lic  data  networks. 

While  the  companies  concede 
that  relocating  applications  to 
the  U.S.  will  lengthen  response 
times  for  end  users  in  Europe, 
they  said  the  trade-off  is  worth 
the  cost  savings. 

Financial  consultancy  Frank 
Russell  Co.,  based  in  Tacoma, 
Wash.,  and  a  major  consulting 
firm  in  the  Northeast,  which  re¬ 
quested  anonymity,  are  consoli¬ 
dating  data  processing  opera¬ 
tions  by  using  public  data  services 
from  BT  Tymnet,  Inc.  and  the 
IBM  Information  Network,  re¬ 
spectively. 

“Within  two  to  three  years,  we 
expect  to  be  saving  $200,000  a 


year,”  said  Gene  Johanson,  direc¬ 
tor  of  computer  services  at  Frank 
Russell. 

According  to  Johanson,  Frank 
Russell  could  only  cost-justify  the 
move  by  using  a  public  data  net¬ 
work. 

The  company  is  mothballing 
its  IBM  9370  minicomputer  in 
London  and  moving  data  base 
and  report  generation  applica¬ 
tions  supported  on  the  minicom¬ 
puter  to  an  IBM  mainframe  in  Ta¬ 
coma. 

Users  working  on  about  24 
terminals  in  London  will  access 
the  applications  via  a  9-6K  bit/ 
sec  dedicated  link  to  a  local  node 
on  BT  Tymnet’s  international 
public  packet  network.  BT  Tym¬ 
net  will  shuttle  traffic  to  the  Taco¬ 
ma  data  center  via  a  permanent 
virtual  circuit.  Johanson  said  his 
company  will  save  money  by 
eliminating  personnel  and  main¬ 
tenance  expenditures  associated 
( continued  on  page  24 ) 
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"Overseas 

facilities 

management 

centers." 

—Peter  Moebius, 

VP,  Europe  &  Africa 
World  Communications,  Inc. 


More  and  more  telecom 
managers  are  turning  to  facil¬ 
ities  management  centers  as 
the  ideal  way  to  establish  an 
efficient  global  network  in 
the  face  of  rising  equipment 
housing  and  maintenance 
costs. 

To  fill  this  growing  need, 
we  at  WorldCom  have 
opened  our  first  overseas 
facilities  management 
centers.  Located  in  London 
and  Frankfurt,  these  state- 
of-the-art  complexes  offer 


primary  and  backup  access 
from  the  national  carriers 
and  can  serve  as  the  hub  for 
all  of  your  telecommunica¬ 
tions  within  the  U.K.,  Ger¬ 
many  and  throughout  Europe. 

By  housing  your  equip¬ 
ment  on  our  premises  and 
under  our  care,  you  get  24- 
hour  maintenance  and  secu¬ 
rity,  which  can  reduce  your 
staffing  requirements  and 

WorldCom 


free  up  expensive  floor  space 
for  other  uses.  You  also  gain 
access  to  our  expertise  in 
foreign  regulations,  equip¬ 
ment  standards,  and  even 
local  customs  and  culture 
which  can  have  an  impact  on 
telecommunications. 

For  more  information 
about  our  European  and  U.S.- 
based  facilities  management 
centers,  contact  us  at 
800-733-3755, 

FAX:  212-607-2274. 
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CCITT  to  vote  on  plan  for 
private  net  liberalization 


By  Barton  Crockett 

_ Senior  Editor _ 

GENEVA  —  The  Consultative 
Committee  for  International  Te¬ 
lephony  and  Telegraphy  recently 
took  a  major  step  toward  formal¬ 
ly  adopting  a  new  recommenda¬ 
tion  that  encourages  countries 
around  the  world  to  adopt  a  liber¬ 
al  regulator)'  system  for  interna¬ 
tional  private  networks. 

At  a  meeting  here  last  month, 
the  CCITT  said"  it  would  move  to 
vote  on  a  new  version  of  CCITT 
Recommendation  D.l  —  “Gen¬ 
eral  Principles  for  the  Lease  of  In¬ 
ternational  Private  Telecom¬ 
munications  Circuits  and  Net¬ 
works’’  —  that  encourages 
countries  to  drop  most  restric¬ 
tions  on  the  operation  of  interna¬ 
tional  private  networks. 

Among  other  things,  the  new 
CCITT  recommendation  advo¬ 
cates  that  countries  let  users  free¬ 
ly  subdivide  international  circuits 
into  multiple  channels  and  link 
them  with  other  private  lines. 
The  new  recommendation  also 


encourages  countries  to  let  users 
resell  net  sendees  via  interna¬ 
tional  private  lines,  provided 
they  do  not  infringe  on  carrier 
monopolies. 

Additionally,  the  new  recom¬ 
mendation  encourages  countries 


X  he  recommendation 
encourages  countries  to 
let  users  resell  net 
services  via  private  lines. 

AAA 


to  let  users  interconnect  one  or 
both  ends  of  international  private 
lines  to  public  networks.  It  also 
urges  countries  to  require  carri¬ 
ers  to  base  international  private¬ 
line  tariffs  on  provisioning  costs, 
to  charge  users  generally  flat- 
rate  tariffs  and  to  prohibit  carri¬ 


ers  from  levying  tariffs  that  dis¬ 
criminate  against  groups  of  users 
or  vendors. 

Officials  at  the  U.S.  Depart¬ 
ment  of  State,  which  represents 
the  U.S.  at  CCITT  meetings, 
hailed  the  decision,  saying  it 
marks  a  major  departure  from 
earlier  versions  of  Recommenda¬ 
tion  D.  1 ,  which  encouraged  carri¬ 
ers  around  the  world  to  adopt  a 
restrictive  regulatory  regime. 
Since  most  countries  base  their 
international  private  net  regula¬ 
tions  on  the  recommendation, 
State  Department  officials  said 
the  adoption  of  Recommenda¬ 
tion  D.l  will  stimulate  liberal  re¬ 
forms  throughout  the  world. 

“This  was  a  great  success,” 
said  a  spokesman  for  the  State 
Department’s  Bureau  of  Interna¬ 
tional  Communications  and  In¬ 
formation  Policy  in  Washington, 
D.C.  He  said  the  new  CCITT  Rec¬ 
ommendation  D.  1  will  be  sent  out 
within  30  days  to  all  CCITT  mem¬ 
ber  countries  for  final  approval. 
These  countries  will  then  have  90 
days  to  return  their  ballot.  If  70% 
of  the  countries  that  vote  on  the 
new  recommendation  approve  it 
—  as  is  expected  —  the  recom¬ 
mendation  will  be  formally 
adopted  by  the  CCITT.  □ 


World  News 

continued from  page  23 

ket  is  growing  due  to  recent 
moves  to  significantly  reduce 
regulatory  restrictions  on  resell¬ 
ers.  As  a  result,  in  1990,  Bell  Can¬ 
ada  estimated  that  the  country’s 
five  largest  resellers  had  com¬ 
bined  revenues  of  more  than  $70 
million  Canadian,  or  nearly  2%  of 
the  long-haul,  public  switched 
service  market  in  Canada. 

Bell  Canada  said  that  by  1 996, 
conservative  estimates  indicate 
that  the  five  top  resellers  will 
control  about  7.4%  of  the  Canadi¬ 
an  long-distance  market,  or 
about  $500  million  Canadian  in 
revenues.  Bell  Canada  said  one  of 
the  largest  resale  markets  is  for 
service  between  the  U.S.  and  Can¬ 
ada.  Bell  Canada  also  predicted 
that  U.S.  carriers  will  move  ag¬ 
gressively  to  enter  the  Canadian 
resale  market.  Already,  Cable  & 
Wireless  Communications,  Inc.  is 
starting  up  a  resale  operation 
there. 

Australia’s  government- 
owned  domestic  carrier,  Tele¬ 
com  Australia,  last  week  said  it 
has  completed  the  first  phase  of 
pilot  tests  for  a  public  switched 


data  service  based  on  the  IEEE 
802.6  metropolitan-area  net¬ 
work  standard. 

Telecom  Australia  says  its 
metropolitan  net  service,  called 
Fastpac,  will  be  available  at  trans¬ 
mission  rates  of  2M  and  20M  bit/ 
sec.  The  first  phase  of  the  Fastpac 
trials  was  conducted  at  Telecom 
Australia's  research  laboratories 
in  Melbourne,  Australia.  The  car¬ 
rier  said  it  plans  to  extend  trials 
to  six  customer  sites  during  the 
next  nine  to  1 2  months.  Telecom 
Australia  added  that  it  expects  to 
make  Fastpac  service  available 
throughout  Australia  over  the 
next  five  years,  and  to  intercon¬ 
nect  its  metropolitan-area  net¬ 
work  service  with  Switched  Multi¬ 
megabit  Data  Services  from  U.S. 
carriers  and  similar  offerings 
from  European  carriers. 

The  European  Telecom¬ 
munications  Standards  Insti¬ 
tute  (ETSI)  last  week  said  its 
Public  Switched  Telecommunica¬ 
tion  Network  workshop  has  pro¬ 
posed  setting  up  special  project 
teams  to  work  toward  confor¬ 
mance  testing  harmonization  for 
analog  telephony  equipment.  ET- 
SI’s  technical  assembly  will  vote 
on  the  proposal  in  early  June.  □ 


Users  move 
applications 

continued from  page  23 
with  the  9370. 

The  reliability  of  BT  Tymnet’s 
public  packet  net  played  a  key 
role  in  the  decision,  Johanson 
said. 

“The  reliability  factor  was 
critical,”  he  said.  “London 
doesn’t  want  that  network  down 
when  they  need  it.” 

Another  factor  that  helped 
Frank  Russell  make  the  move  was 
BT  Tymnet’s  flat-rate  pricing, 
which  fixes  the  user’s  expendi¬ 
tures  on  public  packet  traffic  for 
six  offices  around  the  world  at 
$18,000  a  month  (see  graphic, 
page  23).  Frank  Russell  is  guar¬ 
anteed  the  flat  monthly  rate  as 
long  as  total  data  volume  for  each 
office  falls  below  10,000  kilo- 
characters  per  month. 

Frank  Russell’s  other  offices 
also  access  the  BT  Tymnet  net¬ 


work  via  9-6K  bit/sec  dedicated 
links  to  local  Tymnet  nodes. 

“Keeping  expenditures  fixed 
made  this  much  easier  to  sell  to 
the  businesspeople  in  London,” 
Johanson  said. 

On  the  downside,  users  in  Lon¬ 
don  will  face  slower  response 
times.  For  example,  users  in  Lon¬ 
don  are  now  able  to  log  onto  ap¬ 
plications  on  the  9370  within  one 
or  two  seconds.  After  the  applica¬ 
tions  are  moved  to  Tacoma,  the 
time  needed  to  remotely  log  on 
will  increase  to  about  four  sec¬ 
onds. 

But  Johanson  said  the  cost 
savings  justify  the  change.  He 
added  that  users  do  not  mind  the 
slower  response  times.  Johanson 
also  said  that  Frank  Russell  may 
be  able  to  improve  response 
times  by  using  frame  relay,  an 
emerging  technology  that  im¬ 
proves  X.25  throughput  by  strip¬ 
ping  off  many  X.25  error  correc¬ 
tion  protocols. 


BT  Tymnet  is  planning  to  roll 
out  a  public  frame  relay  service 
this  summer  (“BT  Tymnet  to  re¬ 
veal  frame  relay  service,”  NW, 
Jan.  28).  Johanson  said  that 
Frank  Russell  has  asked  to  be  a 
beta  site  for  the  offering. 


X  he  reliability  of  BT 
Tymnet’s  packet  net 
played  a  key  role  in  the 
decision,  Johanson  said. 

AAA 


Johanson  conceded  that  re¬ 
sponse  times  would  be  better  if 
the  company  were  to  install  an  in¬ 
ternational  private-line  network 
—  an  option  that  was  considered. 
But  the  international  private-line 


net  would  cost  about  $28,000  per 
month  in  transmission  costs 
alone,  which  was  too  expensive 
to  justify. 

Shutting  down  a  4381 

The  consulting  firm  expects  to 
save  money  by  shutting  down  an 
IBM  4381  mainframe  in  a  London 
suburb  that  currently  supports 
data  base,  financial  and  electron¬ 
ic  mail  applications  for  dozens  of 
users  in  company  offices 
throughout  Europe. 

According  to  the  director  of 
data  communications  for  the 
firm,  four  offices  in  the  U.K.  and 
four  offices  elsewhere  in  Europe 
now  access  the  London  main¬ 
frame  via  dedicated  links  ranging 
in  speed  from  analog  lines  to  64K 
bit/sec. 

But  the  data  communications 
manager  said  the  consulting  firm 
now  realizes  it  can  save  “a  signifi¬ 
cant  amount  of  money”  by  dis¬ 
mantling  the  European  data  cen¬ 


ter  and  private-line  network,  and 
moving  applications  to  the  com¬ 
pany's  main  data  center  on  the 
East  Coast  of  the  U.S.  Users  in  Eu¬ 
rope  then  will  access  the  U.S.  data 
center  via  the  IBM  Information 
Network. 

The  data  communications 
manager  said  the  consulting  firm 
will  save  money  by  eliminating 
personnel  and  facilities  expendi¬ 
tures  for  the  London  data  center, 
although  these  costs  were  not  de¬ 
tailed.  Meanwhile,  costs  in  the 
U.S.  data  center  will  remain  es¬ 
sentially  flat. 

But  the  data  communications 
manager  acknowledged  that  us¬ 
ers  in  Europe  will  endure  notice¬ 
able  increases  in  response  times. 

“It’s  definitely  going  to  be 
worse  than  a  private  line,”  the 
manager  said.  “[IBM  wasn’t]  try¬ 
ing  to  hide  that  from  us.” 

However,  company  officials 
believe  the  savings  are  worth  the 
slower  response  times.  □ 


British  Telecom  Is 

EDI*Nef 

Electronic  Data  Interchange  Services 


EDI’Net®  Electronic  Data  Interchange  services  from  British 
Telecom,  bridges  the  gap  between  your  company’s  com¬ 
puter  and  your  business  partner’s  computer,  even  on  a 
global  basis.  It  facilitates  paperless  transactions  regardless  of 
domestic  or  international  time  zones,  communications  pro¬ 
tocols  or  compatibility  of  computers.  Just  call  our  toll-free 
number  for  complete  details. 

Contact  British  Telecom:  2560  North  First  Street 

PO.  Box  49019  ♦  San  Jose,  CA  95161-9019  ♦  800872-7654 

British 

TELECOM 

Spirited. 

Solid. 


British  Telecom  is:  Global  Network  Services  7  Network  Management  System, 

Dialcom*  Messaging  Services,  Electronic  Transaction  Services,  LAN  Connectivity  Services  and  much  more. 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


Source  unveils  3270 
emulation  for  laptops 

Source  Communications 

has  introduced  an  IBM  3270 
terminal-emulation  product 
for  laptop  computer  users  that 
consists  of  software  and  a 
small  stand-alone  unit  about 
the  size  of  a  cigarette  package. 

The  Omniport  plugs  into  a 
portable  computer’s  serial 
communications  port  and  lets 
the  device  support  Synchro¬ 
nous  Data  Link  Control  links 
to  IBM  37XX  front-end  pro¬ 
cessors.  With  Resourceful 
SNA/3270,  Omniport  termi¬ 
nal-emulation  software,  the 
microcomputer  can  emulate  a 
3270  controller,  a  3278/ 
3279  Model  2  display  station 
ora  3287  printer. 

The  product  supports  as 
many  as  eight  concurrent  logi¬ 
cal  unit  sessions,  three  of 
which  can  be  printer  sessions. 
Switching  between  display 
sessions  can  be  accomplished 
by  hitting  a  single  key. 

Source  Communications, 
1801  Avenue  of  the  Stars, 
Suite  640,  Los  Angeles,  Calif. 
90067;  (213)  277-1061. 


Hayes  offers  2,400  bit/sec 
modem  for  laptops 

Hayes  Microcomputer 
Products,  Inc.  has  an¬ 
nounced  the  availability  of  the 
Pocket  Edition  2400,  a  3* 
ounce,  3-in. -long  2,400  bit/ 
sec  modem  for  use  with  laptop 
computers. 

The  modem  is  powered 
through  the  telephone  line 
and  the  computer’s  RS-232  se¬ 
rial  port,  eliminating  the  need 
for  batteries  or  an  external 
power  supply. 

Pocket  Edition  2400  comes 
with  cables,  Smartcom  EZ 
communications  software  and 
a  carrying  case  that  can  be  at¬ 
tached  to  the  strap  of  the  com¬ 
puter  carrying  case. 

Smartcom  EZ  provides  a 
context-sensitive  on-line  help 
system  that  gives  detailed  in¬ 
formation  and  cross-refer¬ 
ences  to  related  topics  in  or¬ 
der  to  simplify  the  task  of 
establishing  links  for  first- 
time  users. 

The  modem,  which  also 
supports  transmission  at  300 
and  1 ,200  bit/sec,  costs  $  1 79- 

Hayes  Microcomputer 
Products,  Inc.  705  Westech 
Drive,  Norcross,  Ga.  30092; 
(404)449-8791.  □ 


QMS  offers 
new  multinet 
group  printer 

MOBILE,  Ala.  —  Printer  mak¬ 
er  QMS,  Inc.  is  scheduled  to  intro¬ 
duce  today  a  20-page-per-minute 
laser  printer  that  can  support  20 
to  50  departmental  users  in  a 
multinetwork  environment. 

The  $15,995  QMS-PS  2000 
tops  the  existing  QMS-PS  line  and 
is  designed  to  provide  a  low-cost 
departmental  printing  option  for 
users  with  personal  computer, 
Apple  Computer,  Inc.  Macintosh, 
Digital  Equipment  Corp.  or  Unix- 
based  systems. 

Like  other  printers  in  the 
product  family,  the  QMS-PS  2000 
can  support  as  many  as  four  in¬ 
terfaces,  each  of  which  can  be 
used  simultaneously. 

The  interfaces  include:  an  RS- 
232  serial  port;  a  parallel  inter¬ 
face  that  can  be  used  to  support 
personal  computer  local-area 
networks;  an  AppleTalk  interface 
for  Apple  LANs;  and  an  Ethernet 
interface  supporting  DEC’S  DEC- 
net  or  the  Transmission  Control 
Protocol/Internet  Protocol. 

IBM  Token-Ring  and  Ether- 
Talk  interfaces  are  scheduled  for 
shipment  later  this  year. 

Each  interface  is  backed  up  by 
a  buffer,  allowing  any  interface  to 
accept  data  while  others  are  be¬ 
ing  used.  The  size  of  each  buffer 
can  be  changed  to  meet  the  par¬ 
ticular  printing  requirements  of 
the  environment. 

The  QMS-PS  2000  also  offers 


the  ability  to  combine  random- 
access  memory  with  hard  disk 
storage  as  one  common  pool  of 
accessible  memory  that  can  be 
used  for  print  spooling.  This  fea¬ 
ture,  combined  with  the  support 
for  multiple  interfaces,  enables 
the  printer  to  simultaneously  ac¬ 
cept  jobs  from  multiple  hosts. 

An  existing  proprietary  QMS 
technology,  called  Emulation 
Sensing  Processor,  enables  the 
QMS-PS  2000  to  determine  the 
page  description  language  of  the 
data  files  coming  in  over  those  in¬ 
terfaces  and  adjust  accordingly. 

The  printer  can  distinguish  be¬ 
tween  Adobe  Systems,  Inc.’s 
PostScript,  Hewlett-Packard 
Co.’s  printer  control  language 
(used  with  the  HP  LaserJet),  HP’s 
graphics  language  (used  with  HP 
plotters)  and,  as  an  option,  the 
language  used  with  DEC’S 
LN03  +  laser  printer. 

The  ability  to  switch  on  the  fly 
from  one  printer  control  lan¬ 
guage  to  another  eliminates  the 
need  for  users  to  physically 
change  a  printer  switch  setting  or 
add  software  commands  to  each 
print  job  in  order  to  tell  the  print¬ 
er  which  language  is  required. 

Standard  features  of  the  Re¬ 
duced  Instruction  Set  Computer- 
based  printer  include  two  250- 
sheet  adjustable-size  paper  input 
cassettes,  a  1 00-sheet  output  tray 
and  a  second  1,500-sheet  output 
stacker.  A  1,000-sheet  input  bin 
and  duplexer  are  available  as  an 
option. 

The  printer  is  scheduled  to 
ship  in  May. 

For  more  information,  contact 
QMS  at  1  Magnum  Pass,  P.O.  Box 
81250,  Mobile,  Ala.  36689,  or 
call  (205)  633-4300.  □ 


Bridge/ router  supports 
Shortest  Path  First  routing 


HUNTINGTON  BEACH,  Calif. 
—  RAD  Network  Devices,  Inc.  re¬ 
cently  announced  a  remote 
bridge/router  that  links  4M  and 
16M  bit/sec  token-ring  nets  over 
a  variety  of  wide-area  links. 

The  Remote  Token  Bridge/ 
router  (RTB)  16  is  a  two-board 
set  that  fits  into  an  IBM  Personal 
Computer  AT  and  provides  a  sin¬ 
gle  connection  for  a  token-ring 
local-area  network  to  link  as 
many  as  four  wide-area  lines. 

The  RTB  1 6  uses  RAD’s  Source 
Routing  and  Transparent  soft¬ 
ware,  which  supports  any  token¬ 
ring  environment,  regardless  of 
whether  data  is  transmitted  in 
source  routing  or  non-source 
routing  packets,  according  to 
Gershon  Schatzberg,  a  systems 
engineering  manager  with  the 
company. 

The  RTB  16  also  can  optimize 


the  transmission  of  source  rout¬ 
ing  packets  because  the  device 
supports  RAD’s  Shortest  Path 
First  routing  algorithm,  a  deriva¬ 
tion  of  the  emerging  Open  Short¬ 
est  Path  First  protocol. 

RAD’s  Shortest  Path  First  al¬ 
gorithm  determines  which  trans¬ 
mission  route  has  the  least  delay 
by  broadcasting  messages  across 
the  network.  The  first  response 
indicates  the  best  available  route, 
and  data  is  directed  over  it.  The 
RTB  16  supports  wide-area  con¬ 
nections  ranging  from  4.8K  to 
2.048M  bit/sec  European  T-l 
speeds. 

The  RTB  16  bridge/routers 
are  available  now;  prices  range 
from  $6,495  to  $9,450. 

For  more  information,  contact 
RAD  at  771 1  Center  Drive,  Hun¬ 
tington  Beach,  Calif.  92647,  or 
call  (714)891-1964.  □ 


Oracle  boosts  DBMS’ 
OLTP  capabilities 

Parallel  Server  ups  processing  time  for  clusters, 
retools  Oracle  6.0  to  run  on  DOS,  OS/2  devices. 


By  Timothy  O’Brien 

West  Coast  Bureau  Chief 

REDWOOD  SHORES,  Calif.  — 
Oracle  Corp.  recently  announced 
the  Oracle  Parallel  Server,  a  mod¬ 
ule  for  its  relational  data  base 
management  system  that  enables 
a  cluster  of  networked  computers 
to  rival  the  transaction  process¬ 
ing  throughput  of  mainframe- 
based  systems. 

The  company  also  announced 
Version  6.0  of  its  Oracle  Tools 
and  Database  for  use  on  OS/2 
and  MS-DOS-based  personal 
computers,  which  will  let  users 
downsize  DBMS  applications  to 
run  on  DOS  or  OS/2  devices. 

Initially,  the  Oracle  Parallel 
Server  will  run  on  Digital  Equip¬ 
ment  Corp.  VAX  and  MicroVAX 
minicomputers  in  VAXcluser  en¬ 
vironments,  Oracle  said.  Over 
time,  the  company  plans  to  roll 
out  support  for  Unix  hosts  and 
massively  parallel  computers. 

The  server  enables  users  to 
form  loosely  coupled  computer 
environments  that  are  linked 
over  a  network  and  share  a  com¬ 
mon  set  of  disks.  Along  with  mas¬ 
sively  parallel  supercomputers, 
the  DBMS  add-on  provides  users 
with  increased  horsepower  and 
redundancy  to  address  high-per¬ 
formance  on-line  transaction 
processing  requirements. 

By  distributing  the  data  base 
work  load  to  each  computer  in  a 
clustered  system,  the  server  uses 
a  technique  called  cache  manage¬ 
ment  to  ensure  transaction  and 
data  integrity,  minimize  bottle¬ 
necks  and  coordinate  messaging 
between  computers. 

DEC  officials  praised  Oracle 
for  coming  up  with  a  method  to 
boost  transaction  processing  in 
computer  clusters.  “This  new  Or¬ 
acle  technology  now  combines 
many  VAX  systems  into  a  unified 
server  and  is  a  milestone  in  VAX- 
cluster  performance,”  said  Bill 
Demmer,  a  senior  vice-president 
at  DEC. 

Both  Pyramid  Technology 
Corp.  and  Sequent  Computer  Sys¬ 
tems,  Inc.  have  announced  plans 
to  support  the  Oracle  Parallel 
Server  on  high-performance  Unix 
systems. 

"By  supporting  parallel  sys¬ 
tems  and  multiprocessor  systems 
for  client/server  applications, 
Oracle  will  be  positioned  to  sup¬ 
port  whatever  architecture  offers 
the  end  user  the  best  price/per¬ 
formance,”  said  Jim  Reilly,  Ora¬ 
cle  senior  director  of  marketing. 


Separately,  Oracle  unveiled 
Version  6.0  of  its  Oracle  Tools 
and  Database,  which  packages 
DBMS  application  development 
tools  with  the  Oracle  data  base 
software. 

By  offering  a  version  of  the 
software  to  run  on  OS/2  and  DOS 
devices,  Oracle  will  enable  users 
to  downsize  applications  to  run 
on  those  platforms. 

Until  now,  Version  6.0  has 
been  available  only  for  larger  sys¬ 
tems,  such  as  DEC  VAXs,  and  us¬ 
ers  have  been  unable  to  develop 
applications  that  link  older  ver- 
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sions  of  Oracle  running  on  per¬ 
sonal  computers  to  host  applica¬ 
tions  developed  with  Version  6.0 
of  the  software. 

Other  enhancements 

Along  with  the  latest  version 
of  the  data  base  software,  Version 
6.0  includes  upgrades  in  the  inte¬ 
grated  tool  set,  including  pull¬ 
down  menus  to  create  forms, 
pop-up  pages  that  list  software 
variables  and  closer  integration 
between  SQL  Menu  and  SQL 
Forms. 

“With  the  arrival  of  Oracle’s 
Version  6.0  tool  set,  we  are  able 
to  build  fully  functioning  applica¬ 
tions  in  the  network  environment 
in  which  they  will  run,”  said  Da¬ 
vid  Kreines,  project  manager  for 
Educational  Testing  Service  in 
Princeton,  N.J. 

Oracle  Tools  and  Database  for 
MS-DOS  and  OS/2  Version  6.0  is 
expected  to  be  available  in  May  at 
a  cost  of  $  1 ,499-  However,  Ora¬ 
cle  said  it  will  ship  the  tools  por¬ 
tion  of  the  software  separately 
this  month  for  $899- 

The  vendor  said  the  Oracle 
Parallel  Server  will  be  available 
only  for  DEC’S  VAXclusters  in 
April.  Pricing  is  based  on  hard¬ 
ware  configurations. 

For  further  information,  con¬ 
tact  Oracle  at  500  Oracle  Pkwy., 
Redwood  Shores,  Calif.  94005, 
or  call  (415)  506-7000.  □ 
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1 975  Launched  the  first  U.S.  public  data  network.  1980 Integrated  private  and  public  capabilities  to  provide  the  first  hybrid  network  Launched  the  first  major  public  e-mail  service.  1984  Sprint 


MADE  FOR  CLIMBING  LADDERS. 


198 7  fight  million  FONCARDs ”  distributed  in  first  year  of  introduction.  1988  Sprint  awarded  40%  of  Federal  Telecommunications  System  2000  contract  First  to  deploy  SS7  nation 
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begins  construction  of  the  first  coast-to-coast  100%  digital  fiber  optic  network.  198 5  Sprint  introduces  the  world's  first  VPN.""  1986  First  transcontinental  fiber  optic  call  transmitted  by  Sprint. 


MADE  FOR  DATA. 


The  Sprint®  network. 

It  has  100%  digital 
switches.  And  100% 
liber  optic  transmission. 

And  from  the  very 
beginning,  it  was  made 
for  data.  So  it  gives  you 
the  two  things  you 
need  to  get  ahead  in  the  multi¬ 
national  corporate  world. 

First,  you  get  all  kinds  of 
strategic  weapons  to  point  at  your 
competition.  Like  high-resolution 
imaging.  LAN  internetworking. 
Global  messaging.  Integrated  net¬ 
working.  And,  of  course,  worldwide 
videoconferencing. 

Second,  you  get  to  make  a  bold 


corporate  decision. 
Without  taking  a  bold 
corporate  risk.  The 
Sprint  network  gives 
you  the  highest  possible 
reliability.  It’s  backed 
by  24-hour  support. 

And  it’s  the  best  medium 
for  error-free  communication. 

If  you’d  like  to  know  more,  call 
1-800-347-0484.  We’ll  have  detailed 
information  in  your  fax  machine  in 
minutes.  And  we’ll  show  you  the  best 
way  to  send  data.  On  a  network  that 
was  literally  made  for  it. 

Sprint, 

Its  a  new  world? 


€>  1991  US  Spnnt  Communications  Company  Limited  Partnership  _ _ _ _ 

wide.  1989  Worlds  first  and  largest  privately-owned  transadantic  fiber  optic  cable  completed.  1990  Sprint  announces  the  first  commercial  video  services  to  the  Soviet  Union. 
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OPINIONS 


BY  J.A.  HOOKE 

A  small  difference 
turns  into 
big  savings 

You  wouldn’t  think  that  such  small  figures  as  two  seconds  or 
one  percentage  point  would  matter  in  a  typical  business  day. 
But  when  it  comes  to  telecommunications,  ignoring  those 
seconds  and  percentages  can  be  tantamount  to  losing  a 
competitive  edge. 

I'm  talking  specifically  about  the  impact  that  the  behavior  of 
callers  to  800  numbers  has  on  users’  bottom  line.  AT&T  Bell 
Laboratories  conducts  studies  of  consumers’  phone  behavior 
and  of  the  performance  of  major  interexchange  carriers’ 
networks,  including  our  own.  The  results,  which  clearly  reveal 
performance  differences,  are  used  as  internal  quality  controls 
and  to  educate  users. 

Our  studies  of  calling  behav¬ 
ior  show  that  small  differences 
in  performance  can  have  a  ma¬ 
jor  impact  on  800  customers’ 
financial  results.  For  example, 
call  setup  times  for  AT&T’s 
switched  800  services  —  as 
measured  in  the  latest  Bell  Labs 
quarterly  survey,  conducted  in 
the  last  quarter  of  1990  —  are 
an  average  of  two  seconds  fast¬ 
er  than  our  major  competitors’ 
times.  Also,  our  nonblocking 
performance  is  about  one  per¬ 
centage  point  better  than  our  competitors’  average. 

In  addition,  research  from  our  calling  behavior  surveys,  most 
recently  conducted  in  late  1988,  shows  that  callers  who 
encounter  delays  in  reaching  800  numbers  abandon  their 
transactions;  the  greater  the  delay,  the  more  callers  lost.  What’s 
more,  many  callers  don’t  try  again.  This  boosts  the  average  of 
those  who  won’t  ever  get  through  after  their  initial  attempt  is 
blocked  to  60%. 

We  find  that  a  two-second  delay  in  call  setup  time  will  cause 
six  calls  per  thousand  to  be  abandoned.  Ultimately,  three  of 
these  six  callers  won’t  reach  the  800  number.  Add  to  this  a  1% 
increase  in  blocking.  That,  according  to  our  figures,  causes  10 
calls  per  thousand  to  be  blocked  and  six  of  those  won’t  ever  be 
completed.  Thus,  Bell  Labs  finds  that  an  800  service  customer 
whose  callers  are  experiencing  these  network  performance 
deficiencies  will  lose  an  average  of  nine  revenue  opportunities 
per  thousand  calls. 

Based  on  our  experience,  it  is  fair  to  assume  that  each  lost 
call  represents  the  loss  of  an  opportunity  worth  $50  in  revenue. 
But  you  may  want  to  run  the  following  calculations  based  on 
your  own  average  per  call  revenue. 

For  nine  lost  calls  at  $50  each,  the  total  situation  amounts  to 
a  loss  of  $450  in  potential  per  thousand  calls.  Let’s  also  assume 
a  30%  incremental  profit  margin  on  these  revenues.  Using  the 
$450  figure,  the  company’s  bottom  line  is  thus  $135  poorer  — 
all  caused  by  the  delay  and  call  blocking. 

The  real  eye-opener  is  when  you  consider  how  this  affects 
the  cost  of  800  service.  Using  an  average  of  50  cents  per  call 
for  AT&T’s  switched  800  services,  our  customers  pay  $500  per 
thousand  calls.  Based  on  the  above  assumptions,  they  realize  a 
$135  profit  through  the  superior  performance  of  our  network. 
This  amounts  to  a  savings  of  27%  ($135  divided  by  $500)  — 
by  using  AT&T. 

That’s  why  our  advertising  talks  about  the  advantages  of 
quicker  call  setup  time  and  less  call  blocking  than  our 
competitors.  It’s  those  details  that,  for  a  business,  can  make  the 
difference  between  success  and  failure.  □ 

Hooke  is  director  of  inbound  services  product  develop¬ 
ment  at  AT&T  Bell  Laboratories  in  Holmdel,  N.J. 
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■HEDITORIALI^H 

The  class  issue  in  open 
systems  must  be  resolved 


Unfortunately,  many  net¬ 
work  managers  perceive  open 
systems  as  something  of  a  class 
issue.  They  think  only  the  larg¬ 
est  organizations  have  the  tech¬ 
nical  skills,  staff  and  money  to 
move  to  open  systems. 

These  users  haven’t  begun 
migrating  to  open  standards- 
based  systems  —  in  most  cases, 
haven’t  even  begun  planning  for 
that  move  —  because  they  be¬ 
lieve  that  the  job  is  one  that  only 
such  giants  as  General  Motors 
Corp.  and  The  Boeing  Co.  can 
tackle.  Despite  all  the  promise 
and  hoopla  surrounding  open 
systems,  users  continue  to  in¬ 
vest  in  proprietary  products 
with  limited  interoperability. 

Further,  they  don’t  press  ven¬ 
dors  for  real  commitment  to 
open  standards.  In  short,  they 
fail  to  work  today  toward  a  more 
powerful  tomorrow. 

That’s  likely  to  have  wide  and 
adverse  consequences  because 
the  future  of  American  industry’ 


rests  largely  on  how  effectively 
U.S.  companies  play  the  trump 
card  of  technology. 

The  time  when  a  company 
can  gain  a  significant  advantage 
from  a  single  technology  appli¬ 
cation  is  waning.  In  the  future, 
the  companies  that  succeed  will 
be  those  that  have  built  an  open 
computing  infrastructure  that 
supports  rapid  deployment  of 
new  applications. 

At  the  heart  of  the  open  sys¬ 
tems  class  issue  is  a  problem  of 
perception.  If  users  perceive 
that  migration  is  a  gargantuan 
task  and  that  only  giant  organi¬ 
zations  can  make  the  move, 
those  users  will  not  act. 

That  inaction  will  hurt  U.S. 
competitiveness  as  foreign  ri¬ 
vals  embrace  standards-based 
systems  —  something  that  is 
now  occurring  rapidly  in  many 
countries.  In  addition,  U.S.  ven¬ 
dors  will  continue  to  move  slow¬ 
ly  in  offering  such  products. 

Users  must  begin  drafting  mi¬ 


gration  plans  and  building  the 
business  case  for  an  open  infor¬ 
mation  architecture. 

Proprietary  systems  today 
are  often  more  robust  than  open 
computing  and  network  tools. 
But  there  are  steps  users  can 
take  now  —  however  small  — 
that  will  put  them  on  the  road  to 
open  systems. 

Open  systems  groups,  such  as 
the  Corporation  for  Open  Sys¬ 
tems  International  and  the  User 
Alliance  for  Open  Systems,  as 
well  as  professional  groups  such 
as  the  International  Communi¬ 
cations  Association  and  the 
Tele-Communications  Associa¬ 
tion,  Inc.,  must  help  users  devel¬ 
op  migration  strategies  and 
build  business  cases. 

Through  such  organizations, 
open  systems  leaders  can  detail 
their  strategies  and  discuss  the 
problems  they’ve  encountered. 

The  class  issue  in  open  sys¬ 
tems  must  be  resolved  or  U.S. 
competitiveness  will  suffer.  □ 
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DE  FACTO  STANDARDS 


BY  MARY  JOHNSTON-TURNER 

Are  consortia-driven 
‘standards’  good  or  bad? 


Frustrated  by  the  glacial 
progress  of  national  and  inter¬ 
national  standards  bodies,  users 
and  vendors  have  recently  band¬ 
ed  together  to  create  de  facto  in¬ 
dustry7  standards  designed  to  put 
specific  technologies  on  the  fast 
track  to  implementation.  How¬ 
ever,  are  these  de  facto  stan¬ 
dards  any  more  effective  than 
the  international  efforts  they 
seek  to  jump  start? 

The  answer  to  that  question 
lies  in  how  quickly  the  vendors 
back  up  their  statements  of  com¬ 
mitment  with  product  availabil¬ 
ity,  industrywide  endorsements 
and  ratification  by  the  appropri¬ 
ate  standards  committees. 

The  two  most  recent  attacks 
on  the  standards  status  quo 
come  from  the  National  ISDN  1 
program  sponsored  by  the  Cor¬ 
poration  for  Open  Systems  In¬ 
ternational  (COS)  and  the 
frame  relay  industry  specifica¬ 
tion  championed  by  Cisco  Sys¬ 
tems,  Inc.,  Digital  Equipment 
Corp.,  Northern  Telecom,  Inc. 
and  StrataCom,  Inc.  National 
ISDN  1  is  based  on  Bell  Commu¬ 
nications  Research  specifica¬ 
tions  designed  to  standardize  In¬ 
tegrated  Services  Digital  Net¬ 
work  interoperability  among 
multiple  carriers  and  customer 
premises  equipment  vendors. 

Numerous  central  office  ven¬ 
dors  such  as  AT&T,  several  re¬ 
gional  Bell  holding  companies, 
computer  vendors  such  as  IBM 
and  DEC,  as  well  as  the  North 
American  ISDN  Users’  Forum 
have  all  endorsed  it.  Interesting¬ 
ly,  MCI  Communications  Corp. 
and  US  Sprint  Communications 
Co.,  as  well  as  other  interex¬ 
change  carriers,  were  not  part  of 
the  announcement  and  AT&T’s 
involvement  was  limited  to  the 
central  office  side  of  its  busi¬ 
ness.  Are  they  waiting  to  see 
what  happens,  or  were  they  pur- 

Johnston-Turner  is  a  prin¬ 
cipal  with  Northeast  Consult¬ 
ing  Resources,  Inc.,  a  Boston 
consulting  collaborative  spe¬ 
cializing  in  management, 
communications  and  infor¬ 
mation  strategies. 


posefully  locked  out  of  the 
specification  development? 

The  goal  of  the  National  ISDN 
1  effort  is  to  bring  various  ven¬ 
dor  implementations  into  com¬ 
pliance  with  one  another  as 
quickly  as  possible  so  that  at 
least  a  limited  set  of  functions 
can  be  transmitted  on  an  end-to- 
end  basis  by  late  next  year.  That 
goal  is  to  be  applauded. 

The  frame  relay  consortium 
has  much  the  same  goals  and 
motivations.  Now  endorsed  by 
36  vendors,  the  frame  relay 
standard  specifies  a  set  of  local 
management  interface  exten¬ 
sions  that  can  provide  a  range  of 
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'sers  should 
examine  “rapid  attack” 
standards  before 
committing  to  them. 
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features  and  functions.  It  is  an 
attempt  to  guarantee  interoper¬ 
ability  among  interexchange 
carriers,  RBHCs  and  customer 
premises  equipment  vendors. 
But  will  all  the  vendors  support 
the  full  range  of  extensions.  If 
so,  when? 

These  ad  hoc  standards  pro¬ 
grams  have  sprung  up  in  re¬ 
sponse  to  user  fears  that  non- 
standardized  implementations 
will  be  orphaned  when  the  stan¬ 
dards  are  ready.  They  also  re¬ 
spond  to  the  industry’s  desire  to 
get  on  with  the  business  of  im¬ 
plementing  new  technologies 
while  they  are  still  new. 

There  is  much  to  argue  in  fa¬ 
vor  of  getting  technologies  and 
interoperable  services  to  market 
quickly.  However,  users  should 
examine  these  “rapid  attack” 
standards  before  committing  to 
them.  For  example,  how  well 
will  they  dovetail  with  interna¬ 
tional  services?  What  about  sup¬ 
port  front  vendors  that  are  not 
part  of  these  ad  hoc  groups?  Can 


the  recommendation  be  refer¬ 
enced  in  requests  for  proposal? 
Is  it  reasonable  to  expect  all 
your  key  vendors  to  support  it? 

Furthermore,  how  deep  is 
your  vendor’s  commitment  to 
the  ad  hoc  standard?  For  exam¬ 
ple,  many  vendors  have  joined 
the  Open  Systems  Interconnec¬ 
tion  bandwagon  but  have  no 
clear  timetable  for  deployment. 
Others  are  moving  full  steam 
ahead.  Simply  citing  a  commit¬ 
ment  to  National  ISDN  1  doesn’t 
mean  much  if  the  product  de¬ 
ployment  schedule  doesn’t  back 
it  up. 

How  will  you  verify  confor¬ 
mance  with  these  ad  hoc  stan¬ 
dards?  COS,  Bellcore  or  other 
third-party  laboratories  may  act 
as  certification  agents;  make 
sure  you  can  determine  whether 
you  are  getting  a  compliant 
product. 

The  bottom  line  for  users  is 
still  caution.  Ad  hoc  standards 
endorsed  by  industry  heavy  hit¬ 
ters  may  indeed  speed  up  the  de¬ 
ployment  of  some  new  technol¬ 
ogies.  It’s  likely  that  some  will 
hit  home  runs  and  move  the  in¬ 
dustry  forward  rapidly.  Others 
may  be  sideswiped  by  propri¬ 
etary  interests  and  bogged 
down,  as  would  any  formal  stan¬ 
dards  proceeding. 

Look  carefully  at  the  range  of 
vendors  participating  in  the 
group.  If  important  groups  of 
service  or  product  providers  are 
missing,  the  specification  may 
be  skewed  in  favor  of  one  group. 
In  that  event,  the  corresponding 
international  standard  may  go 
through  significant  alteration 
before  it’s  finally  approved. 

Despite  our  impatience  to  get 
on  with  new  technologies,  it  will 
pay  to  make  sure  that  the  new  ad 
hoc  standards  really  are  interop¬ 
erable  and  that  they  have  wide 
backing,  near-term  implementa¬ 
tion  schedules  and  a  migration 
path  into  more  formal  standards 
as  they  become  available.  If  the 
fast-track  standards  don’t  meet 
some  of  the  tests  outlined  above, 
watch  out.  They  may  be  propri¬ 
etary  solutions  in  sheep’s  cloth¬ 
ing  or,  worse  yet,  vaporware.  □ 


LIKE  ALLIGATORS  IN  A  SWAMP,  unforeseen  problems  can  really  put  the  hite  on  a 
communications  operation.  Many  managers  find  themselves  wrestling  with  these  networking 
reptiles  every  day. 

If  you’ve  survived  an  “alligator  attack,”  share  it  with  our  readers  by  calling  Susan  Collins, 
assistant  features  editor,  at  (508)  820-7413  or  fax  your  idea  to  us  at  (508)  820-3467.  Alligators 
should  be  1,200  words  in  length  and  submitted  either  on  disk  or  via  modem. 


TELETOONS 

BY  FRANK  AND  TROISE 

T/le.  History  of  Networking 

Oct.  15,  15/S4.  Net  Manager  Alice 

Zternlf  invents.  t/e+hrowabte 
pie  chart  at  an  annual  budget 
meeting. 


Time  to  fight  back 

I’m  writing  in  response  to 
the  column  about  phone  ser¬ 
vice  in  the  country’s  hotels 
and  motels  (“Bates  Motel  ’90: 
Chocolates  but  no  phone 
jack,”  NW,  Nov.  19,  1990) 
and  the  letter  printed  in  reply 
to  it. 

Business  travelers  should 
take  note:  Not  only  do  hospi¬ 
tality  facilities  lack  the  ability 
to  connect  to  a  modem,  but 
the  hotels  and  motels  are  in 
most  cases  ripping  you  off  for 
the  communications  sendee 
they  provide. 

Almost  no  one  asks  at 
check-in  what  the  hotel 
charges  for  a  local  or  long¬ 
distance  call.  The  shock 
comes  when  you  check  out. 
Unfortunately,  by  then  it’s  too 
late  to  do  anything  about  the 
rape  of  your  expense  account 
or  wallet. 

In  my  travels,  I  have  found 
that  there  is  a  broad  range  in 
what  hotels  charge  for  tele¬ 
communications  sendee.  The 
low  end  has  been  no  charge 
for  local  or  credit  card  calls. 
Toll  calls  went  through  for 


only  a  50-cent  surcharge. 

On  the  high  end,  I  have 
found  local  calls  that  cost 
over  $1  per  call  per  minute. 
Credit  card  or  collect  calls 
added  up  to  a  S3  charge  to 
the  hotel  bill. 

Added  to  this  would  be  the 
long-distance  charge  if  you 
dialed  it  direct.  The  cost  of 
the  long-distance  call  could 
ultimately  be  more  than  twice 
the  cost  of  what  AT&T  or 
another  long-distance  carrier 
charges. 

More  hotels  and  motels 
should  look  into  updating 
their  phone  systems.  They 
should  look  at  the  rates  they 
charge.  I  will  go  to  the  lobby 
to  use  a  pay  phone  before  I 
get  ripped  off  by  a  high 

( continued  on  page  38 ) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  161 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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Establishing  EDI 


CONTINUED  FROM  PAGE  1 

justify  because  it  is  far  more  expensive 

than  many  managers  imagine. 

In  addition,  there  are  standards  ques¬ 
tions  to  be  resolved,  including  whether  the 
organization  should  use  the  U.S.  EDI  stan¬ 
dard,  XI 2,  or  opt  for  the  still  vague  inter¬ 
national  standard,  generally  known  as  EDI 
for  Administration,  Commerce  and  Trans¬ 
port  (EDIFACT),  which  has  great  support 
in  Europe  (see  Figure  3,  page  34). 

Despite  these  problems,  EDI  has  two 
significant  potential 
benefits:  It  can  im¬ 
prove  the  efficiency 
of  interorganization- 
al  shipments,  and  it 
can  decrease  the 
number  of  times  doc¬ 
uments  are  pro¬ 
cessed  by  human  op¬ 
erators. 

The  first  of  these 
benefits  has  received 
the  most  publicity. 

Because  EDI  involves  direct  entry  of  an  or¬ 
der  in  a  manufacturing  company’s  com¬ 
puter,  it  can  avoid  mail  and  data  entry  de¬ 
lays  and  get  goods  moving  faster  than  with 
mail-based  orders.  And  such  speedy  ship¬ 
ments  are  considered  essential  for  just-in- 
time  manufacturing  and  just-in-time  in¬ 
ventory. 

Salamone  is  Network  World’s  features 
writer. 


Just-in-time  inventory  can  bring  great 
financial  savings  to  organizations,  such  as 
hospitals  and  car  manufacturers,  that  pre¬ 
viously  had  to  maintain  large  inventories. 
By  reducing  inventory,  these  organiza¬ 
tions  can  decrease  their  need  to  borrow 
money. 

One  EDI  user  that  has  noted  significant 
inventory  reductions  is  Navistar  Interna¬ 
tional  Corp.  (formerly  International  Har¬ 
vester),  a  truck  manufacturer.  Eighteen 
months  after  launching  an  EDI  program, 
Navistar  reduced  its 
inventory  from  a  33- 
day  supply  of  parts 
and  other  goods  to  a 
six-day  supply,  thus 
cutting  the  value  of 
its  inventory' by  $1 67 
million.  As  of  Jan. 
31,  Navistar’s  inven¬ 
tory  was  valued  at 
$352  million. 

Similarly,  EDI  of¬ 
fers  the  promise  of 

reducing  paperwork. 

Unfortunately,  it  has  not  yet  lived  up  to 
that  promise.  The  vast  majority  of  EDI 
transactions  still  involves  human  data  en¬ 
try  at  either  the  goods-ordering  or  goods- 
delivering  organization. 

Some  industry  analysts  estimate  that 
85%  of  all  received  EDI  messages  still  have 
to  be  keypunched  more  than  once.  For  in¬ 
stance,  an  EDI  order  received  at  a  manu- 
( continued  on  page  34 ) 
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High  start-up 
costs  and  legal 
issues  slow  EDI 
acceptance 


■on 


NETWORK  WORLD*  APRIL  1.  1991  31 


1991  AT&T 


With  another 800  service, 
you  lose  more  calls. 

Ever  wonder  what 
you  could  have  sold? 

There  are  lots  of  things  you  get  more  of 
with  AT&T  800  Service.  The  most  important 
one  could  be  sales. 


With  AT&T  you  can  get  more  sales 
because  AT&T  gets  more  calls  through  than  any 
other  800  service.  AT&T connects  calls  25% 
faster,  so  customers  are  less  likely  to  hang  up 
waiting  for  their  calls  to  go  through.  And  AT&T 
also  blocks  fewer  calls,  which  means  more 
customers  get  through  the  first  time*  These 
extra  calls  can  translate  into  thousands  of 
dollars  in  sales  every  year. 

That,  along  with  our  competitive  prices, 


AT&T 

The  right  choice. 


brings  up  an  important  question.  Can  you  afford 
not  to  have  AT&T  800  Service? 

Better  service,  better  results. 
Another  AIM'  advantage. 


And  now  AT&T 800  Service  is  more  afford¬ 
able  than  ever.  Call  through June 30, 1991 and 
we’ll  waive  the  installation  charges  on  any 
domestic  AT&T 800  Service. 

For  details,  contact  your  AT&T  Account 
Executive  or  call  1 800  222-0400. 


EDI’S  BIG  PRICE  TAG 


( continued  from  page  31 ) 
facturing  company  might  have  to 
be  manually  reentered  into  sys¬ 
tems  such  as  accounts  payable 
and  shipping  and  receiving. 

In  other  words,  one  of  the 
great  promises  of  EDI  —  savings 
on  the  cost  of  data  entry'  staff  by 
eliminating  redundant  entries  — 
has  not  yet  come  to  fruition. 


business  analysis,  programming 
and  testing,  Colberg  says. 

He  estimates  that  on  average, 
many  large  companies  that  have 
EDI  must  convert  10  applications 
per  site,  including  order  entry, 
manufacturing,  shipping  and  re¬ 
ceiving,  and  accounts  payable. 
According  to  the  costs  given  by 
experts  for  converting  applica¬ 


1990  EDI  net  services  market 

Figure  1 


4.7% 


GE  Information  Services 
- Control  Data  Corp. 

Railinc  Corp. 


26.34% 


TransSettlements,  Inc. 


EDI  value-added  network  service  providers  offer  EDI  mailboxes  and  translate 
EDI  documents  from  one  standard  form  to  another. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  GARTNER  GROUP,  INC..  STAMFORD,  CONN. 


Although  EDI  still  offers  many 
business  opportunities,  it  is  turn¬ 
ing  out  to  be  very'  expensive.  For 
example,  the  EDI  Consult¬ 
ing  Group  of  Price  Waterhouse 
recently  conducted  a  cost  analy¬ 
sis  of  an  EDI  configuration  that 
would  have  linked  a  manufactur¬ 
ing  company  to  its  1 2  plants  and 
1 20  trading  partners. 

The  cost  to  implement  the  sys¬ 
tem,  not  including  annual  trans¬ 
mission  expenses,  is  $23.5  mil¬ 
lion.  As  a  result,  the  client 
decided  to  delay  and  reduce  the 
scope  of  the  EDI  project,  accord¬ 
ing  to  Thomas  Colberg,  partner- 
in-charge  of  the  accounting 
firm’s  EDI  group. 

On  a  somewhat  smaller  scale, 
Provigo  Distribution,  Inc.,  a  Mon¬ 
treal  food  distributor  that  pro¬ 
cesses  325,000  invoices  per  year, 
estimates  it  will  cost  $2  million 
to  establish  EDI. 

The  biggest  cost  for  these 
companies  is  integrating  an  ap¬ 
plication,  such  as  order  entry, 
into  an  EDI  system.  The  cost  for 
such  a  conversion  is  about 
$100,000,  says  Dave  Taylor, 
vice-president  and  director  of  in¬ 
terenterprise  systems  at  Gartner 
Group,  Inc.,  a  Stamford,  Conn., 
consultancy. 

Most  of  that  amount  is  for  la¬ 
bor.  Taylor  says  it  takes  about 
1 ,440  hours  of  custom  program¬ 
ming  —  at  a  cost  of  $50  to  $80  an 
hour  —  to  integrate  a  single  ap¬ 
plication  into  an  EDI  system. 

Taylor’s  estimated  cost  to  in¬ 
tegrate  an  existing  application  to 
EDI  is  supported  by  figures  from 
the  EDI  unit  of  Price  Waterhouse. 
According  to  that  firm’s  survey  of 
large  EDI  users,  the  typical  appli¬ 
cation  integration  cost  runs 
about  $134,000  per  application. 
The  survey  showed  that  integrat¬ 
ing  EDI  into  the  operations  of  a 
business  requires  a  good  deal  of 
customization  work,  including 
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tions,  this  amounts  to  $  1  million 
per  company  site  in  order  to  inte¬ 
grate  existing  applications  to 
EDI. 

Costs  for  installing  controls 
over  the  EDI  applications  —  to 
check  authorization  and  mes¬ 
sages  for  errors,  for  example  — 
must  also  be  factored  into  a  con¬ 
version  to  EDI. 

Paper-based  business  systems 
have  auditing  control  mecha¬ 
nisms  that  have  been  developed 
over  time;  EDI  does  not,  and  de¬ 
veloping  the  system  is  likely  to  be 
expensive. 


The  types  of  EDI  control 
mechanisms  needed  can  be  divid¬ 
ed  into  categories.  Authorization 
control  involves  verifying  the  au¬ 
thenticity  of  the  EDI  message.  It 
identifies  the  trading  partner  and 
ensures  that  the  transaction  was 
initiated  by  an  authorized  person 
in  that  company.  Generally,  au¬ 
thorization  control  includes  iden¬ 
tification  and  logon  procedures, 
as  well  as  built-in  codes  within 
the  EDI  message  —  all  of  which 
verify  the  trading  partner’s  iden¬ 
tity. 

The  cost  for  software  to  per¬ 
form  these  tasks  is  estimated  at 
about  $40,000  for  the  first  year 
and  about  $10,000  for  mainte¬ 
nance  for  each  following  year,  ac¬ 
cording  to  analysts  at  Gartner 
Group.  This  cost  is  per  applica¬ 
tion  integrated  into  an  EDI  sys¬ 
tem. 

Error  checking  control  is  an 
added  expense  that  also  must  be 
included  in  a  cost  analysis  of  EDI. 
Errors  can  be  introduced  in  the 
translation  process  (from  appli¬ 
cation  to  EDI  and  vice  versa).  The 
cost  of  softw  are  to  check  for  syn¬ 
tax  errors  created  by  this  process 
is  about  $8,000  per  application. 

Further  expenses  in  the  autho¬ 
rization  process  include  the  oper¬ 
ating  cost  of  such  systems.  This  is 
mostly  labor  costs  to  perform  EDI 
system  backup  and  recovery  in 
the  event  of  a  system  failure. 
Gartner  Group  estimates  this 
function  totals  $4,500  per  year. 

One  last  expense  in  the  autho¬ 
rization  control  area  is  the  price 
of  what  is  called  completeness. 
This  includes  verification  that  all 
fields  that  must  be  filled  are  com¬ 
plete  and  that  each  EDI  message 
sent  is  received  only  once.  Indus- 


The  ABCs  of  EDI 

Figure  3 
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Automotive  Industry  Action  Group  =  Develops  EDI  standards  for 
the  automotive  industry. 


American  National  Standards  Institute 


EDI  standard  developed  in  1979  by  ANSI's  Accredited  Standards 
Committee  (ASC)  XI 2. 

Chemical  Industry  Data  Exchange  =  Addresses  EDI  issues  of  the 
chemical  industry. 
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Data  Interchange  Standards  Organization  =  An  administrative 
organization  of  ASC  XI 2  that  manages  XI 2  activities. 

EDIA  Electronic  Data  Interchange  Association  (formerly  TDCC) 
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EDIFACT  EDI  for  Administration,  Commerce  and  Transport  =  An 
international  EDI  standard  effort  of  the  United  Nations. 

Electronic  funds  transfer  =  Electronic  payments  via  EDI. 

Petroleum  Industry  Data  Exchange  =  Addresses  EDI  issues  of  the 
petroleum  industry. 

Transportation  Data  Coordinating  Committee  =  An  organization 
(now  EDIA)  and  an  early  EDI  standard  for  the  transportation 
industry. 


TDCC 


UCS 


vies 


Uniform  Communications  Standard  =  An  EDI  standard  developed 
by  the  UCS  Committee  for  the  grocery  industry. 

Voluntary  Interindustry  Communications  Standard  =  A  set  of 
ANSI  XI 2  standards  used  by  the  apparel  industry. 


WINS  Warehouse  Information  Network  Standard  =  An  EDI  standard  for 
the  warehouse  industry  developed  by  the  International 
Association  of  Refrigerated  Warehouses  and  the  American 
Warehousemen’s  Association. 

X.435  International  standard  for  sending  EDI  over  X.400  (scheduled  to 
be  completed  by  the  end  of  1992). 
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try  analysts  estimate  this  process 
carries  a  onetime  cost  of  about 
$12,000,  which  includes  labor 
and  software. 

Once  the  EDI  system  is  in 
place,  most  companies  will  use  a 
value-added  network  (VAN)  pro¬ 
vider  to  exchange  EDI  messages 
with  trading  partners  (see  Figure 
1,  this  page). 

However,  there  is  an  excep¬ 
tion.  If  the  number  of  EDI  trans- 


from  a  terminal  or  personal  com¬ 
puter. 

In  the  second,  which  is  a  more 
thorough  adoption  of  EDI,  a  com¬ 
pany  integrates  several  different 
business  applications  to  the  EDI 
system  and  uses  an  existing  en¬ 
terprisewide  communications 
configuration  (in  most  cases, 
electronic  mail)  to  carry'  the  EDI 
messages  internally  to  an  EDI 
gateway  (often  a  personal  com- 


Integrating  EDI  over  E-mail 

Figure  2 
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EDI  messages  may  be 
exchanged  among  a 
company’s  various  EDI 
applications  over  the 
corporate  network.  They 
may  also  be  exchanged 
with  trading  partners  via 
an  EDI  gateway. 


Users  seeking  to  integrate  EDI  into  existing  corporate  communications 
systems  are  choosing  E-mail  as  the  electronic  envelope  that  carries 
EDI  messages. 


GRAPHIC  BY  SUSAN  SLATER 


SOURCE:  NETWORK  WORLD 


actions  with  one  trading  partner 
exceeds  about  250,000  per 
month,  it  is  more  economical  to 
establish  a  dedicated  link  —  a 
leased  line,  for  example  —  rather 
than  using  the  VAN,  according  to 
Taylor. 

Other  than  that  exception,  us¬ 
ing  VANs  is  the  best  choice  for 
most  EDI  setups,  he  says. 

But  determining  the  pricing  of 
VAN  services  is  particularly  diffi¬ 
cult.  These  services  are  not  tar¬ 
iffed,  and  most  vendors  avoid 
standard  price  lists,  asserting 
that  there  are  so  many  service  op¬ 
tions  that  each  user’s  service  ar¬ 
rangement  is,  in  essence,  custom¬ 
ized. 

A  typical  example  of  a  compa¬ 
ny  with  a  large  EDI  implementa¬ 
tion  is  Haworth,  Inc.,  a  Michigan- 
based  office  furniture  store, 
which  spends  $250,000  per  year 
for  the  communications  costs  in¬ 
volved  in  sending  EDI  orders  to 
300  dealers. 


puter  and  modem)  that  connects 
to  a  VAN. 

The  single-application  ap¬ 
proach  requires  EDI  translation 
software,  which  takes  the  data 
from  an  application  (order  entry, 
for  example)  and  translates  it 
into  EDI  format.  Typically,  this 
translation  process  runs  on  a  per- 


A 

1  \.  typical  company 
with  EDI  spends 
about  $250,000  per 
year  to  send  EDI 
orders  to  300 
dealers. 
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Establishing  EDI 

If  EDI  is  still  of  interest  despite 
its  costs  and  uncertainties,  ex¬ 
perts  say  there  are  two  basic  ap¬ 
proaches  to  bringing  it  into  an  or¬ 
ganization. 

In  the  First,  a  single  applica¬ 
tion  —  such  as  order  entry  —  is 
converted  to  EDI.  The  EDI  mes¬ 
sage  is  exchanged  with  a  trading 
partner  by  dialing  out  to  a  VAN 


sonal  computer. 

In  full-blown  integration,  each 
application  (order  entry  and 
shipping  and  receiving,  for  exam¬ 
ple)  is  reengineered  so  that  the 
output  of  the  host,  or  whatever 
platform  the  organization  typi¬ 
cally  uses,  is  in  EDI  format. 

Many  companies  are  consider- 
( continued  on  page  37) 


“I  Want  To  Deal  With  A 
Network  Vendor  Who  Deals 
With  It  All.” 


It  sounds  like  Racal  could  help  me  meet  all  my  company’s  networking  needs. 

H  Please  send  me  a  free  copy  of  “Business  Applications  and  Trends  in  T1 
Technology:  A  Practical  Guide.” 

Please  have  a  representative  call  me  to  discuss  my  company’s  needs. 
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For  a  free  copy 


a  call 


give 


There’s  more  to  being  a 
good  network  provider  than  good 
T1  products.  That’s  why  our 
approach  to  the  whole  network¬ 
ing  process  is  so  .  .  .  well,  whole. 

Of  course,  we  want  you  to 
know  we  can  meet  your  Tl  needs. 
From  entry-level  systems  and 

fractional  Tl  to 
sophisticated 
multinodal  con¬ 
figurations.  And 
our  full  line  of 
network  compo¬ 
nents  ranges 
from  analog  and 
digital  access 
products  to  fiber 
optic  systems  and  LAN/WAN 
internetworking  solutions. 

But  product  range  is  hardly 
our  primary  message.  You  see, 
we’re  in  a  unique  position  to  sat¬ 
isfy  your  total  networking  needs. 
To  go  beyond  hardware  to 
provide  the  expertise  to  make 
your  network  a  strategic  corp¬ 
orate  advantage.  From  initial 
analysis  to  integrated  network 
management. 

Flow  did  we  get  to  this 
point?  Over  30  years’  experience 
in  the  network  arena  was  a  good 
start.  Having  the  wherewithal 
of  a  $3  billion  global  company 
doesn’t  hurt  either.  Factor  in 
our  position  as  today’s  leading 
independent  supplier  of  data 


What  Good  Is  A  Tl  Vendor 
If  They  Can’t  Support  The  Rest  Of 
Your  Networking  Needs? 


communications  systems  and 
services,  and  you’ve  got  a  partner 
who’s  there  for  the  long  haul. 

So  the  question  is:  Do  you 
merely  want  to  buy  Tl  products? 
Or  would  you  rather  team  up 


with  a  company  that  can  support 
your  total  networking  needs? 

If  your  answer  is  the  latter, 
call  1-800-RAC AL-5 5  (in 
Florida,  305-846-4811).  Ask 
for  your  free  copy  of  "Business 


Applications  and  Trends  in  Tl 
Technology:  A  Practical  Guide.” 

It  just  might  be  the  start  of 
a  longstanding  relationship 
with  the  company  that’s  reaching 
beyond  today’s  standards. 

INSIDE  AND  OUT™ 
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Racal-Milgo® 


Racai  Data  Communications,  Inc.  All  rights  reserved. 


Announcing 

The  1991  Enne  Awards 

The  Search  Continues. 


It's  time  to  pay  tribute  to  excellence. 
And  excellence  will  be  honored  as  the 
third  annual  ENNE  awards  program 
gets  underway. 

The  ENNE  sponsors  -  Network  World 
and  NetWorld  -  are  searching 

•  For  companies  and  organizations 
using  networking  technology  to 
their  strategic  advantage. 

•  For  companies  and  organizations 
finding  exciting  new  ways  to  put 
those  technologies  to  work. 

•  For  companies  and  organizations 
who  exemplify  best  the  spirit  of 
enterprise  networking. 

If  you’ve  been  successful  in  using 
enterprise  networking  to  increase  your 
bottom  line,  you’re  eligible  for  the 
ENNE  Awards. 

If  you’re  an  enterprise  network  user, 
supplier  or  enterprise  integrator  you 
may  be  a  candidate  for  nomination. 

Call  or  write  to  ENNE  Awards 
headquarters  and  we’ll  send  you  a 
nomination  packet. 

In  1991 ,  we  will  continue  our  search 
for  the  best  of  the  best.  And  present 
the  ENNEs  -  our  industry’s  Mark 
of  Excellence. 


THE  Enne  Awards 

Honoring  The  Best  Of  The  Best. 


Call,  or  write  for  your  ENNE  Award  nomination  form  today.  And  salute  those  who  are  defining  tomorrow. 

Deadline  for  Awards  Nominations  is  June  17,1 991 
The  ENNE  Awards  Program  305  Madison  Avenue  Suite  1424  New  York,  NY  10165 

(212)983-4965 
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EDI'S  BIG  PRICE  TAG 


(continued  from  page  34 ) 
ing  using  their  existing  E-mail 
systems  to  carry  EDI  messages 
within  the  organization.  There  is, 
however,  this  caveat:  Each  verti¬ 


cal  industry  uses  a  set  of  EDI  for¬ 
mats  specific  to  that  industry.  So 
while  one  unit  of  a  company  may 
run  EDI  under  one  industry-stan¬ 
dard  format,  another  might  use  a 


different  one. 

Choosing  between  the  single¬ 
application  and  broad  approach 
to  EDI  depends  largely  on  the  or¬ 
ganization’s  situation,  experts 


say.  The  single-application  ap¬ 
proach  offers  a  quick,  relatively 
inexpensive  way  for  a  company 
to  enter  the  EDI  arena.  On  the 
other  hand,  the  full-integration 
method  requires  a  large  invest¬ 
ment  up  front. 

Both  options  have  their  back¬ 
ers,  however.  The  single-applica¬ 
tion  approach  involves  a  relative¬ 
ly  modest  investment  but  offers 
only  modest  potential  savings. 

“We’re  talking  about  a  front- 
end  interface  to  a  minicomputer 
or  mainframe,”  says  Michael  Eck¬ 
stein,  executive  operating  officer 
at  EDI  Able,  Inc.,  a  Malvern,  Pa.- 
based  systems  integrator  that 
specializes  in  EDI  applications. 

Typically,  an  installed  single¬ 
application  EDI  system  requires 
an  Intel  Corp.  80386-  or  80486- 
based  personal  computer  run¬ 
ning  EDI  translation  software 
that  maps  data  from  the  applica¬ 
tion  to  an  EDI  data  structure,  he 
says. 

“Then  all  you  need  is  a  mo¬ 
dem  and  a  communications  pack¬ 
age  to  dial  out  to  a  VAN  and  for 
about  $5,000  total,  you’re  doing 
EDI,”  Eckstein  says.  For  this  level 
of  EDI  involvement,  industry  an¬ 
alysts  typically  cite  cost  savings 
that  range  from  $5  to  $10  per 
transaction  over  a  paper-based 
system. 

Naturally,  a  broader  approach 
to  EDI  will  cost  more.  But  its  po¬ 
tential  benefits  are  also  higher. 

By  integrating  many  depart¬ 
ments  into  one  EDI  system,  com¬ 
panies  typically  realize  addition¬ 
al  hard-to-quantify  savings  by 
reducing  redundant  information 
entry. 

For  example,  in  a  paper-based 
system,  information  from  a  pur¬ 
chase  order  may  be  entered  sev¬ 
eral  times  as  the  order  is  pro¬ 
cessed.  With  EDI,  the  information 
needs  to  be  entered  only  once,  al¬ 
though,  as  noted,  many  firms 
have  not  yet  been  able  to  achieve 
this. 

Choosing  standards 

Before  an  application  is  reen¬ 
gineered  to  work  in  an  EDI  sys¬ 
tem,  the  network  manager  must 
decide  which  EDI  format  will  be 
used.  In  North  America,  the  dom¬ 
inant  standard  is  ANSI  XI 2. 

Globally,  EDIFACT,  the  United 
Nations-sponsored  EDI  standard, 
is  gaining  widespread  support. 
For  example,  the  European  Com¬ 
munity  as  well  as  many  Pacific 
Rim  countries  —  Australia,  Hong 
Kong,  New  Zealand  and  Singa¬ 
pore  —  have  adopted  EDIFACT 
as  their  EDI  standard. 

“EDIFACT  will  eventually  be¬ 
come  the  global  standard,”  says 
Ken  Zita,  a  principal  at  Network 
Dynamics,  a  New  York  research 
and  consulting  firm  specializing 
in  international  telecommunica¬ 
tions. 

However,  Zita  points  out  that 
EDIFACT  exists  mostly  on  paper 
at  this  point. 

ANSI  XI 2,  on  the  other  hand, 
offers  users  existing  standards 
for  many  vertical-industry  EDI 


applications.  Because  of  this,  im¬ 
plementation  of  EDI  is  further 
along  in  the  U.S.  than  in  other 
countries,  Zita  says.  And  while 
many  Pacific  Rim  countries  have 
adopted  EDIFACT  as  their  EDI 
standard,  he  notes  that  ANSI  XI 2 
is  widely  used  in  those  countries. 

A  network  manager  in  the  U.S. 
try  ing  to  decide  which  standard  is 
best  should  adopt  ANSI  XI 2  be¬ 
cause  its  implementations  exist 
today  and  it  is  the  most  widely 
used  form  of  EDI  in  North  Ameri¬ 
ca. 

Network  managers  must  also 
decide  how  to  send  EDI  messages 
to  trading  partners  and  to  other 
departments  within  their  own 
company. 

Many  firms  have  opted  to  send 
EDI  over  their  existing  E-mail  sys¬ 
tems  and  to  use  E-mail  services 
offered  by  VANs  to  exchange  the 
information  with  trading  part¬ 
ners. 

Conceptually,  this  works  by 
enclosing  the  EDI  message  in  an 
electronic  envelope  to  send  out 
over  the  network  (see  Figure  2, 
page  34). 

The  Consultative  Committee 
on  International  Telephony  and 
Telegraphy  currently  has  an  in¬ 
ternational  standards  effort  un¬ 
der  wray  to  define  this  process. 
When  completed,  the  standard, 
called  X.435,  will  specify  how  to 
use  X.400  for  EDI  transport. 

This  standards  process  is  not 
expected  to  be  finished  until  the 
end  of  1992.  Yet  users  anticipate 
its  benefits.  For  example,  using 
X.400  to  exchange  EDI  messages 
w  ill  allow  users  to  tap  the  benefits 
of  X.500  directory  services  to 
route  messages  as  such  services 
become  available. 

Despite  its  many  problems, 
EDI  also  offers  users  many  bene¬ 
fits.  When  there  is  a  critical  mass 
of  EDI  transactions  being  con¬ 
ducted  with  an  organization’s 
major  suppliers  or  customers,  the 
enterprise  is  likely  to  benefit  ei¬ 
ther  from  the  efficiencies  of  EDI 
or  in  a  business  sense.  An  exam¬ 
ple  of  the  latter  is  the  pharmaceu¬ 
tical  company  Baxter  Healthcare 
Corp.,  which  used  its  close  ties 
with  the  hospitals  to  which  it  sup¬ 
plies  EDI  workstations. 

Of  course,  to  ensure  efficien¬ 
cies,  managers  must  take  charge 
of  the  project  to  make  certain 
that  redundant  data  entry  is  elim¬ 
inated.  This  may  not  be  possible 
immediately  because  paper- 
based  orders  are  likely  to  contin¬ 
ue,  but  reduction  of  redundant 
data  entry  should  be  a  set  goal. 

Despite  much  discussion 
about  EDI  in  recent  years,  the  ap¬ 
proach  is  clearly  still  in  its  infan¬ 
cy.  A  market  study  conducted  by 
First  Interstate  Bank  of  Califor¬ 
nia  in  Los  Angeles  last  year  found 
that  more  than  half  of  the  For¬ 
tune  1,000  companies  use  EDI 
and  that  this  number  is  increasing 
rapidly.  However,  it  isn’t  clear 
whether  EDI  is  used  extensively 
in  these  firms  or  only  in  isolated 
cases. 

(continued  on  page  38) 
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Legal  advice  for  EDI  users 


Disputes  among  trading  part¬ 
ners  have  been  known  to  cause 
one  party  to  take  legal  action, 
even  when  the  companies  have 
paper  copies  of  the  transactions 
that  have  occurred  between 
them. 

Electronic  data  interchange 
messages  are  far  more  flexible 
—  hence,  changeable  —  than 
paper.  And  they’re  not  signed. 
Therefore,  companies  clearly 


should  take  legal  precautions 
before  implementing  EDI  in 
their  business  transactions. 

Legal  experts  say  special  con¬ 
tracts,  called  trading  partner 
agreements,  must  be  negotiated 
and  signed  before  firms  can  con¬ 
duct  business  via  EDI.  “If  you 
don’t  have  a  trading  partner 
agreement,  you  don’t  have 
EDI,”  says  Winston  Stein,  EDI 
coordinator  at  Houston  Lighting 
&  Power. 

The  trading  partner  agree¬ 
ment  should  specify  liability  is¬ 
sues,  security  and  control  of  EDI 
messages,  and  the  communica¬ 
tions  procedures  to  be  used,  says 
Benjamin  Wright,  a  Dallas  attor¬ 
ney  and  author  of  EDI  and 
American  Law:  A  Practical 
Guide. 

An  EDI  message  cannot  be 
signed  in  quite  the  same  way  as  a 
paper  transaction  —  that  is,  a 
handwritten  name  cannot  be  af¬ 
fixed  to  it.  Therefore,  Wright 
says,  the  trading  partner  agree¬ 
ment  should  spell  out  what  the 
partners  consider  a  “signed” 
EDI  document. 

There  are  acceptable  elec¬ 
tronic  substitutes  for  a  hand¬ 
written  signature,  such  as  trans¬ 
mitting  secret  codes  or  incorpo¬ 
rating  passwords  into  the 
message.  However,  before  using 
one  of  these  substitutes,  Wright 
says,  the  two  parties  should 
agree  on  the  electronic  signa¬ 
ture  format  because  the  law  has 
not  yet  come  up  with  a  good, 
strict  legal  definition  of  a  signed 
electronic  document. 

“One  legal  question  raised  by 
EDI  is  how  to  amass  enough  evi¬ 
dence  to  prove  a  message’s  ori¬ 
gin  and  content  in  court,”  he 
says.  For  an  EDI  message  to  be 
considered  legally  valid,  it  must 


be  proven  that  the  EDI  message 
came  from  the  sender  and  was 
not  altered  after  it  was  transmit¬ 
ted,  Wright  says. 

To  avoid  disputes  over 
changes  to  orders  or  bills,  many 
recent  EDI  agreements  rely  on 
trusted  third  parties  to  both 
transmit  and  validate  messages. 
For  example,  the  value-added 
network  (VAN)  provider  would 
store  a  copy  of  the  message,  re¬ 


cording  when  the  message  was 
sent,  who  sent  it  and  who  re¬ 
ceived  it. 

This  solves  the  authenticity 
problem  but  opens  up  other  le¬ 
gal  issues.  For  example,  the  gov¬ 
ernment  can  get  access  to  those 
stored  records  more  easily  if  the 
VAN  has  them  than  if  they  were 
stored  on  the  user’s  premises. 

Another  problem  involves 
control  of  the  records.  If  your 
VAN  goes  out  of  business,  how 
do  you  get  your  records  back? 
And  what  precautions  are  taken 
to  ensure  that  records  are  pre¬ 
served  in  the  case  of  a  disaster? 
In  short,  by  using  a  third  party,  a 
firm  loses  some  control  over  its 
EDI  records. 

There  are,  however,  ways 
around  these  problems.  Wright 
is  an  advocate  of  the  “internal 


record  keeper”  concept.  This  al¬ 
lows  companies  to  authenticate 
their  own  EDI  records. 

To  accomplish  that,  the  com¬ 
pany  can  segregate  the  duties  of 
the  internal  record  keeper  from 
the  group  that  receives  the  mes¬ 
sage. 

For  example,  if  customers  are 
sending  EDI  purchase  orders  to 
a  company’s  sales  department, 
the  telecommunications  depart¬ 
ment  might  be  designated  as  the 
trusted  record  keeper.  The  re¬ 
cord  keeper  would  have  to  estab¬ 


lish  an  audit  system  for  tracking 
and  storing  EDI  records. 

The  company  might  also  im¬ 
pose  technical  controls  that 
could  reduce  the  chances  of  in¬ 
ternal  record  tampering.  For  in¬ 
stance,  the  record  keeper  might 
be  denied  software  and  training 
necessary  to  make  changes  to 
EDI  records  or  they  might  be 
stored  on  a  nonerasable  optical 
disk. 

Although  EDI  has  great  po¬ 
tential,  its  use  in  international 
transactions  faces  certain  legal 
barriers. 

“There  are  about  a  dozen  in¬ 
ternational  trading  partner 
agreements,”  Wright  says.  In  an 
attempt  to  tackle  the  issue  of  li¬ 
ability  according  to  their  own 
laws,  each  country  has  drafted 
its  own  version  of  a  trading  part¬ 
ner  agreement. 

The  method  used  to  establish 
liability  for  losses  incurred  in 
faulty  EDI  transmissions  is  one 
major  difference  among  trading 
partner  agreements  drafted  by 
different  countries.  An  example 
of  the  questions  that  might 
arise:  Say  that  a  third-party  net¬ 
work  breaks  down  and  an  EDI 
message  doesn’t  get  through. 
Who  is  responsible  for  losses  if 
that  causes  a  factory  to  shut 
down  because  it  didn’t  get  its 
parts  on  time? 

In  keeping  with  U.S.  laws  on 
liability,  which  state  that  the 
party  at  fault  pays  the  damages, 
most  trading  partner  agree¬ 
ments  in  this  country  specify 
that  the  VAN  is  responsible  for 
losses  if  the  net  fails.  However, 
the  laws  covering  liability  in  the 
U.K.  are  different  from  those  in 


the  U.S.,  so  in  that  country,  the 
outcome  may  be  different. 

Under  the  U.K.’s  proposed 
Standard  for  Interchange  Agree¬ 
ment,  drafted  by  the  Legal  Advi¬ 
sory  Group  of  the  EDI  Associa¬ 
tion  of  the  U.K.,  a  company 
instructing  a  trading  partner 
agreement  to  use  a  particular 
VAN  would  be  liable  for  losses  if 
the  VAN  made  a  mistake,  says 
Ian  Walden,  editor  of  EDI  and 
the  Law,  published  by  Blenheim 
Online  Publications  of  London. 

—  Salvatore  Salamone 
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EDI'S  BIG  PRICE  TAG 


Internal  GDI  helps  sales 


( continued from  page  37) 

However,  EDI  is  certainly  having  a  sig¬ 
nificant  effect  on  the  way  some  companies 
do  business.  For  example,  LTV  Steel  Com¬ 
pany,  Inc.  used  to  deliver  truck  loads  of 
steel  on  a  weekly  basis  to  its  auto  manufac¬ 
turing  customers.  It  now  delivers  supplies 
of  steel  daily  and,  in  some  cases,  on  a  four- 
hour  basis. 

“We  could  not  do  this  without  EDI,” 
says  Diane  Mueller,  assistant  group  coun¬ 
sel  at  LTV  Steel. 

Despite  its  many  problems,  EDI  is  a 
trend  that  network  managers  would  do 
well  to  follow.  Implementing  EDI  is  clearly 
a  case  where  a  net  manager  would  receive 
an  opportunity  to  combine  technical  skills 
with  financial  and  business  acumen.  □ 


Companies  that  use  electronic  data  in¬ 
terchange  to  exchange  information  with 
trading  partners  cite  improved  efficiency 
and  faster  processing  of  documents  as  key 
reasons  for  using  the  technology. 

Now  some  companies  have  started  to 
reap  similar  savings  internally  by  setting 
up  EDI  systems  that  their  traveling  sales 
forces  can  use. 

Many  sales  representatives  already  use 
laptop  computers,  modems  and  sales  auto¬ 
mation  software.  Typically,  a  salesperson 
will  enter  an  order  into  the  laptop  comput¬ 


er  at  the  client’s  office  and  later  download 
the  order  to  a  corporate  computer  using  a 
modem. 

Most  of  these  transactions  are  not  EDI, 
however.  They  are  often  fully  electronic: 
The  salesperson  sends  an  electronic  order 
form  to  the  corporate  mainframe  or  mini¬ 
computer,  where  the  information  is  im¬ 
ported  into  the  order  entry  application. 
These  transactions  do  not  use  any  of  the 
EDI  standards  such  as  ANSI  XI 2  or  EDI  for 
Administration,  Commerce  and  Transport 
(EDIFACT). 


ICA  EXPO  FORUM  ’91 


JUNE  4-6, 1991  ANAHEIM,  CALIFORNIA,  USA 


Witness  Real-World  Applications  in 
Real-World  Settings! 

Highlighting  the  '91  ICA  Expo  will  be  a 
dynamic,  user-oriented  feature.  The  ICA  Expo 
Forum  '91  and  its  two-pronged  attractions  — 
"The  City  of  Solutions"  showcase  and  its 
associated  technical  sessions  —  all 
designed  to  present  real-world,  hands-on, 
instant  business  solutions! 

Be  there  as  this  ICA  multi-vendor  showcase 
demonstrates  solutions  with  networked 
applications  of  data,  voice,  and  video. 
Observe  and  scrutinize  real-world  applica¬ 
tions  operating  on  an  authentic  network  in 
actual  city-like  districts  including:  Education, 
Finance/Insurance,  Government,  Health 
Care,  Industrial/Manufacturing,  Retail,  and 
Warehousing/Distribution. 

The  FDDI  backbone  of  the  Showcase  is 
provided  by  Digital  Equipment  Corporation. 


Enhancing  the  hands-on  showcase  are 
eighteen  associated  technical  sessions  offered 
for  the  three  days  of  "The  City  of  Solutions". 
They  will  include:  LAN/WAN  Integration;  Fast 
Packet/Frame  Relay  Systems;  Vendor  Panel 
on  FDDI;  Bridges,  Gateways  &  Routers;  and 
Eastern  Europe  Opportunities  &  Challenges. 

The  Expo  Forum  provides  you  with  conclusive 
answers  and  solutions  to  take  back  to 
the  workplace! 

The  International  Communications  Association 
is  the  world's  most  broadly  based  user 
group  representing  complex  global  networks. 
This  is  our  invitation  to  an  unprecedented 
achievement  and  one  that  is  unsurpassed 
in  the  industry! 
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For  more  information,  please  call  or  write: 
International  Communications  Association 
12750  Merit  Drive,  Suite  710,  LB-89 
Dallas,  Texas  75251,  USA 
1-800-ICA-INFO  (1-800-422-4636) 

Fax:  214-233-2813 
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Furthermore,  the  traditional  defini¬ 
tion  of  EDI  limits  it  to  exchanging  busi¬ 
ness  forms  among  different  companies. 
But  that  strict  interpretation  seems  to 
be  breaking  down  because  some  com¬ 
panies  are  switching  to  full  internal  EDI 
applications. 

For  instance,  Minneapolis-based 
Pillsbury  Co.,  whose  sales  representa¬ 
tives  use  a  combination  of  electronic 
mail  and  EDI,  reports  that  because  of 
EDI,  its  sales  staff’s  productivity  in¬ 
creased  20%  in  1990. 

Bruce  Donlin,  electronic  informa¬ 
tion  exchange  team  leader  for  Pills¬ 
bury,  presented  these  figures  at  the 
Electronic  Messaging  Association’s 
Electronic  Messaging  ’90  conference 
last  December  in  San  Francisco.  Pills¬ 
bury  uses  EDI  to  process  orders,  ship 
products,  control  inventories  and  re¬ 
ceive  payments,  he  said. 

“Pillsbury’s  goal  is  to  receive  and 
distribute  information  electronically 
wherever  possible,  eliminating  human 
intervention,  which  leads  to  delays  and 
errors  in  processing,”  Donlin  said  at 
the  conference. 

Pillsbury’s  on-the-road  process 
starts  with  the  sales  representative  en¬ 
tering  an  order  on  the  laptop  computer. 
The  order  is  attached  to  an  E-mail  mes¬ 
sage  and  can  be  transmitted  to  Minne¬ 
apolis  whenever  the  sales  representa¬ 
tive  has  access  to  a  phone.  The  order 
entered  by  the  traveling  salesperson  is 
automatically  pulled  off  the  E-mail  sys¬ 
tem  and  translated  into  EDI  format  on 
the  company’s  IBM  3090  computer. 

Once  the  order  is  translated  and  en¬ 
tered  into  the  order  processing  system, 
the  company’s  Headquarters  Inventory 
Control  (HQIC)  system  is  updated  and 
an  EDI  notice  to  ship  is  automatically 
sent  to  a  plant,  distribution  center  or 
public  warehouse. 

Once  the  notice  is  received,  that  lo¬ 
cation  acknowledges  the  order  and 
sends  an  EDI  notice  of  shipment  to  Min¬ 
neapolis.  There,  the  HQIC  system  is  up¬ 
dated  and  an  invoice  is  generated.  The 
warehouse  sends  an  EDI  notice  of  ship¬ 
ment  to  a  transportation  company,  and 
the  cargo  carrier  sends  a  notice  of  deliv¬ 
er)'  to  Minneapolis. 

The  system  then  matches  the  notice 
to  ship  with  the  notice  of  delivery  and 
approves  an  EDI/electronic  funds 
transfer  payment  to  the  carrier’s  ac¬ 
counts  receivable  department.  Accord¬ 
ing  to  Donlin,  “Once  the  order  is  en¬ 
tered,  it  is  processed  without  human 
intervention.” 

—  Salvatore  Salamone 


Letters 

continued  from  page  29 

charge  added  to  my  room  rate.  If  more 
people  and  companies  complain  about 
these  phone  charges,  maybe  the  cost  will 
be  brought  in  line.  The  other  alternative  is 
not  to  use  these  facilities.  Don’t  put  up  with 
these  charges.  Write  a  letter  to  the  hotel 
management.  Tell  them  you’re  not  happy 
with  the  phone  rates  and  that  you  will  take 
your  business  elsew'here.  If  hotels  receive 
enough  letters,  it  will  make  a  difference. 

Jim  Szalajeski 
Consultant 
SAL  Communications 
Alstead,  N.H. 


ActionCenter 


APRIL 


T1  CSU 


If  you’re  paying  more  than 


for  your 

ESF/D4  T1  CSU... 


T1  ESF  CSU’s 


Anderson  Jacobson 

5981 

$995 

Digital  Link 

DL55K 

$2495 

Kentrox 

T-SMART 

$2550 

Larse 

TCSU-0100-05B 

$2545 

Verilink 

551VST  List  2 

$3250 

All  prices  provided  by  respective  manufacturers. 


You  are  paying  too  much! 

Anderson  Jacobson’s  5981  is  a  cost  effective  and  convenient  solution 
for  single  T1  line  termination. 

AT&T  CERTIFIED. 


Call  now 

for  the  name 
of  your  local  distributor. 

1-800-537-5762 
Extension  263 
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521  Charcot  Avenue 
San  Jose,  CA  95131 
FAX  (408)  435-1276 
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ARTIC  COMMUNICATIONS  SOFTWARE 


“UniHom  SNA  is  the  #1  Solution 
to  RAM  CRAM!”  -  Ron  Carson,  IBM 

UniHom  offloads  all  SNA  communications  support 
onto  the  IBM  ARTIC  card. 


UniHorn  SNA: 

19.2  &  56  KB  Data  Transfer 

Allows  users  to  offload 
Communication  Applications 

Uses  no  System  Resources 
Primary  &  Secondary  SDLC 
Supports  3270  and  APPC 

Supports  PU  2.0/2. 1  and 
LU  Types  0,  1 , 2,  3,  4,  7,  6.2 

DOS,  OS/2,  AIX, 

QNX,  and  IBM  4680 

UniHorn 

(408)  655-1117 
FAX  (408)  646-0620 


UniHom  SNA  AHUC  System  Architecture 


r>OS.  OS/.?.  AIX,  QNX.  ISM  4 f>#0$ 
Opeteliry  System 
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X.25  NETWORK  CONNECTIVITY 


THE  X.25  CONNECTION:  $995 


FEATURES: 

•  Full  support  for  CCITT  (1984)  X.25,  X.3,  X.28,  X.29 

•  Fully  programmable  PAD  configured  from  any  standard 
asynchronous  terminal. 

•  Expandable  up  to  16  asynchronous  ports,  offering  a  per  port 
cost  of  only  $137  per  port. 

•  Advanced  PAD  features  such  as  the  display  of  a  directory  of 
abbreviated  addresses  at  connection  time,  autocall 
capabilities,  hardware  flow  control,  etc. 

•  Because  of  the  Non-Volatile  EEPROM,  the  configuration  data 
remains  unaffected  in  the  event  of  a  power  loss  or  shutdown. 

•  X.25  and  asynchronous  line  statistics  and  diagnostics  can  be 
collected  and  analyzed  for  optimizing  network  performances. 

SUPPORT: 

Free  one  year  warranty  service  provides  24  hour  a  day,  7  day  a 

week  customer  service.  Comprehensive  training  courses  are 

available  for  X.25  and  specific  OST  products. 


Networking  Intelligence 
For  Further  Information  write  or  call: 

OST,  Inc. 

14225  Sullyficld  Circle 
Chantilly,  VA  22021 
U.S.A 

Tel:  (703)817-0400 
FAX:  (703)  817-0402 

Modem:  (703)  817-0456,  2400  BP>;  (703)  817-9846,  9600  BP«,  8N1 
Circle  Reader  Service  No.  1 8 


COMPLETE  LAN  SERVICE 


We  are  a 

component  (chip) 
level  repair  depot  that 
buys  and  sells  used  or 
new  LAN  Hardware. 


f  Hardware  Specialties: 

S ^  ^om  *  Corvus  *  IBM  •  Interlan  •  Novell 
Proteon  •  Standard  Micro  Systems  (SMC)  * 
~  Western  Digital  •  Pure  Data  •  Gateway  • 

Thomas  Conrad  •  Tiara  &  Others 


LANFIX/LAN  RECYCLERS 

1-800  448-7420 


FAX:  1-800  752-6958 
PHONE:  1-801-226-1832 

1378  West  Center  St.  •  Orem,  Utah  84057 

Circle  Reader  Service  No.  1 2 


NETWORK  WORLD ‘APRIL  I.  1991  39 


ActionCenter 


APRIL 


DATACOMM  MATRIX  SWITCH 


DISASTER  RECOVERY 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  40%  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

‘Largest  Non-Blocked  Port  Capacity.. .8192  PORTS 

YES 

NO 

*Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

*LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

•Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

‘Integral  BERG/BERT  and  S.A.M.  Test  Functions 

YES 

NO 

•Non-Proprietary  Database,  dBASE  III  PLUS/IV 

YES 

NO 

•Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  Inc 


"The  Responsive  Ones'  25  Van  Zant  Street 

East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 
Circle  Reader  Service  No.  2 


DIGITAL  tNA&NBk  SWITCHING 


Don't  let  network  failures  stop  your  critical  communications. 
Dataprobe  provides  automatic  and  remotely  controlled  switching 
systems  that  can  restore  failures  in  T1,  DDS  and  Fractional  T1 
networks.  Our  systems  detect  failures  in  the  communications 
link  and  automatically  switch  to  either  a  redundant  link  or  to 
switched  services.  If  your  network  requires  'Maximum  Uptime', 
call  Dataprobe  now. 


(Tk 


TUT 


D 


170  Coolidge  Avenue  /  Englewood,  NJ  07631 
Phone:  (201 )  569-6464  Fax:  (201 )  894-0939 


Circle  Reader  Service  No.  1 6 


DIAGNOSTIC  TEST  EQUIPMENT 


ESF  CSUS 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 
for  only  $1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest-touse.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor- 
met  operation  of  MSAU.  ■  Detects  and  isolates 
bet  ,'oning  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Find  out  about  our 
30'day  money  back  guarantee. 

Call  1'800'23'BYTEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 


Circle  Reader  Service  No.  3 


$500.00  CASH  BACK 


Upgrade  to  the  reliability  of  Verilink  Intelligent  ESF 
CSU’s  and  we  will  give  you  $500.00  cash  back  or 
credit  towards  your  purchase.  Take  advantage  of  the 
leading  manufacturer  of  ESF  CSU’s  and  the  network 
management  benefits  of  ESF  now. 

Call  Us  Today  Toll-Free  At 

1  -800-669-4278 

For  your  free  Verilink  planning  kit. 


The  Helfrich  Company 
19782  MacArthur  Boulevard 
Suite  310,  Irvine,  CA  92715 


VERILINK 


Circle  Reader  Service  No.  19 


DIAL-UP  MANAGEMENT 


ETHERNET  NETWORK  MONITORING  SYSTEM 


Optimize  Dial-up  Modem  Network  Utilization 


With  CDI’s  Patented  Network 
Windows™  Management 
System 

CDI’s  PC  based  Dial-up  Modem 
Network  Management  System  has 
been  field  proven  worldwide  since 
1983.  Reduce  your  line  costs  and 
prevent  client  loss  with  these 
features: 

•  Modem  vendor  independent-works 
with  any  modem  type 

•  Provides  local  reconfiguration  from 
the  keyboard 

•  Generates  complete  daily  usage  and 
error  reports 

•  Automatic  busy  of  "ring  no  answer” 

•  Central  site  management  of  a 
distributed  network 

•  UL  approved 


CDI  -  The  Answer  To  Dial-Up  Modem  Management 
Call  or  Write  For  Information  &  Demo  Disk 

Communication  Devices  Inc.  •  1  Forstmann  Ct.  •  Clifton,  NJ  0701 1 
Phone  201/772-6997  •  Fax  201/772-0747  •  800/359-8561 


Circle  Reader  Service  No.  4 


The  Network  Professor9 


_ 


•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Global  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 

.  .only  fully  functional  LAN  Monitoring  System. ..” 

Bill  Hancock 

For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  5 
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NETWORK  MANAGEMENT  BRIEF 


mi 


FREE  NETWORK 
MANAGEMENT  BRIEFING. 


This  important  Management  ^ 

Briefing  details  the  Wide 
Area  Network  equipment  *T 

vendor’s  approach  to 
managing  an  increas¬ 
ingly  complex  network. 

With  this  information, 


the  network  manager  will 
be  better  equipped  to  provide 
the  network  end-user  with 
full  network  connectivity, 
functionality,  and  flexibility. 

For  your  free  copy,  call 
1-800-777-4005. 


GeneralDataOomm 


WORLD  CLASS  NETWORKING 

CORPORATE/ INTERNATIONAL  HEADQUARTERS  203-574-1118  HONG  KONG  852-833-6779  CANADA  416498-5100 
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NETWORK  MANAGEMENT  SOFTWARE 


FT-1/ISDN  MANAGEMENT  BRIEF 


FREE  FRACTIONAL  T-l  AND 
ISDN  MANAGEMENT  BRIEFING 


This  important  Management 
Briefing  puts  Fractional 
T-l  clearly  in  perspective, 
and  clarifies  much  of  the 
confusion  associated 
with  it  while  emphasiz 
ing  economic  issues, 


'%r 


network  management, 
and  the  transition  to 
ISDN.  Additionally,  the 
new  concept  of  Fractional 
ISDN  is  examined. 

For  your  free  copy,  call 
1-800-777-4005. 
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MATRIX  SWITCHING 


Another  Telenex  Matrix  Switch  Advantage . . . 


OS/2 

System 

Workstations 


Multi-tasking 
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H. 
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Only  the  Telenex  Matrix  Switch  offers  the  ability  to  run  multiple  appplications  concurrently 
on  a  single  OS/2-based  workstation.  Such  as  operate  a  remote  Telenex  AUTOSCOPE”  or 
AR  INTERVIEW*  protocol  analyzer.  Or  establish  bidirectional  communications  between  the 
Matrix  Switch  and  IBM's  NetView  or  Systems  Center's  NET/MASTER.  Even  control  a 
worldwide  network  of  Telenex  Matrix  Switches. 

Now,  besides  having  speed  and  capacity  that  exceed  others,  the  Telenex  Matrix  Switch 
has  the  most  flexible  and  convenient  system  management  platform. 


I  (corporation 

A  UMIT  OF  GENERAL  SION  A  L 


Matrix  Switching  Systems 

13000  Midlantic  Drive  •  Mount  Laurel,  NJ  08054 

800-222-0187  609-234-7900  609-778-8700  (FAX) 


SnapNET  Makes  WAN  and  LAN 
Management  A  Snap! 

SnapNET  is  a  user  friendly  software  tool  that  allows 
a  network  manager  to  build,  display,  track,  and  modify 
WAN/LAN  topological  layouts,  and  create  network 
databases/directories  and  graphic  presentations. 

SnapNET's  major  advantage  is  its  ease-of-use.  It  takes  advantage  of  MS- 
Windows  3.0's  point-and-click,  multi-windows,  and  toolbox/toolkit  functions. 


Ask  us  about  our  North  American  and  world  map  versions. 
Please  call  for  a  FREE  demo  disk. 


Place  a  node  or  link 
simply  by  pointing 
and  clicking.  WAN 
and  LAN  reports  will 
give  you  complete 
summaries. 


NETWORK  MONITORING,  INC. 

2041  Mission  College  Blvd.,  Suite  170 
Santa  Clara,  CA  95054 


Use  the  toolkit  to 
create  and  config¬ 
ure  your  local  area 
network.  You  may  select  from  a  variety  of  hardware 
icons  (e.g.,  PC,  printer,  mainframe,  fileserver,  etc.). 


Phone: 

Fax: 


(408)  986-1166 
(408)  986-8174 


Circle  Reader  Service  No.  6 


Circle  Reader  Service  No.  13 


MULTIPLEXERS 


3270  MULTIPLEXERS 


Harris  Adacom  is  the  IBM™  3270  multiplexing  expert,  offering  up  to  128  port 
solutions  as  alternatives  to  the  exorbitant  expense  of  coax  or  fiberoptic  ca¬ 
bling,  as  well  as  IBM  3299  and  3299-032  compatible  units. 

*  IBM  COMPATIBILITY  *  COAX/FIBEROPTIC/TP  SUPPORT 

*  LOW  COST  *  LOW  POWER  CONSUMPTION 

*  EASY  INSTALLATION  *  COMPACT  SIZE 

CALL  TOLL-FREE  TODAY  1-800-327-0232 

FREE  CATALOG 

1 0409  West  84th  Terrace 
Lenexa,  KS  66214 
FAX:  (913)  888-4103 

Circle  Reader  Service  No.  15 
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PC  BASED  PROTOCOL  ANALYZER 


PREMISES  WIRING 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LMI  is  a  registered  trademark  of  Progressive  Computing.  Inc. 


The  LMI®  is  a  PC -based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  I  Ml  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation. 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

'Aogresswe 
Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  7 


Is  your  cable  plant  running  out  of  bandwidth? 

When  does  it  pay  to  install  fiber? 

Will  IBM  Type  1  handle  your  data  needs  for  the  next  5  years? 
How  about  integration  with  PBX  cabling?  ISDN? 

Need  cabling  solutions  tailored  to  suit  vour  organization’s  needs? 

We  can  help.  East  Coast  Corp.  is  a  unique,  independent 
premises-wiring  consultation  and  installation  service  provider. 

If  you’re  in  the  Northeast  U.S.  and  have  premises  wiring  questions, 
our  full  range  of  data  and  telecommunications  premises  cabling 
installation  and  design  services  can  provide  you  with  the  answers: 

—  Advisory  service  by  phone,  fax  and  fed-ex 
—  Fully  licensed  copper  and  fiber  installation 
—  On-site  needs  analysis,  cost  estimation 
—  Architectural  programming,  preparation  of  bid  specs 
—  Backgrounder  reports  on  cabling  technology,  trends 
—  Specialists  in  voice/data,  LAN/telecom  integration 


(^oast 


For  premises 
cabling  answers 


609-392-1519  /or  609-275-8756 

777  N.  Clinton  Ave. 

Trenton,  NJ  08638 


Circle  Reader  Service  No.  10 


PC  LAN/WANG  VS  CONNECTIVITY 


SONET  MANAGEMENT  BRIEF 


Wana  VS  Users: 


Hitch  It  or  Ditch  It 


n 


PC  Local  Area  Networks  are  here  However,  if  the  decision  has  been 


to  stay,  and  changes 
are  inevitable. 


You  could  hitch 
your  VS  resources 
to  PCs,  LANs  and 
Macintoshes  by 
adding  Lightspeed 
NVS.  The  results:  regained 
control  of  PC  resources,  powerful 
applications  made  available  to 
more  people,  and  improved  work 
group  productivity.  Plus  no  loss 
of  investment. 

Add  Lightspeed  MAIL  Gateway, 
and  you  can  even  exchange  mail 
between  Wang  Office  and  PCs. 


made  to  ditch  the  VS, 
more  changes  lie  ahead. 


And  Lightspeed  NVS 
can  help  you  with  all  of 
them. 

You’ll  need  to  move  all 
the  data  off  the  VS,  convert 
documents  to  new  word 
processing  formats,  and  somehow 
run  the  primary  VS  procedures 
while  you’re  in  the  process  of 
migrating  away.  You’ll  want  to 
run  both  systems  parallel  for 
awhile,  too. 

So,  whatever  you  decide  to  do 
with  your  VS,  call  us. 


n 


a 


Mac  Soft 


Circle  Reader  Service  No.  8 

(805)  324-4291  ext.  51,  1800  19ih  Street,  Bakersfield,  CA  93301 


FREE  SONET 

MANAGEMENT  BRIEFING. 


This  important  Management 
Briefing  explores  the  long- 
term  ramifications  of  the 
Synchronous  Optical 
Network  (SONET)  and 
its  potential  impact  on 
private  networks. 


This  briefing  compares 
the  strategic  value  of  T-3 
versus  SONET  and  provides 
a  comprehensive  overview 
of  fiber  optic  standards. 

For  your  free  copy,  call 
1-800-777-4005. 


General  EMaComm 
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PERIPHERAL  SHARING 


X.25  CONNECTIVITY 


Cable-Free  Printer  Sharing! 


Eliminate  the  hassle  --  and  expense  --  of  cabling  with  the  GEC-Marconi/Verran 
AC  DataLink  Cable-Free  Computer  Connection  System.  Attach  a  DataLink  to  a 
serial  or  parallel  computer  and  a  DataLink  DPS  to  a  parallel  printer.  Then,  simply 
plug  each  DataLink  into  an  electrical  outlet  and  data  transmits  via  your  building’s 
AC  wiring.  Connect  up  to  seven  computers  to  one  printer  within  minutes.  No  extra 
software  needed.  No  cabling.  Just  plug  them  in! 

Prices  are  just  $345  for  the  AC  DataLink  and  $395  for  the  AC  DataLink  DPS. 
Ask  about  our  30-day  money-back  guarantee! 

For  more  information  and  free  brochure,  call  703-648-1551. 

For  mail  order  and  credit  card  orders,  call  800-456-4123. 

Dealer  and  distributor  inquiries  invited. 


m 

GEC  MARCONI 

SOFTWARE  SYSTEMS 


GEC-Marconi  Software  Systems 
Suite  450,  12110  Sunset  Hills  Road 
Reston,  Virginia  22090 
Tel:  703-648-1551  Fax:  703-476-8035 

Circle  Reader  Service  No.  17 


Save  money  with  X.25  Software  Solutions  M  ^ 
from  the  PC  Technologies  Division  ^\( 


at  Microdyne 


Introducing... 

the  pcX25  product  tine  with  TTY,  VT52  and 
VT 1 00  Async  terminal  emulation  providing 
compatibility  with  host  mainframe  terminal 
support  and...  ,  ^ 

the  snX25  product  line  with  all  the  features 
of  pcX25  plus  3270  terminal  emulation  for 
connectivity  to  IBM rM ,  SNA  and  non-IBM r“ 
hosts. 

If 


QA 


Microdyne’s  PC  Technologies  Division 
491  Oak  Rd.  •  Ocala,  Florida  32672 


Application  Programming 
Interfaces  available... 

•  HDLCAPI  •  X25API  •  SNAAPI  f\\ 

y*  % 

»•  r 
m 
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NETWORKING  MARKETPLACE 


Network  World  Second  Quarter  1991 
Editorial  Features 

April  1 

Trends  Reshaping  Networks:  EDI 
April  8 

Buyer's  Guide:  LAN  operating  systems 
April  15 

Standards  update 
April  22 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 

April  29 

Twisted-pair  networks 
May  6 

Buyer’s  Guide:  X.25  packet  switches 
Show  Distribution:  Dexpo  South 
Special:  Harvey 

May  13 

Trends  Reshaping  Networks:  Security 
Show  Distribution:  GlobalNet 
Special:  Lead  Service 

May  20 

Virtual  networks  update 


May  27 
SNA  Update 

June  3 

1 .  Buyer’s  Guide:  Bridges/routers 
2.  Survey:  Critical  issues  facing  users 
Show  Distribution:  ICA 
Special:  Lead  Service 

June  10 

Buyer’s  Guide:  Bypass  equipment 
June  17 

Voice  processing 
June  24 

Buyer's  Guide:  SNMP  management  tools 
July  1 

Videoconferencing 
July  8 

Buyer’s  Guide:  T-1/T-3  multiplexers 
Special:  Harvey 


July  15 

1 .  Moving  to  OS/2:  How,  when,  why? 

2.  Network  management  update 
Show  Distribution:  ComNet  West;  Net.  Computing  Forum 
Special:  Lead  Service 

July  22 

LAN  management  update 
July  29 

Technology  Trends:  Packet  networks  of  the  future 
August  5 

Focus  on  applications  architectures 
August  12 

Buyer’s  Guide:  Virtual  network  services 
Show  Distribution:  DCI/NW  Mfg.  Nets 

August  19 

LAN  Internetworking  strategies 


TRAINING  I  DATA  COMMUNICATIONS 


lELStUtOr 


COMPUTER-BASED  TRAINING 


LAN 

X.25 

T1 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 
CALL 

1-800-542-2242 

(603)  433-2242 


m 


Telecommunications 

Training  Monthly 


VIDEO  TAPE  TRAINING 

•  X.25  Protocol  Analysis 

•  SDLC/SNA  Protocol  Analysis 

•  ISDN  BR1  “The  Basics” 

•  Switched  Telephone  Circuit 
Basics 

•  Tl-Carrier 

•  Network  Topology 

•Local  Area  Network  Protocols 

•  DataCom  Concepts  ( RS-232-C) 

•  Analog  Line  Measurements 

•  Digital  PBX 

•  Digital  Voice  Encocing 

Cal!  for  Demo  Tape 
(215)  598-3293 


BIDS  & 
PROPOSALS 


Sub-bids  Requested  From 
Qualified  M/W/DVE 
Subcontractors 
And  Suppliers 

State  of  California 
Teale  Data  Center  Bid 
IFB  TDC-90-61 

Bid  Due  April  25,  1991 

Seeking  Assistance: 
Financing  (In  House  Closing) 
Installation  Or  Cabling  Services 
Explore  Possible  Programming 

Must  Respond  By  April  8,  1991 


520  Capitol  Mall 
Sacramento,  CA  95814 
Contact:  Ed  Shirhall 
(916)  326-5024 
Fax:  (916)  326-5877 

Equal  Opportunity  Employer 


RJE  FOR  PC's 

Full  featured  Bisync  3780  or  SNA  3770  R)E  emulation  for  PC's  and 
PS/2's.  Automatically  execute  batch  jobs.  Send  multiple  files 
to/from  your  IBM  host  using  IES2/3. 

Featuring... 

•  IBM  Mdl  3777-4  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch,  console  support 

•  Data  compression  &  transparency 

Immediate  delivery 

Starting  at  $395 

Cali  (800)  767-4844  today! 


Applications... 

PC-to-PC  File  Transfer 
IRS  Electronic  Filing 
EDI 
ACH 

Hi  Volume  Remote  Printing 


BUSINESS  OPPORTUNITY 


Building  a  network  of  self-motivated  and  aggressive  data  communica¬ 
tions  professionals  to  help  sell  a  broad  product  range  of  equipment  in¬ 
cluding  modems,  multiplexers,  etc.  manufactured  by  various  vendors. 

QUALIFICATIONS:  You  must  have  a  solid  working  knowledge  of  data 
communications  and  contacts  in  the  industry. 

INVESTMENT:  Just  your  time. 

REWARD:  An  attractive,  commission-only  structure.  No  salary. 

TERRITORY:  Essentially  anywhere. 

If  interested,  send  us  a  letter  of  your  qualifications. 

Network  World,  B-5204,  161  Worcester  Road, 

Box  9172,  Framingham,  MA  01701-9172 


Coming  April  15th... 

An  Exciting  and  Useful  Addition 
to  Networking  Careers! 

Need  to  hire  qualified  Networking 
Professionals? 

Network  World  reaches  over  150,000 
networking  and  communications  pofessionals 
every  week! 

Across  all  industry  lines  and  over  the  entire 
spectrum  of  responsibilities,  Network  World 
readers  respond  in  both  quality  and  quantity. 

Need  Maximum  Value  for  your 
Recruitment  Dollars? 

We  have  a  special  advertising  opportunity  for 
our  April  15th  issue  that  will  allow  you  to  reach 
and  educate  Network  World  readers  like  never 
before  about  your  company  and  career 
opportunities  and  save  money  while  you’re  at 
it! 

Need  More  Information? 

To  place  your  ad  or  for  more  information,  call 
Bill  Reinstein,  National  Sales  Director/ 
Networking  Careers  toll  free  at  800-622- 
1108.  (in  MA  508-875-6400) 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to  be 
the  most  comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from, 
you  can  place  your  company  under  the  most  appropriate  headings  to  make  it  easily  accessible  to  150,000  buying  decision  makers  of  network¬ 
ing  products  and  services. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 
Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 


Line  Listing  Rates  (prices  are  net  for  26-week  period) 


Company  listing . $500. 

2-9  additional  listings . $450.  per  listing 

10  or  more  additional  listings . $400.  per  listing 

Bold  listing  —  extra . $  50.  per  listing 


Display  Listing  Rates  (prices  are  net  for  26-week  period) 


2  5/16"  wide  x  1/2"  deep . $1,000. 

2  5/16"  wide  x  1"  deep . $2,000. 

2  5/16"  wide  x  1  1/2"  deep . $2,800. 

2  5/16"  wide  x  2"  deep . $3,600. 


Space  and  copy  closing  for  next  updated  issue  is  March  21 .  Listing  begins  in  April  15  issue  and  runs  through  the  October  7,  1991  issue. 


For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1  -800-622-1 1 08  or  508-875-6400. 

To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161 
Worcester  Road,  Framingham,  MA  01701-9172. 


Computers/Peripherals 

Memory  Upgrades 


Data  Communications 

Acoustic  Couplers 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

GN  Navtel . 416-479-8090 

Cable/Interface  Testers 

Glasgal  Communications,  Inc.  ..201 -768-8082 

GN  Navtel . 416-479-8090 

Error-Rate  Measurement  Equipment 
Glasgal  Communications,  Inc.. .201 -768-8082 
GN  Navtel . 416-479-8090 

Performance- Measurement  Equipment 
Glasgal  Communications,  Inc.. .201 -768-8082 
GN  Navtel . 416-479-8090 

Protocol  Analyzers 


SNA  3270/LU6.2  Tests 


•  3800  +  Validation  &  Load  Tests 

•  SDLC  and  Token-Ring  •  PC-Based 

•  Specs  and  Source  Coding  Provided 

Applied  Computer  Technology 
Garland,  TX  (214)  271-6550 

Azure  Technologies . 800-233-3800 

Glasgal  Communications,  Inc.  ..201-768-8082 


For  whatever  you  sell 
from  A  to  Z,  you  should 
place  it  under  a  heading 
in  Network  World’s 
Resource  Directory. 


Protocol  Analyzers  cont. 

GN  Navtel . 416-479-8090 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1,  SS#7,  SNA,  X.25,... 

n(iLENEXCALL  1-800-368-3261 

Diagnostic  Products 


Protocol/Interface  Simulators 

GN  Navtel . 416-479-8090 

T- Carrier 

Electrodata,  Inc . 800-441-6336 

Glasgal  Communications,  Inc.  ..201  -768-8082 


DSU/CSU 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 

Modems 

Limited  Distance/Line  Drivers 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.. .201 -768-8082 

High  Speed  (9. 6kbps + ) 

Eastern  Datacomm,  Inc . 201-262-9022 

Glasgal  Communications,  lnc...201-768-8082 

Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 

Glasgal  Communications,  Inc.. .201-768-8082 

Multiplexers 

Fractional  T- 1 


E1AYDINCONTROLS 


MULTIPLEXERS 

AND 

4:1  and  2:1 

DROP/INSERT  TRANSCODERS 

•  F.j  <ind  Fractional  M  Rales 

•  Ton  Quality  Voice*  High  Speed  Data 

•  Hanflifs  9  6  Kbps  Modem  and  Group  III  FAX 


Call  1-800-366-8889 

414  Commerce  Dnvc  •  Fort  Washington.  Pa  19034-2602 


Fractional  T- 1  cont. 

Glasgal  Communications,  Inc.  ..201 -768-8082 
Optical  Fiber 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Statistical 

Eastern  Datacomm,  Inc . 201-262-9022 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Time  Division 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

T-1 

Anixter . 800-232-0190 

Canoga-Perkins  Corp . 818-718-6300 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc. ..201-768-8082 

Network  Management  Systems 

Glasgal  Communications,  Inc.. .201 -768-8082 

Micro  Technology . 714-970-0300 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Patching  Equipment 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Switches 

Data 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Wise  Components  Inc . 800-543-4333 

Matrix 

Datacomm  Mgmt  Sciences . 203-838-7183 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 
Telenex . 800-222-0187 

Packet 

Glasgal  Communications,  Inc.  ..201 -768-8082 
OST,  Inc . 703-817-0400 

Port  Selectors 

Eastern  Datacomm,  Inc . 201-262-9022 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Space  and  copy  closing  for 
May  20  issue  is  April  25. 

Listing  runs  through 
the  November  1 1  issue. 


Systems  Integrators 

Glasgal  Communications,  Inc.. .201 -768-8082 


(301)  840-0999 
FAX:  (301)417-0593 


Potomac  Digital,  Inc. 

POTOMAC  DIGITAL,  INC.  is  a  full  ser¬ 
vice  distributor  and  integrator  of  Net¬ 
works,  with  an  extensive  inventory  of 
WAN/LAN  Products  from: 

AT&T  PARADYNE 
MICOM  COMMUNICATIONS 
NEC  AMERICA,  INC. 
WELLFLEET 
LANTRONIX 

FIBER  OPTIC  PRODUCTS 


LAN  UNIX  X.25  SQL 

NOVELL  MICROSOFT  LANS 
DCA  EICON  EDA  SCO 
PRODUCT  SUPPORT  SERVICE 
StonyBrook  Technologies 
(516)  567-6060 
GSA  CONTRACTOR 


Terminal  Servers 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Local  Area  Networks 

Bridges 

Anixter . 800-232-01 90 

Canoga  Perkins . 818-718-6300 

Glasgal  Communications,  Inc.. .201 -768-8082 

Netronix. 

The  Second  Generation  Of  Ethernet  and 
Token  Ring  Bridges.  1-800-282-2535 

Netronix 

Technology  That  Works. 


LAN/WAN  Bridges 

Advanced  Relay  Comm.,  Inc . 503-345-9178 

Glasgal  Communications,  Inc.. .201 -768-8082 

Brouters 

Glasgal  Communications,  Inc.. .201-768-8082 

RAD  Data  Communications  Inc. .  201-587-8822 

Gateways 

Glasgal  Communications,  Inc.. .201-768-8082 

Installation  Services 

Glasgal  Communications,  Inc.. .201 -768-8082 
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Have  you  moved? 

To  change  your  address  of  your  subscription,  simply  attach  your  mailing  label  to  this 
form,  fill  in  your  new  address,  complete  the  questions  and  return  this  form  to  us. 


Fold  Here 


FREE  subscription  application 

Why  wait  to  read  someone  else’s  copy  of  NETWORK  WORLD?  You  can  have  your 
own  copy  on  your  desk  every  week. 

To  apply  for  a  FREE  subscription,  simply  complete  this  subscription  application 
form  and  return  it  to  us. 


Fold  &  Tape  Here 


Note! 

Please  answer  ALL  questions,  sign  and  date  the  application.  Incomplete  forms  cannot  be 
processed  or  acknowledged.  For  those  questions  requesting  quantities,  please  respond  with 
specific  numbers.  The  publisher  reserves  the  right  to  limit  the  number  of  free  subscriptions 
accepted  in  any  business  category. 

Your  name,  title,  company  name  and  company  address  must  appear  in  the  space  provided  for 
your  application  to  be  processed,  or  you  may  affix  your  business  card.  Subscriptions  cannot  be 
mailed  to  a  home  address. 


Thank  You! 


The  Newsweekly  of  Enterprise  Networking  Strategies 


Fold  Here 


I 


PLACE 

POSTAGE 

STAMP 

HERE 


The  Newsweekly  of  Enterprise  Networking  Strategies 


P.O.  BOX  1021 

SOUTHEASTERN,  PA  19398-9979 


A.  I  Wish  to  Receive  a  FREE  Subscription  to  Network  World. 

YESQ  NOQ 


Signature . Date 

Business  Phone . 


B.  Please  Provide  your  Name,  Title  &  Company  Address. 

DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE  . 

COMPANY  NAME  . 

DIVISION/DEPARTMENT . 

STREET  ADDRESS  . 

CITY . STATE . ZIP 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


Industry:  (check  one  only) 

01.D  Manufacturers  (other  than  computer/communications) 

02.  □  Finance/Banking 

03.0  Insurance 

04.  □  Real  Estate 

05.  □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08.  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

11.  □  Education 

1 2.  □  Process  Industries  (Mining/Construction/F^troleum 

Refining/ Agriculture/Forestry) 

1 3.  □  Government  State/Local 

14.  □  Government  Federal 

1 5.  □  Military 
16.0  Aerospace 

17.  □  Consultants  (independent) 

18.  □  Carriers 

19.  □  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21.  □  VAR/VAD/Systems  House 

22.  □  Distributor,  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.0  Other  _ 

Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2.  □  MIS  Management  (VP,  Dir ,  Department  Head) 

3.  □  Corporate  Management  (Chairman,  President, 

Owner,  General  Manager,  CEO.  CIO,  VP) 

4 .  □  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  Q  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.  □  100+  4.  □  1 0  - 1 9 

2.  □  50  *  99  5.D2-9 

3.020-49  6.01 

5  Your  primary  responsibility: 

(check  one  only) 

1 .  □  Both  Data  +  Voice  3.  □  Voice  Networking  Only 
2.  □  Data  Networking  Only  4.  □  None 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 


1A  What  is  your  LAN  environment? 
(check  all  that  apply) 


1. D4M  TOKEN  RING 

2.  □  16M  TOKEN  RING 

3.  D  ARCNET 

4.  □  ETHERNET 

5.  □  STARLAN 


6.  □  FDDI 

7.  □  LOCALTALK 

8.  □  10BASET 

9.  □  OTHER  _ 
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Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 


1 .  O  IBM  DOS  (VSE)  6.  □  VM 

2.  O  UNIX  7.  □  VMS 

3.  □  OS/2  8.  □  XENIX 

4  D  OS/2  Extended  Edition  9  □  PICK 

5.  □  MVS  0.  □  OTHER 


Please  indicate  by  vendor  the  number 
of  mainframes/minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01 .  DEC 

MINIS 

B 

02  IBM 

03  AMDAHL 

04  AT&T 

05.  BULL  HN  IS 

06  NCR 

07  DATA  GENERAL 

08  WANG 

09  HEWLETT  PACKARD 

10  PRIME 

11.  TANDEM 

12.  UNISYS 

13.  CONTROL  DATA 

14  OTHER 

B  Please  indicate  by  vendor  the  number 
of  microcomputers/workstations: 

A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chip 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chip 

03.  PCs  based  on  80486  chip 

04  8086/8088 

05  Macintosh 

06  RISC-based  workstations 

07  UNIX-based  workstations 
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What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1.  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 


Public: 

01 .  □  Switched-Based  06.  □  Broadband 

(DDD,  VWts,  Megacom,  etc.)  07.  □  ISDN 
02.  □  Leased  Line  (not  including  T-1)  Private: 

03  □  T-1  08.  □  Satellite 

04.  □  Fractional  T-1  09.  □  Microwave 

05.  □  T-3/SONET  1 0.  □  Fiber  Optic 

Is  your  network:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 
1  □  Local  (within  building)  3.  □  International 
2.  □  Local  (in  a  campus  4.  □  National 

environment)  5.  □  Regional  (several  states) 
6.  □  Metropolitan 


|  C  For  which  areas  outside  of  the 
1  J  U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 

1.  □  Europe  4.  □  Australia 

2.  □  Asia  5.  □  Middle  East 

3.  □  South  America 

Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presently  involved  in  the  purchase 
process  for  the  following  products/services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


Q  What  is  your  network  architecture? 
(check  all  that  apply) 

1.  □  SNA  5.  □  MAP/TOP 

2.  □  DECNET  6.  □  TCP/IP 

3. DOSI  7.  ODCA  (UNISYS) 

4.  □  GOSIP  8.  □  OTHER  _ 

9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 

01.D  3COM  (3+,  3+open) 

02.  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA  (IRMALAN) 

05.  □  IBM  (LAN  Server) 

06.  □  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 

08  □  UNGERMAN  BASS  (NET/1) 

09.0  NO/ELL  (NETWARE) 

10.0  TOPS 

11.0  PROTEON  (PRONET) 

12.0  OTHER  _ 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

LOCAL  AREA  NETWORKS: 

01.D 

□ 

Local  Area  Networks 

02  O 

□ 

LAN  Servers 

03  .  □ 

□ 

LAN  Services 

04  D 

□ 

Cables,  Connectors.  Baiuns 

05  .  □ 

□ 

Bridges.  Routers,  Gateways 

06  .  □ 

□ 

UPS 

07.  □ 

□ 

LAN  Storage  Devices 

A 

B 

COMPUTERS/PERIPHERALS: 

08.  □ 

□ 

Micros 

09.  □ 

□ 

Minis 

10.  □ 

□ 

Mainframes 

11. □ 

□ 

Front  End  Processors 

12.  □ 

□ 

Terminals 

13.  □ 

□ 

Laptops 

14.  □ 

O 

Pnnters 

15.  □ 

D 

Work  Stations 

16.  □ 

□ 

Cluster  Controllers 

(continued  on  next  column) 


Presently  Plan  to 


Involved 

Purchase 

A 

B 

SOFTWARE: 

17.  □ 

o 

Network  Management 

18.  □ 

o 

Micro  to  Mainframe 

19.  □ 

o 

Network  Security 

20.  □ 

o 

Call  Accounting 

21. □ 

o 

Distributed  DBMS 

22.  □ 

o 

Communications  Software 

23.0 

o 

Applications  Software 

24.  □ 

o 

Network  Operating  Systems  Software 

25.  □ 

o 

EDI  Software 

26.  □ 

0 

E-Mail  Software 

A 

B 

DATA  COMMUNICATIONS: 

27.  □ 

o 

Modems  (over  9  6kbps) 

28.  □ 

o 

Modems  (under  9.6kbps) 

29.0 

o 

T-1  Multiplexers 

30.  □ 

o 

T-3  Multiplexers 

31.  □ 

o 

Fractional  T-1  Multiplexers 

32.  □ 

o 

Data  Switches 

33.  □ 

o 

Matrix  Switches 

34.  □ 

0 

Packet  Switches 

35.0 

o 

Protocol  Converters 

36.0 

o 

Network  Management  Systems 

37.0 

o 

Terminal  Emulation  Boards 

38.0 

o 

Facsimile  Machines 

39.0 

D 

Diagnostic  Test  Equipment 

40.0 

□ 

DSU/CSU 

41.0 

o 

Data  Security 

42.0 

o 

Data  Compression  Equipment 

43.0 

o 

Network  Adapter  Boards 

44,0 

o 

Microwave 

45.0 

□ 

Messaging  Software 

A 

B 

TELECOMMUNICATIONS: 

46.0 

o 

PBXs  (over  1 000  lines) 

47.0 

o 

PBXs  (200-1000  lines) 

48.0 

D 

PBXs  (under  200  lines) 

49.0 

□ 

Key  Systems 

50.0 

o 

Automatic  Call  Distributors 

51.0 

D 

Voice  Messaging  Systems 

52.0 

O 

Video  Teleconferencing  Systems 

A 

B 

SERVICES: 

53.0 

O 

Switched  Voice 

54.0 

o 

Dedicated  Leased  Line 

55.0 

o 

T-1 

56.0 

o 

T-3 

57.0 

o 

Digital  Data 

58.0 

o 

Packet  Switched 

59.0 

o 

Centrex 

60.0 

0 

Central  Office  Lan 

61.  O 

o 

Satellite 

62.0 

0 

On-Line  Information 

63.0 

0 

ISDN 

64.0 

D 

EMail 

65.0 

□ 

VSAT 

n  Estimated  value  of  networking  equipment 
and  services: 

A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  months? 

A  B 

ID  O  $100  million  and  over 
2  0  O  $50  -  $99.9  mill 
3  0  □  $25  -  $49.9  mill 

4  D  O  $20  -  $24.9  mill. 

5  0  O  $10  -  $19.9  mill. 

6  0  □  $5  -  $9.9  mill. 

7  0  □  $1  -  $4.9  mill. 

8  0  □  $500,000  -  $999,999 

9  0  □  Under  $500,000 
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Estimated  gross  annual  revenue  of  your 
entire  company/ institution: 

(check  one  only) 


1.  □  over  $10  billion 

2.  O  $1  to  $9  9  bill. 

3.  O  $500  to  $1  bill 

4  0  $100  to  $499.9  mill. 


5  O  $50  to  $99  9  mill. 
6.  □  $10  to  $49  9  mill 
7.0  $5  to  9.9  mill. 

8.  □  under  $5  mill. 
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Estimated  number  of  employees  for  your 
entire  corporation: 


1 .  □  over  1 0,000  4.0  1 .000  -  2,499 

2.  O  5,000  -  9,999  5.  D  500  -  999 

3.  □  2,500  -  4,999  6.  O  under  500 
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Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 


1  □  Basic  Rate  interface  Terminal  Adapters 

2  □  Primary  Rate  Interface  Equipment 

3  □  Voice/Data  terminals 

4  □  Vbice-only  terminals 

5  □  Data-only  terminals 

1|  From  which  of  the  following  vendors  will  yoi 
“  A  consider  buying  your  PBX/Central  Office 
Switch  ?  (check  all  that  apply) 


A 

B 

PBX 

COS 

A  □ 

D 

AT&T 

BD 

D 

ALCATEL 

CD 

D 

ERICSSON 

DD 

D 

FUJITSU 

ED 

HARRIS 

F  D 

HITACHI 

GD 

ROLM 

HD 

INTECOM 

1  D 

MEMOREX  TELEX 

J  D 

MITEL 

K  D 

D 

NEC 

L  D 

D 

NORTHERN  TELECOM 

MD 

SAMSUNG 

N  D 

D 

SIEMENS 

OD 

STROMBERG-CARLSON 

P  D 

TOSHIBA 

QD 

D 

OTHER 
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NETWORKING  RESOURCE  DIRECTORY 


Local  Area  Networks 

Broadband  Based 

Anixter . 800-232-0190 

Ethernet  Compatible 


Wiring  Systems  Specialists 


Voice  •  Video  •  Data  •  Power 


Authorized  Distributor 

800-232-0190 


Glasgal  Communications,  Inc.  ..201-768-8082 
Fiber  Optic  Based 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Token  Ring 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 

lOBaseT  Systems 

Anixter . 800-232-0 1 90 

Glasgal  Communications,  Inc.  ..201-768-8082 


CALL  THE 

CONNECTIVITY  EXPERTS 


•  David  Systems  ■  Proteon 

•  Startek  •  OAMAC 

•  Allied  Telesis  •  Others 

•  Network  Application  Technology 

Westech  Communications,  Inc 
28310  Industrial  Blvd,  Suite  K 
Hayward,  CA  94545  (415)887-8773 

LAN  Test/ Management  Devices 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Routers 

Glasgal  Communications,  Inc.. .201 -768-8082 


Structured 
Wiring  Systems 

Baiuns 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 


TIEX 

TWISTED-PAIR  WIRING  SPECIALISTS 
for 

IBM  AS/400.  S/3X.  TOKEN  RING.  3270  +  +  -f 


800-533-TIEX 
fax  214-385-0723 


Cables 

Coax 

Anixter . 800-232-0 1 90 

Glasgal  Communications,  Inc.. .201 -768-8082 

Fiber  Optic 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 

Twisted  Pair 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201-768-8082 


Connectors 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 


OD-TAR 


'Total  Wiring  Solutions; 

'  x  >omX  > 

YANKEE 

>  1-800-365-9720  FAX:  603-625-4915- 


Cross  Connect  Blocks 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 

Wiring  Concentrators 

Anixter . 800-232-0 190 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Security 

Dial  Back  Systems 

Equinox . 305-255-3500 

Glasaal  Communications,  Inc.. .201 -768-8082 


Support  Equipment 

Power  Distribution/ 

Equipment  Protection 

UPS  Supplies 


_ Software _ 

Cable  Management 

Glasgal  Communications,  Inc.. .201 -768-8082 

Network  Facilities . 61 2-934-2655 


EXIDE  ELECTRONICS 

5608  Spring  Court,  Raleigh,  NC  27690-0457 
800-554-3448  fax:  800-75-EXIDE 


EMail/Messaging 

Notework  Corporation . 800-767-6683 


E-Mail  Gateways  for  Macintosh 

StarNine  Technologies  (415)  548-0391 
2126  6th  St.  Berkeley,  CA  94710 


Support  Services 

Consulting 

General  Network  Service  Inc . 203-327-2322 


MULTI-TECH  COMMUNICATIONS,  INC. 

VOICE  *  DATA  *  LAN 
CALL  201-627-2518 


Telecommunications/ 

Voice 

Centrex 


ISDN  Products 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201 -768-8082 


CENTREX  SYSTEM  ? 

CONSOLE 

iY OURSELF  WITH 

TONECOMMANDER 


A  family  of  answering  1-206-883-3600 
consoles.  Please  call:  1 '800-524-0024 


Fax  Processing  Systems 

Biscom . 800-477-2472 


SAVE  50%  ON 
INTERNATIONAL  FAX! 


Have  a  dedicated  digital  network? 

Get  real  time  Group  III  fax  at  9600  bps. 

(408)  973-9800 
ENTROPIC  SPEECH,  INC. 


Fax  with  FAX-LINK 


Easily  fax  WP,  PCs,  Quotes,  Etc.  from  any  terminal 
PHONE  4»-7C-2*M  klstric  Tollioloy  lit  FAX:  4»-7«-7»73 


Transmission 

Services 


Microwave 


FCC  Licensed  Digital  Microwave 
Carrier*  Bypass  •  Alternate  Access 
•  Disaster  Recovery/Diversity 

(212)  509-5115  LOCATE™ 

17  Battery  Place,  Suite  1200,  NY  NY  10004 


VS  AT 

GTE  Spacenet  Corporation . 800-535-5375 


Use  Network 
World’s  Resource 
Directory  for 
up-to-date  product 
and  service  offerings. 
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April  8 

Buyer’s  Guide:  LAN  operating  systems 
April  15 

Standards  update 
April  22 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 

April  29 

Twisted-pair  networks 
May  6 

Buyer’s  Guide:  X.25  packet  switches 
Show  Distribution:  Dexpo  South 
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May  13 
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Show  Distribution:  GlobalNet 
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May  20 

Virtual  networks  update 

May  27 
SNA  Update 
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1 .  Buyer’s  Guide:  Bridges/routers 
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Show  Distribution:  ICA 
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GSA  tries  to 
justify  handling 

continued  from  page  13 
years.  The  GSA  estimates  that  the 
federal  government  is  saving 
$178  million  annually  with  FTS 
2000.  But  FTS  2000  has  been 
plagued  by  controversy  and  de¬ 
lays  since  it  was  first  proposed. 

Numerous  contract  protests, 
congressional  inquiries  and  a 
Federal  Bureau  of  Investigation 
review  of  possible  bid  leaks  have 
resulted. 

Although  the  bulk  of  previous 
legal  challenges  were  largely  the 
result  of  vendors  jockeying  for 
advantage  in  the  bidding  process, 
the  recent  challenges  raise  funda¬ 
mental  questions  about  the  GSA’s 
ability  to  manage  the  contract 
properly. 

In  AT&T’s  complaint  filed  in 
February,  the  carrier  claimed  that 
the  GSA  improperly  assigned  the 
U.S.  Navy  and  Marine  Corps  to  US 
Sprint’s  FTS  2000  network  after 
secret  negotiations. 

AT&T  complained  not  only 
that  the  GSA  conducted  improper 
negotiations  with  US  Sprint,  but 
also  that  the  assignment  further 
exacerbates  an  imbalance  be¬ 
tween  the  two  networks  that  re¬ 
sults  in  government  users  being 
overcharged. 


AT&T  claims  that  the  GSA  is  vi¬ 
olating  the  intent  of  FTS  2000  by 
allowing  too  much  traffic  to  go  to 
US  Sprint’s  network.  When  the 
FTS  2000  contract  was  awarded 
in  December  1988,  AT&T  won 
60%  of  the  business  and  US  Sprint 
received  40%.  But  since  then,  the 
split  has  been  reversed  and  US 
Sprint  is  receiving  60%  of  the  rev¬ 
enue  from  FTS  2000,  according 
to  AT&T. 

Since  AT&T  bid  lower  rates  for 
FTS  2000  than  did  US  Sprint, 
AT&T  contends  that  federal  gov¬ 
ernment  users  are  overpaying  be¬ 
cause  they  are  assigned  to  the 
higher  priced  US  Sprint  network. 

Ironically,  MCI  Communica¬ 
tions  Corp.,  the  long-distance 
carrier  that  lost  the  bid  for  FTS 
2000,  also  complained  earlier 
this  year  that  federal  government 
users  are  being  overcharged.  But 
MCI  says  both  AT&T  and  US 
Sprint  are  overcharging  users. 

MCI  claims  that  the  GSA  has 
failed  to  properly  enforce  a  pro¬ 
vision  that  requires  the  carriers 
to  keep  FTS  2000  prices  at  or  be¬ 
low  commercial  prices.  To  make 
its  point,  MCI  filed  a  new  tariff 
earlier  this  year  with  rates  it  says 
are  as  much  as  40%  below  the  FTS 
2000  rates.  MCI  said  it  plans  to 
woo  away  some  government 
users.  □ 


WilTel  delivers 
on  frame  relay 

continued  from  page  1 
fines  how  data  packets  are  trans¬ 
mitted  between  devices  such  as 
local-area  network  bridges,  rout¬ 
ers,  T-l  multiplexers  and  packet 
switches. 

It  supports  higher  throughput 
and  less  network  delays  than 
X.25  by  stripping  off  much  of  the 
error  correction  and  routing  pro¬ 
tocols  used  in  X.25  transmis¬ 
sions. 

Frame  relay  services  are  ex¬ 
pected  to  provide  users  with  a 
more  efficient  means  of  support¬ 
ing  emerging  wide-area  data 
communications  requirements, 
such  as  the  need  to  link  geo¬ 
graphically  dispersed  LANs  and 
support  videoconferencing. 

WilTel’s  frame  relay  service  is 
based  on  StrataCom,  Inc.’s  IPX 
32  fast  packet  multiplexers, 
which  have  been  installed  in  the 
carrier’s  nationwide  11,000- 
route-mile  digital  microwave  and 
fiber  network. 

WilTel  will  support  multiple 
access  speeds,  but  the  physical 
connection  must  be  made 
through  a  T-l  line.  In  compari¬ 
son,  Sprint  Data  Group,  the  pack¬ 
et  network  arm  of  US  Sprint  Com¬ 
munications  Co.,  will  offer  56K, 


64K,  fractional  T-l  and  T-l  ac¬ 
cess,  and  BT  Tymnet,  Inc.  plans 
to  initially  offer  56K  or  64K  bit/ 
sec  access. 

WilPak  will  support  only  per¬ 
manent  virtual  circuits  (PVC), 
meaning  net  paths  are  fixed  be¬ 
tween  end  points  and  user  pack¬ 
ets  always  follow  the  same  route. 
Users  that  access  the  service  at 
256K  bit/sec  can  support  56K, 
64K  and  1 28K  PVCs,  while  users 
with  1.024M  bit/sec  access  can 
support  56K,  64K,  128K,  256K 
and  5 1 2K  bit/sec  PVCs. 

First  cities 

The  service  will  initially  be  de¬ 
livered  from  IPX  32s  in  eight  cit¬ 
ies  in  the  WilTel  net:  Atlanta,  Chi¬ 
cago,  Houston,  Kansas  City,  Mo., 
Los  Angeles,  New  York,  San  Fran¬ 
cisco  and  Washington,  D.C. 

The  carrier  will  pay  the  charge 
of  backhauling  user  traffic  over 
dedicated  links  from  any  of  Wil¬ 
Tel’s  65  points  of  presence 
(POP)  to  one  of  the  eight  POPs 
with  an  IPX  32. 

“This  strategy  will  enable  Wil- 
Tel  to  give  the  service  a  ubiqui¬ 
tous  presence  without  the  ex¬ 
pense  of  equipping  every  POP  to 
support  it,”  Lippis  said. 

Joe  Zell,  market  research  and 
product  development  manager 
for  WilTel,  said  the  carrier  has  no 


immediate  plans  for  56K  or  64K 
bit/sec  access  to  WilPak.  “This 
service  isn’t  designed  for  tertiary 
sites  with  low-bandwidth  data 
transmission  needs.  It’s  tailored 
for  those  who  want  to  intercon¬ 
nect  LANs  at  higher  speeds.” 

WilPak  customers  can  use  un¬ 
assigned  bandwidth  on  their  T-l 
access  line  to  obtain  other  nodal 
WilTel  services,  including  its  frac¬ 
tional  T-l  offering,  Zell  added. 

To  use  WilPak,  users  need  a 
router  with  a  frame  relay  inter¬ 
face  and  a  special  channel  service 
unit. 

WilTel  has  launched  a  product 
certification  program  under 
which  it  will  test  different  ven¬ 
dors’  customer  premises  equip¬ 
ment  for  use  with  WilPak.  To 
date,  WilTel  has  certified  Cisco 
Systems,  Inc.’s  LAN  router  with  a 
frame  relay  interface,  Zell  said. 

WilTel’s  frame  relay  service  is 
compatible  with  the  CCITT  1.1 22 
frame  relay  specifications. 

Although  WilTel  declined  to 
divulge  pricing  for  WilPak,  it  said 
users  will  pay  a  flat  monthly  rate 
for  the  service  and  it  will  not  car¬ 
ry  a  usage  element.  “We  believe 
flat-rate  pricing  will  make  life 
easier  for  users  because  budget¬ 
ing  for  a  usage-sensitive  high- 
bandwidth  service  is  a  killer,” 
Zell  said.  □ 
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Firms  bypass 
Internet  ban 

continued  from  page  2 
it  is  publicly  funded,  the  Internet 
has  rules  prohibiting  users  from 
sending  business  information 
across  the  network. 

Users  welcomed  the  an¬ 
nouncement  of  the  vendors’ 
Commercial  Internet  Exchange 
agreement,  saying  the  change 
would  spur  greater  network  use. 

“Today,  we  can  connect  from 
CERFnet  to  PSInet  but  we  have  to 
travel  through  the  government’s 
Internet,  and  there  are  restric¬ 
tions  for  commercial  users,”  said 
Peter  Ho,  senior  staff  network  en¬ 
gineer  at  Brea,  Calif. -based  Uno¬ 
cal  Oil  Co.,  a  CERFnet  subscriber. 

Ho,  like  other  users,  said  it  is 
often  difficult  to  differentiate 
business  and  research  data.  He 
emphasized  that  the  clients  with 
which  Unocal  communicates 
clearly  want  to  be  free  from  the 
restrictions  binding  the  govern¬ 
ment-funded  networks. 

It’s  troublesome 

The  usage  requirements  have 
been  troublesome,  according  to 
Gary  Larson,  computer  opera¬ 
tions  manager  at  Emulex  Corp., 
which  has  a  56K  bit/sec  link  on 
CERFnet.  “We  are  a  development 


company,  and  the  restricted  use 
clause  comes  into  question  a  lot,” 
he  said.  “We  are  often  reluctant 
to  pass  on  information.”  The 
Costa  Mesa,  Calif.,  company  man¬ 
ufactures  terminal  servers  and 
other  network -based  products. 

“We’ve  often  made  the  deci¬ 
sion  not  to  put  traffic  on  it,”  said 
Larson,  noting  that  the  new  ven¬ 
dor  agreement  will  allow  corpo¬ 
rate  users  to  communicate  freely 
because  the  Internet  will  no  long¬ 
er  be  the  sole  transmission  path. 

John  Eldridge,  director  of 
sales  and  marketing  for  PSI,  said 
the  three  vendors  plan  to  install 
Cisco  Systems,  Inc.  routers  sup¬ 
porting  the  point-to-point  proto¬ 
col.  Those  routers  will  link  the 
networks  over  T-l  lines  in  the  San 
Francisco  area.  The  three  service 
providers  will  also  establish  a 
network  support  center. 

Eldridge  said  he  hopes  the  San 
Francisco  link  will  be  the  start  of 
future  interconnection  points  in 
the  U.S.  He  also  noted  that  the 
link  could  appeal  to  users  that 
shied  away  from  the  Internet  due 
to  data  transmission  restrictions. 

“There’s  a  set  of  people  who 
wanted  to  subscribe  to  the  Inter¬ 
net  but  didn’t  because  of  the  ac¬ 
ceptable  use  policies,”  Eldridge 
said.  “The  acceptable  use  policy 
is  not  an  issue  anymore.”  □ 


American, 

SABRE  pan  plans 

continued  from  page  6 
for  the  CRS  vendors  from  a  tech¬ 
nical  perspective. 

“From  a  technology  point  of 
view,  there  isn’t  anything  I’ve 
seen  that  would  create  any  major 
dollar  expense  or  development 
crisis  to  meet  the  new  guide¬ 
lines,”  he  said. 

But  David  Schwarte,  associate 
general  counsel  for  American 
Airlines,  said  the  proposals  could 
actually  hurt  travel  agents.  Al¬ 
lowing  any  terminal  to  access  any 
CRS  would  take  away  the  incen¬ 
tive  for  the  CRS  to  provide  com¬ 
puter  equipment  to  travel  agents 
at  discount  prices,  he  said.  Today, 
reservation  network  companies 
sell  or  lease  equipment  to  travel 
agents  at  a  discount  with  the  ex¬ 
pectation  that  the  investment  will 
be  recouped  via  bookings. 

Schwarte  said  the  depart¬ 
ment’s  proposals  will  “help  take 
market  share  away  from  us  and 
Apollo,  who  got  into  the  market 
first,  and  hand  it  for  free  to  sys¬ 
tems  that  weren’t  even  in  exis¬ 
tence  until  six  or  seven  years  af¬ 
ter  we  started.” 

American  Airlines  also  com¬ 
plained  about  a  Department  of 
Transportation  proposal  that 


would  ban  productivity  clauses 
offering  travel  agents  lower  fees 
for  higher  reservation  volumes. 
Terry  Jones,  vice-president  of 
product  development  for  SABRE, 
said  such  restrictions  are  applied 
to  no  other  industry.  Even  AT&T, 
which  has  been  subject  to  numer¬ 
ous  restrictions,  is  allowed  to 
provide  volume  discounts  such  as 
its  Tariff  1 2  deal  with  American 
Airlines. 


Jones  said  SABRE  already  pro¬ 
vides  mechanisms  whereby  users 
can  access  the  internal  reserva¬ 
tion  systems  of  about  19  airlines 
worldwide,  including  all  the  ma¬ 
jor  U.S.  airlines.  “This  form  of 
microregulation,  if  adopted  as 
proposed,  is  as  severe  as  any¬ 
thing  ever  imposed  on  a  U.S.  in¬ 
dustry  that  wasn’t  a  100%  mo¬ 
nopoly.” 

William  Duffy,  president  of 
S,H&E,  Inc.,  a  consulting  firm  in 
Boston  specializing  in  aviation  is¬ 


sues,  said  that  tying  multiple 
CRSs  into  a  single  terminal 
should  be  no  difficult  technical 
trick  but  it  might  cost  the  travel 
agents  more  for  software.  He 
warned  that  the  benefits  of  fun- 
neling  multiple  CRSs  into  a  single 
terminal  may  not  be  that  great 
since  agents  can  already  access 
most  airlines  from  any  CRS. 

“I  don’t  know  that  a  travel 
agency  could  cost-justify  pur¬ 


chasing  the  software  associated 
with  each  CRS  for  the  incremen¬ 
tal  benefits  that  could  be  ob¬ 
tained,”  Duffy  said. 

Jeff  Held,  a  partner  at  Network 
Strategies,  a  consulting  practice 
of  Ernst  &  Young  in  Vienna,  Va., 
said  he  understands  the  need  for 
more  competition  in  the  CRS 
market  but  also  agrees  with 
American  Airlines  that  the  Trans¬ 
portation  Department’s  propos¬ 
als  would  effectively  penalize  it 
for  being  successful.  □ 


lfi 


his  microregulation  is  as  severe  as  anything 
imposed  on  an  industry  that  wasn’t  a  monopoly.” 

AAA 


Other  Modems 
Take  You  From  A  To  B. 

literally. 
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IBM,  AT&T  join 
in  net  mgmt. 

continued  from  page  1 

Bill  Gilbert,  AT&T’s  director 
of  network  management,  said, 
“This  represents  the  critical  next 
step  —  some  might  call  it  the  leap 
forward  —  for  our  customers.” 

Users  that  employ  both  IBM 
and  AT&T  management  systems 
were  heartened  by  the  announce¬ 
ment  (see  “Net  mgmt.  merger 
gets  mixed  reviews,”  this  page). 

T 

X  he  new  software  will 
provide  four  types  of 
links  between  the 
Integrator  and  NetView. 

AAA 


“I  welcome  the  interface,” 
said  Les  Wright,  integrated  net¬ 
work  project  manager  at  General 
Dynamics  Corp.  in  Fort  Worth, 
Texas.  General  Dynamics  uses 
both  NetView  and  the  Integrator 
but  has  also  been  using  Systems 
Center,  Inc.’s  Net/Master  be¬ 
cause  it  can  send  Systems  Net¬ 


work  Architecture  alerts  to  the 
Integrator. 

For  its  part,  Systems  Center 
said  it  will  match  the  capabilities 
of  the  AT&T-IBM  software  with  a 
product  that  will  ship  before  that 
package.  Digital  Equipment 
Corp.  said  the  alliance  will  be 
good  for  the  industry  as  a  whole 
(see  “AT&T/IBM  rivals  react,” 
page  49). 

AT&T’s  Gilbert  said  the  new 
software  will  provide  four  types 
of  links  between  the  Integrator 
and  NetView.  For  the  sake  of  ex¬ 
pediency  and  compatibility  with 
installed  products,  the  compa¬ 
nies  decided  to  build  the  links  us¬ 
ing  existing  protocols. 

No  time  frame  was  given  for 
OSI  support. 

The  links  will  support  ex¬ 
change  of  configuration  data,  the 
flow  of  SNA  status  data  to  the  In¬ 
tegrator  and  Integrator  alerts  to 
NetView,  and  a  remote  command 
facility  that  enables  a  NetView 
user  to  issue  commands  to  the  In¬ 
tegrator  (see  graphic,  page  1).  A 
user  can  already  control  NetView 
from  the  Integrator  console  us¬ 
ing  a  terminal-emulation  func¬ 
tion. 

The  first  interface  will  support 
communications  between  the 
configuration  data  bases  in  IBM’s 
Information/Management  prod¬ 


uct  and  in  the  Integrator.  Infor¬ 
mation/Management,  the  fault¬ 
tracking  tool  under  the  NetView 
umbrella,  includes  a  data  base  of 


managed  objects  in  an  SNA  net. 

AT&T  and  IBM  will  provide 
software  that  serves  as  a  data- 
transfer  facility  and  maps  object 


formats  used  by  one  data  base  to 
the  format  used  in  the  other,  said 
Jack  Drescher,  program  manager 
of  network  management  alii- 


Net  mgmt.  merger  gets  mixed  reviews 


NEW  YORK  —  News  that 
AT&T  and  IBM  will  integrate 
their  network  management  sys¬ 
tems  was  met  with  open  arms  by 
most  users  and  cautious  opti¬ 
mism  by  others. 

Interface  software  will  be  a 
welcome  relief  for  users  such  as 
General  Dynamics  Corp.,  which 
currently  employs  AT&T’s  Accu- 
master  Integrator,  IBM’s  Net- 
View  and  Systems  Center,  Inc.’s 
Net/Master,  said  Les  Wright,  in¬ 
tegrated  network  project  man¬ 
ager  for  the  company  in  Fort 
Worth,  Texas. 

Today,  the  only  way  to  send 
alerts  from  a  Systems  Network 
Architecture  network  to  the  In¬ 
tegrator  is  to  use  facilities  sup¬ 
plied  with  Net/Master.  General 
Dynamics,  for  example,  uses 
NetView  to  manage  its  SNA  net¬ 
work  but  runs  five  Net/Master 
components  that  filter  out  mi¬ 
nor  SNA  alerts  and  send  only 
major  alerts  to  the  Integrator. 


“Our  only  alternative  at  the 
time  we  went  into  this  [July 
1990]  was  NetView/PC,  and  we 
didn’t  consider  that  a  very  at¬ 
tractive  alternative,”  Wright 
said.  The  company  will  definite¬ 
ly  consider  the  AT&T  /IBM  prod¬ 
uct,  he  said,  because  “We’re  a 
NetView  shop  and  already  have 
cost  and  manpower  resources 
dedicated  to  NetView  support.” 

Greg  Lee,  manager  of  the  cus¬ 
tomized  network  services  proj¬ 
ect  for  Chevron  Information 
Technology  Co.  in  San  Ramon, 
Calif.,  said  he’s  eager  to  learn 
more  about  the  AT&T  and  IBM 
product.  Chevron  uses  NetView 
to  manage  an  SNA  network  that 
includes  26,000  logical  units 
and  uses  the  Integrator  to  man¬ 
age  its  AT&T  services,  modems, 
multiplexers  and  private  branch 
exchanges. 

“The  ability  for  those  two  to 
work  very  closely  together  to 
manage  our  total  communica¬ 


tions  network  is  very  encourag¬ 
ing,”  Lee  said. 

Doug  Weber,  district  manag¬ 
er  of  corporate  telecommunica¬ 
tions  at  Southwestern  Bell  Tele¬ 
phone  Co.  in  St.  Louis  and  a 
NetView  user,  was  more  re¬ 
served.  “It’s  interesting  and  en¬ 
couraging,  but  I’m  skeptical.  It 
always  remains  to  be  seen  how 
effective  such  agreements  turn 
out  to  be,”  Weber  said.  “We’re 
talking  about  getting  two  sys¬ 
tems  that  are  diversely  oriented 
to  cooperate  with  each  other 
and  provide  a  meaningful  ex¬ 
change  of  data.” 

Bob  Schultz,  senior  consul¬ 
tant  at  the  Blue  Cross  and  Blue 
Shield  Association  in  Chicago, 
said  his  company  uses  NetView 
and  has  been  considering  the  In¬ 
tegrator.  “Both  AT&T  and  IBM 
are  very  important  players  in 
our  network,”  he  said. 

—  Bob  Brown  and 
Paul  Desmond 


Our  New 
High-Performance 
V32  Modem 
Offers  This  Superior 
Transmission  Rate. 


Introducing  the  new  price/performance 
leader  in  V.32  modems. 

We’ve  put  the  same  advanced  technology 
and  U.S.-built  quality  that  made  us  the  leading 
supplier  of  high-speed  dial-up  modems  into 
our  new  T1600,  a  modem  that  sets  a  whole 
new  standard  of  performance  for  CCITT- 
standard  products. 

The  T1600  delivers  the  full  implementa¬ 
tion  of  V.42  error  control  and  WA2bis  for  data 
compression  up  to  4:1.  It  supports  DTE  speeds 
of  up  to  38,400  bps.  And  it’s  easy  to  configure. 
With  17  preset  configurations  to  choose  from. 
Like  all  Telebit®  modems,  the  T1600  offers 
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ances  at  IBM.  Initially,  communi¬ 
cations  will  be  based  on  an  LU  2 
session  and  data  will  be  ex¬ 
changed  in  a  batch  file  transfer. 
Later,  the  companies  plan  to  up¬ 
grade  the  link  to  an  LU  6.2  con¬ 
nection  and  a  more  dynamic  file- 
transfer  facility  such  as  IBM’s 
SNA  Distribution  Services,  which 
can  send  updates  between  data 
bases  in  real  time. 

LU  6. 2  will  not  be  supported  in 
NetView  until  Version  2  Release  2 
is  available  in  October,  so  LU  2 
was  chosen  to  make  the  facility 
compatible  with  the  NetView  in¬ 
stalled  base,  Drescher  said. 

Another  interface  will  handle 
the  flow  of  SNA  status  data  to  the 
Integrator.  It  will  be  an  addition 
to  IBM’s  Netcenter,  a  graphics  in¬ 
terface  that  also  supports  the  dis¬ 
play  of  management  information 
from  non-IBM  devices.  The  host 
portion  of  Netcenter  will  collect 
status  alerts  from  VTAM,  map 
them  into  the  AT&T  Network 
Management  Protocol  (NMP) 
format  and  ship  them  via  an  LU  2 
session  to  the  Integrator. 

That  interface,  which  lets  Net- 
View  be  configured  as  an  agent  to 
the  Integrator,  is  the  only  one  of 
the  four  to  be  developed  using 
NMP.  NMP  is  AT&T’s  version  of 
the  OSI  Common  Management 
Information  Protocol. 


A  third  interface  lets  Integra¬ 
tor  alarms  be  sent  to  NetView,  ef¬ 
fectively  positioning  the  Integra¬ 
tor  as  a  NetView  agent,  said  Mike 
Dimler,  application  development 
manager  at  AT&T. 

It  is  an  extension  to  the 
Integrator’s  alarm  correlation 
feature,  which  determines  the 
most  likely  cause  of  a  network 
outage. 


F 

JU  ach  function  is  to  be 
independent  of  the 
others  but  also  to  work 
together  if  required. 
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Once  that  cause  is  found,  the 
new  facility  will  map  the  resulting 
alarm  into  IBM’s  Network  Man¬ 
agement  Vector  Transport  for¬ 
mat  and  send  it  to  NetView  via  a 
Systems  Services  Control  Point 
(SSCP)-to-physical  unit  session. 

One  other  interface  lets  a  user 
issue  commands  to  the  Integrator 
from  a  NetView  console.  It  is  also 
based  on  an  SSCP-to-physical 
unit  session  and  defines  a  set  of 


commands  that  can  be  invoked 
from  a  NetView  console  or  em¬ 
bedded  within  an  automated  Net- 
View  routine. 

Each  function  is  designed  to  be 
independent  of  the  others  but 
also  to  work  together  if  required. 
For  example,  a  user  could  employ 
the  command  interface  in  con¬ 
junction  with  the  configuration 
exchange  facility  to  automate  the 
exchange  of  configuration  data. 

Frank  Dzubeck,  president  of 
Communications  Network  Archi¬ 
tects,  Inc.,  a  consultancy  in  Wash¬ 
ington,  D.C.,  said  the  alliance  will 
add  management  of  AT&T  ser¬ 
vices  to  IBM’s  existing  manage¬ 
ment  capabilities. 

He  said  the  alliance  will  make 
AT&T  more  competitive  in  IBM 
accounts:  NetView  has  a  majority 
share  of  the  net  management 
market,  and  the  Integrator  need¬ 
ed  a  link  to  NetView  in  order  to  be 
acceptable  to  many  IBM  users. 

Atul  Kapoor,  vice-president  of 
the  consultancy  Kaptronix,  Inc. 
in  Haworth,  N.J.,  called  the  deal  a 
conceptual  bombshell. 

He  said  it  will  now  be  up  to  us¬ 
ers  to  sort  out  which  network  de¬ 
vices  they  want  to  manage  under 
each  system,  as  well  as  whether 
one  system  will  act  as  an  agent  to 
the  other  or  if  they  will  act  as 
peers.  □ 


AT&T/IBM  rivals  react 


NEW  YORK  —  Digital  Equip¬ 
ment  Corp.  and  Systems  Center, 
Inc.  last  week  labeled  the 
AT&T/IBM  net  management  al¬ 
liance  a  positive  development 
for  the  industry  and  pledged 
similar  measures  of  their  own. 

Dale  Vecchio,  director  of 
marketing  for  Net/Master  at 
Systems  Center,  and  Bill  Gil¬ 
bert,  AT&T’s  director  of  net¬ 
work  management,  said  the  cur¬ 
rent  relationship  between 
AT&T  and  Systems  Center  will 
not  change. 

Systems  Center  sells  the  Uni¬ 
fied  Network  Management  Ar¬ 
chitecture  (UNMA)  Applica¬ 
tion,  which  is  host  software 
developed  jointly  with  AT&T 
that  converts  Systems  Network 
Architecture  alarms  into 
AT&T’s  Network  Management 
Protocol  format. 

The  UNMA  Application  sup¬ 
ports  two  of  the  four  functions 
that  AT&T  and  IBM  have 
pledged  to  address  —  configu¬ 
ration  data  exchange  and  the 
flow  of  SNA  status  data  to  the 
Accumaster  Integrator. 

In  the  next  version,  which 


Vecchio  said  will  be  out  before 
the  AT&T/IBM  software,  Sys¬ 
tems  Center  will  address  the 
other  two  functions:  the  ability 
to  issue  Integrator  commands 
from  a  NetView  console  and  the 
capability  to  send  correlated 
alarms  from  the  Integrator  to 
NetView. 

Digital  Equipment  Corp.  said 
the  alliance  mirrors  its  strategic 
vendor  program  in  which  ven¬ 
dors  have  pledged  products  that 
support  DEC’S  Enterprise  Man¬ 
agement  Architecture. 

Debra  Curtis,  network  man¬ 
agement  marketing  manager  at 
DEC,  said  the  alliance  is  encour¬ 
aging  for  users.  “Any  kind  of 
work  that  results  in  more  open¬ 
ness  and  more  interoperability 
makes  the  market  freer  and 
benefits  the  customer.” 

Asked  if  DEC  is  talking  with 
AT&T  or  IBM  about  a  similar 
agreement,  Curtis  replied,  “Not 
specifically  that  we  can  talk 
about .  .  .  Any  work  that  might 
be  going  on  behind  the  scenes 
that  we  haven’t  announced  yet 
is  not  something  I  can  discuss.” 

—  Paul  Desmond 


integrated  support  for  UNIX  UUCP,  Kermit, 
Xmodem,  and  Ymodem  protocols. 

The  T1600  also  provides  advanced  pass¬ 
word  and  callback  security  to  prevent  unau¬ 
thorized  access  to  your  sensitive  data 

You  might  think  you’d  pay  a  pre¬ 
mium  for  this  kind  of  performance,  but 
actually  the  T1600  is  very  competitively 
priced  at  only  $795  (quantity  one  list 
price).  That  makes  the  T1600  the  best  V.32 
value  around. 

The  T1600  and  the  rest  of  the  Telebit 
modem  family  form  the  foundation  for  Dial-Up 


Internetworking.  Dial-Up  Internetworking  con 
nects  remote  locations  in  your  organization 
together  in  a  virtual  wide  area  network,  giving 
remote  users  transparent  access  to  all  net¬ 
work  computing  resources  at  a  far  lower  cost 
than  is  possible  with  conventional  internet¬ 
working  technology. 

Call  1-800-TELEBIT  today  for  free 
information  on  our  newest  V.32 
modem.  And  the  name  of  your  nearest 
distributor. 

Telebit  T1600.  Better  performance.  On  the 
phone  line  and  on  the  bottom  line. 
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First  in  Dial-Up 
Internetworking. 
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Advortisment 


Be  a  NETWORK  MANAGER! 


This  couple  Did  it 
And  So  Can  YOU! 


V/e  used  to  spend  mony  hours  together 
trying  to  decide  what  to  do  with  our  fives. 
Now  that  were  Network  Managers, 
we  don't  see  each  other  at  a/f.  " 

Pa/pi  ond  A  Pc  Burzt/r&de. 


1 .  Would  working  in  a  field  characterized  by 
rapidly-changing  technology  make  you  para¬ 
noid  and  insecure? 

a.  Sometime 

b.  Never. 

c.  Who  wants  to  know? 

2.  If  your  co-workers  were  squabbling,  what 
would  you  recommend? 

a.  a  compromise. 

b.  a  reassignment. 

c.  a  duel 


3.  What  is  wrong  with  this  picture? 

F"  -r. 


TAKE  THIS  SIMPLE  APTITUDE  TEST! 

4.  A  computer  sends  information  over  a  circuit 
with  a  19.2  kpbs  throughput  capacity  at  the 
rate  of  19.2kpbs  to  another  computer  reciev- 
ing  the  data  at  19.2kpbs.  What  is  the  rate  of 
information  transfer? 

a.  Let’s  bump  this  over  to  Accounting. 

b.  Say, what  was  that  kpbs  rate  again? 

c.  I’ll  let  my  staff  get  back  to  you  on  this. 


i — -  i  Pina  #2 

J  LOCAL  BRIDGE 


5.  You  are  responsible  for  having  purchased  a 
networking  system  that  within  three  months 
proved  to  be  obsolete,  unreliable  and  way  over 
budget.  Would  you: 

a. Take  the  entire  blame  and  attempt  to  rectify 
the  situation, 

b.  Recommend  legal  action  based  on  decep¬ 
tive  selling  techniques, 

c.  Wear  a  false  nose,  moustache  and  eveg- 
lasses  to  work  every  day  until  the  mess  blows 
over. 

SCORING 

If  you  answered  “a”  or  “b”  to  all  questions, 
you  are  patient  and  methodical.  WE  CAN 
CHANGE  THAT! 

If  you  answered  “c”  to  all  questioned,  you 
have  APTITUDE! 


m 


THESE  EXTRAS 

WHEN  YOU  SIGN  UP 
FOR  OUR  HOME 
STUDY  COURSE1. 


a  EVERYTHING  YOU  BUY  FROM  US 

IS  YOURS  TO  KEEP! 

m  NO  "KNOW-IT-ALL  TEACHERS 
9  TO  PISTRACT  YOU! 

m  YOUR  PI  PL OMA  HONOREP  AT  MOST 
9  MAJOR  HOTELS  AND  RESTAURANTS ! 


■ 

I 

I 

I 

I 

I 


Mr.  P.  C,  Upgrade 
Broadband,  Wyoming 

"Now  I  work  in  my  own  big 
office...  steep  there  foot  " 

Ms.  T  Span 
ETprons,  Ohio 

"I’m  making  a*  much  money  ^ 
cfo  my  p/umber  and  I'm 
not  getting  wet!" 


MAIL  THIS  COUPON !  •  NO  SALESMAN  WILL  CALL ! 


National  Networking  Institute 

and  Aluminum  Siding  Company  *" 

\G09  LAN’S  FNP  WAY  •  , /V\inM. 

rush  my  rare  copy  of  "are  Here  huts  op  worr 

Name.- _ 

Address-- _ 

City- _ State:  _  Zip:  - 


*  Not-  affiliated  with  Lbe  National  Football  League 
or  the  National  Biscuit  Company. 
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Iowa  T-3  net 
is  a  hot  potato 

continued  from  page  1 
work  will  depend  on  how  the 
Iowa  House  of  Representatives 
votes  on  it,  how  the  state’s  gover¬ 
nor  handles  the  issue  and  wheth¬ 
er  the  decision  ends  up  in  com¬ 
mittee. 

Although  the  network  might 
be  approved  as  proposed,  the 
Senate  decision  could  lead  to  the 
rejection  of  the  current  favored 
bid  and  require  the  network  to  go 
up  for  bid  a  fourth  time. 

As  it  stands,  the  state  intends 
to  award  the  network  building 
contract  to  Kiewit  Network  Tech¬ 
nologies,  Inc.  of  Omaha,  Neb.,  a 
sister  company  of  bypass  carrier 
Metropolitan  Fiber  Systems,  Inc. 

The  state,  however,  has  been 
under  pressure  by  US  West,  Inc. 
and  some  of  the  other  150  local 
telephone  companies  in  Iowa  to 
review  the  bidding  process  as  well 
as  the  design  of  the  network. 

These  and  other  parties  have 
questioned  the  fairness  of  mak¬ 
ing  Iowa  taxpayers  foot  the  bill 
for  a  state-owned  network,  said 
Jeff  Held,  a  partner  at  Network 
Strategies,  a  network  consulting 
practice  of  Ernst  &  Young  in  Vien¬ 
na,  Va. ,  which  was  engaged  by  the 
Iowa  General  Assembly  to  inde¬ 
pendently  review  the  project. 

The  local  telephone  compa- 
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nies  have  also  claimed  that  the 
the  high-speed  links  proposed  to 
support  some  rural  areas  would 
be  overkill  and  that  existing  com¬ 
pressed  video  services  would  be 
more  suitable  and  less  expensive 
than  the  full-motion  video 
planned. 

The  network  will  augment  ex¬ 
isting  microwave  links  used  to 
support  distance  learning  and 
will  save  Iowa  $5  million  a  year 
by  replacing  leased  lines  used  to 
support  the  state’s  voice  and  data 
traffic,  said  Glen  Anderson  Jr., 


“S 

Ly  ome  say  the 
Senate  action  is  the  end 
of  the  net,  and  some  say 
it’s  good  news.” 

AAA 


administrator  for  the  Iowa  De¬ 
partment  of  General  Services’  Di¬ 
vision  of  Communications. 

As  it  is  now  planned,  the  Iowa 
Communications  Network  would 
be  anchored  by  a  hub  in  the  base¬ 
ment  of  a  new  armory  being  built 
at  Camp  Dodge,  Iowa’s  National 
Guard  headquarters  about  10 
miles  north  of  here. 

The  state-owned  fiber  net 
would  consist  of  hundreds  of  45M 
bit/sec  circuits  running  to  more 
than  100  locations  throughout 
Iowa.  Over  time,  the  network 
could  reach  out  to  more  than 
1,000  sites. 

Phase  1  of  the  project  calls  for 
the  installation  of  the  hub  and 
links  to  15  community  colleges 
and  three  universities  via  2.4G 
bit / sec  links ,  each  with  the  capac¬ 
ity  to  support  48  simultaneous 
45M  bit/sec  video  channels.  It  is 
possible  that  2.4G  bit/sec  links  to 
another  20  or  so  private  colleges 
would  be  added  to  this  configura¬ 
tion. 

In  Phase  2, 565M  bit/sec  links 
would  be  run  from  each  commu¬ 
nity  college  and  university  to  as 
many  as  1 2  surrounding  learning 
centers,  which  might  be  high 
schools  or  remote  college  sites. 

Phase  3,  which  is  not  included 
in  the  current  bid,  would  extend 
the  network  to  other  points 
throughout  each  county,  such  as 
additional  schools  and  govern¬ 
ment  agencies.  Iowa’s  many  local 
phone  companies  are  expected  to 
be  given  the  right  of  first  refusal 
to  build  this  portion  of  the  net¬ 
work. 

For  now,  however,  what  the 
network  will  eventually  look  like 
and  when  it  will  be  built  are  still 
up  in  the  air. 

“Some  say  the  Senate  action  is 
the  end  of  the  network,  and  some 
say  it’s  good  news,”  said  Tony 
Crandell,  director  of  network  ser¬ 
vices  for  the  Iowa  Department  of 
General  Services’  Division  of 
Communications.  “We’re  not 
sure  where  we  stand.”  □ 


Apple  wireless 
offer  critiqued 

continued  from  page  6 
of  Kentucky,  voiced  objections  to 
the  Apple  proposal. 

Warnecke  emphasized  the 
negative  impact  dislocation 
would  have  on  Kentucky’s  micro¬ 
wave-based  emergency  warning 
system. 

“In  Kentucky,  terrain  makes 
alternative  physical  systems 
most  impractical,”  he  said. 

But  other  users  voiced  support 
for  allocating  frequencies  for 
wireless  LANs. 

Scott  Loftesness,  senior  vice- 
president  of  FMR  Corp.,  the  par¬ 
ent  company  of  Fidelity  Invest¬ 
ments,  told  the  FCC  that  Fidelity 
supports  the  Apple  proposal. 
“High-speed  data  networking  is 
fundamental  to  today’s  client/ 
server  information  processing 
architecture,”  Loftesness  said. 
“Data-PCS  offers  real  benefits  to 
users  by  providing  enhanced  con¬ 


nectivity  in  today’s  network  envi¬ 
ronment.” 

But  Loftesness  questioned 
whether  the  40  MHz  should  be  ex¬ 
clusively  dedicated  to  data  use. 
“Ideally,  Data-PCS  and  voice  per¬ 
sonal  communications  services 
could  dynamically  share  spec¬ 
trum,”  he  noted. 

AT&T  pushes  for  voice 

AT&T  also  urged  the  FCC  to 
consider  including  voice  in  its  rul¬ 
ing. 

“AT&T  does  not  agree  with 
Apple  that  allocation  of  40  MHz 
should  be  limited  to  data  applica¬ 
tions  because  it  is  wasteful  to  ded¬ 
icate  a  large  block  of  scarce  spec¬ 
trum  to  such  a  niche  applica¬ 
tion,”  the  long-distance  carrier 
stated  in  its  FCC  comments.  “Fur¬ 
thermore,  Apple’s  petition  fails 
to  address  the  need  for  integrated 
voice  and  data  solutions,  which 
should  be  considered  in  any  spec¬ 
trum  allocation  for  in-building 
wireless  applications.”  □ 


NCR,  IBM  judge  Apple  plan 


Representatives  from  NCR 
Corp.,  IBM  and  the  newly 
formed  wireless  local-area  net¬ 
work  standards  group,  the  IEEE 
802.11  Working  Group,  said 
they  generally  support  Apple 
Computer,  Inc.’s  wireless  LAN 
proposal  but  are  critical  of  some 
of  the  technical  details. 

Last  January,  Apple  asked 
the  Federal  Communications 
Commission  to  set  aside  40  MHz 
of  spectrum  between  1,850  and 
1,990  MHz  for  a  wireless  LAN 
data  service  it  described  in  its 
petition  as  Data-Personal  Com¬ 
munications  Services  (PCS). 

The  IEEE  802.11  group, 
formed  last  September  under 
the  IEEE  802  LAN  standards 
committee,  last  week  finalized 
its  critique  of  the  Apple  propos¬ 
al,  criticizing  many  technical 
details.  The  802.11  remarks 
face  final  approval  by  the  IEEE 
802  Executive  Committee. 

The  44-member  802.11 
group  is  charged  with  creating  a 
new  wireless  LAN  standard. 
Members  of  the  group  include 
Apple,  IBM,  NCR,  NEC  Corp., 
Nynex  Corp.  and  Toshiba  Amer¬ 
ica,  Inc. 

Jim  Neeley,  vice-chairman  of 
802. 1 1  and  an  advisory  systems 
analyst  in  IBM’s  LAN  Systems 
Design  unit,  said  the  group  has 
criticized  Apple’s  selection  of 
carrier-sense  multiple  access 
(CSMA)  as  the  designated  LAN 
access  protocol  for  PCN  ser¬ 
vices.  “We  think  CSMA  is  a  very 
inefficient  access  protocol,” 
Neeley  said.  The  wireless  LAN 
committee  hopes  to  develop  an 
isochronous  protocol  at  least 
twice  as  efficient  as  CSMA. 

Bill  Stevens,  manager  of 
wireless  communications  re¬ 
search  in  Apple’s  advanced 
technology  group,  said  CSMA 


has  limitations.  “It  was  the  po¬ 
sition  we  wanted  to  take  at  the 
time.  But  we  want  to  further  un¬ 
derstand  the  issues  involved,” 
he  said. 

The  question  of  whether 
spectrum  should  be  set  aside  ex¬ 
clusively  for  data  has  also  occu¬ 
pied  802. 11  members. 

In  its  petition,  Apple  said  the 
spectrum  allocated  for  its  Data- 
PCS  should  not  be  shared  with 
voice  personal  communications 
network  (PCN)  services  be¬ 
cause  it  could  impose  speed  lim¬ 
itations  on  data  transmissions. 
Apple  also  voiced  concern 
about,  among  other  things,  the 
potential  for  voice  signals  inter¬ 
fering  with  data  transmissions. 

But  in  a  filing  with  the  FCC, 
AT&T  called  this  statement  in¬ 
correct,  noting  that  at  Bell 
Communications  Research  and 
in  Europe,  new  digital  wireless 
systems  are  being  developed  to 
simultaneously  support  both 
voice  communications  and 
high-speed  data. 

After  a  long  debate,  802.1 1 
members  decided  to  keep  their 
options  open  and  change  the 
keyword  “data”  to  “digital”  in 
their  FCC  submission  in  order  to 
indicate  that  the  technology  can 
be  used  to  carry  everything 
from  data  to  voice,  images, 
graphics  and  video,  Neeley  said. 

The  802.1 1  group  also  took 
exception  with  Apple’s  spec¬ 
trum  requests.  The  group  said  it 
believes  that  1,850  to  1,990 
MHz  is  not  the  only  spot  on  the 
spectrum  appropriate  for  PCNs, 
indicating  that  anywhere  be¬ 
tween  1  and  3  GHz  would  be  ac¬ 
ceptable.  The  group  also  wants 
70  to  140  MHz  of  bandwidth, 
more  than  Apple’s  40  MHz  re¬ 
quest. 

—  Ellen  Messmer 
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Bcb: 


cant  event 


in  network  backup  since 

your  last  server  crash. 


1.3  GB 
Internal 


Irwin,  the  industry  leader  in  tape 
backup,  makes  network  news  with  the 
introduction  of  the  most  powerful  and 
comprehensive  package  of  backup  soft¬ 
ware  in  the  industry. 

Irwin  Ez ARC'" software  gives  Novell 
Netware  users  both  central-workstation 
and  client-server  LAN  backup. 

Irwin  EzTape/MAP"  software  gives 
you  the  ability  to  back  up  from  any  workstation 


CAPACITY 

1.3  GB 
External 


2.3  GB 
External 


SCSI  HOST  ADAPTER 

AT  Bus  MC  Bus 

SOFTWARE 

Networked  Workstation 
EzTape2.12 

NOVELL  NETWARE  286  &  386 


Peer-to-Peer 

Workstation 


True 

Server-Based 


EzTape/MAP  EzARC286VAP 
EzARC386NLM 

No  matter  how  your  network  is  configured, 
Irwin  can  provide  you  with  the  hardware  and 
software  solutions  you  need  for  high-speed, 
high-capacity  backup. 
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on  your  LAN,  and  provides  peer-to-peer 
resource  sharing. 

Then  there’s  Irwin  EzTape"  soft¬ 
ware,  the  world’s  most  popular  software 
for  backup.  When  installed  on  a  network 
workstation,  it  can  back  up  the  server 
and  the  local  hard  disk. 

Along  with  this  powerful  trio  of  soft¬ 
ware  solutions  are 
equally  powerful, 
new  tape  drives. 

A  new  4  milli¬ 
meter  internal  or 
external  DAT  drive 
backs  up  1.3  gigabytes. 

And  an  8  millimeter  external  system  backs 
up  a  whopping  2.3  gigabytes. 

Whether  you’re  managing  Novell  Advanced 
Netware,  LAN  Manager,  3  COM  3+,  IBM  Token 
Ring,  or  DOS  Net  BIOS-compatible  networks, 
these  new  hardware  and  software  tools  give  you 
a  complete  network  backup  solution.  From  the 
server  to  the  desktop. 

Call  1-800-BACKUP1  to  find  out  more  about 
our  new  network  solutions. 

And  the  next  time  your  server  crashes,  it 
won’t  be  such  a  big  event. 
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